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THE CARBON PAPER WITH THE 


SALE$ EDGE 


AND NO PRIORITIES NEEDED! 





MICROMETRIC is more than a high quality carbon paper! 
Its famous white edge with the printed scale is a 
sales "natural." No other carbon paper offers an ex-— 
clusive feature so obviously useful, so easily sold. 


ies 


glance where to begin her letter...warns her when she 
approaches the bottom of the sheet...saves time-wast-— 
ing guesswork and retyping of badly spaced letters. 
There's economy, too, in its longer wear; letters may 
be spaced alternately on the scale lines and between 
them, thus using up the carbon surface evenly. 


MICROMETRIC'S white-edged scale shows the typist at a 


MICROMETRIC adds this advantage to a carbon paper 
noted for sharp, clean, permanent impressions and long 
life. And it's a proven sales repeater. Secretaries 
and typists who have discovered its convenience demand 
it permanently - a big advantage to you at a time when 
your sales organization is so badly understaffed. 





MICROMETRIC is made to sell competitively with ordinary 
carbon paper in three price ranges. Ask our Service 
Representative for details, or write to 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 


OTHER STARS IN THE WEBSTER LINE: MultiKopy Typewriter Ribbons — the new, 
finer ribbon for executive work — Star Brand Typewriter Ribbons, MultiKopy Carbon Paper 








(OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 





iad 


They do, however, offer their services in resolving any disagreements which result from relations established 


customers. 
through the journal. 








A E L Q 
Acco Products, Inc. 86 Eaton Paper Corp. _....159 Leopold Co. 64 Quality Park Envelope Co. 68 
Ace Fastener Corp. 99 Ehrlich Upholstery Works 181 
Acme Bulletin & Di. Bd. Corp.182 Esterbrook Pen Co., The 91 ” R 
Acme Visible Records, Inc. 57 Manifold Supplies Co. 39 Rapid Office Devices, Inc. 136 
Adirondack Chair Co. 166 F Markilo Co. 182 Red Feather Products, Ltd....... 67 
Agency Paper Co. 180 Faber, A. W., Inc. 49 Markwell Mfg. Co. 103 Regal Typewriter Co. 185 
Aigner, G. J., Co. 66 Faber, Eberhard Pencil Co.....87, 88 Master-Craft Corp., Div. S-W.. 79 Rite-Line Sales Co., Inc. 176 
Allen Calculators, Inc. 84 Finch & McCullouch 166 Meier, Joshua, Co. 154 Rite-Rite Mfg. Co. 182 
Allen & Co. 151 Frankel Carb. & Rib. Co. 142 Meilicke Systems, Inc. 112 Rivet-O Mfg. Co. 185 
Allied Carb. & Rib. Mfg. Corp.158 Fulton Specialty Co. 152 Meilink Steel Safe Co. 120 Roberts Number. Mach. Co.......168 
All-Steel-Equip Co. 85 Melind, Louis, Co. 102 Robinson Reminders ics Oe 
Amberg File & Index Co. 167 G Metal Specialties Mfg. Co.......176 | Rochester Wire-O Binding Co...182 
Amer. Celoid Products Corp.....159 Gendral Fireproofing Co. 72, 73 Metalstand Company 166 Rockwell-Barnes Co. 183 
Amer. Passbook Co. 3. Gia Wernteke Co, Theo, 161 “Ort & Wentte, Inc. 155 Rol-Dex Company Leite 
Amer. Photo Laboratories 155 Graff, Geo. B., The 160 Mittag & Volger, Inc. 63 Royal Metal Mfg. Co., The 186 
Amer. Writing Mach. Stores....119 Gregory Fount-O-Ink Co. 116 Monroe Cale. 7 Co., Ine.....145 Royal Typewriter Co. 43 
Ames Supply Co. _.. 65 Gules Settim 6 Beiely Ca 104 Moore Push-Pin ©. 183 
Anderson-Hickey Co., Inc. 111 Gunlocke, W. H., Chair Co. 161 ee es Ce. oe Ss 
Art Metal Construction Co. 83 7 ge hee ee 171 
Art Steel Sales Corp........121, 133 H N inaiiis a Checemaiins — 
peaerietienap nee 18° Hall-Welter Co. A en ee 180 Shaw-Walker Co. . 141 
Autmtc. Pencil Sharpener Co...178 Harding, Milo, Co. 95 National Desk Co., Inc. 124 Shsaltes W. A, Pen Co. 80 
3 : s Nat'l Duplicating Co. 142 . ray - 
Heyer Corporation, The 187 pay ; % Sheboygan Chair Co. .-- 128 
B High Point Bndg. & Chair Co...149 eae eee Sheppard, C. E., Co. 174 
ioe Spe SS E Shipman-Ward Mfg. Co. 164 
Bainbridge, Kimpton & Haupt, I eee Process om. UEF Co...127 Sikes Co., Inc., The 15 
ca — Imperial Desk Co. 78 rt eats reg gris Sinclair & Valentine Co. 163 
Bankers Box Company 90 Prince am vn New Indiana Chair Co. 110 Smith, L. C., & Corona Type- 
Barkley, C. L., & Co. ...128 . e a writers, Inc. ...... 41 
Bassick Co., The ..135 epee seas Co. ane oO SI r ms ‘ 2 
: Indiana Desk Co. 150 Speed Key Mfg. Co. 183 
Blaisdell Pencil Co. 152 Silicate Mis Dace. ned Office Specialty Mfg. Co. 167 Speed-O-Print Corp. 169, 170 
ee ‘75 Inkograph Company, Ine. eg ie ee ee 37 Speed Products Co. 165 
Boorum & Pease Co. 59 Ink Specialties Co. ale: Med Oxford Filing Supply Co. ef Staedtler, J. S., Inc. 71, 115 
Boynton and Co. 182 Starkey Paper & Supply Co.......182 
Bright Chair Co... 167 J P Stationers Clearing House 160 
British Staty. Exporter 184 it sale Pacific Cb. & Ribbon Mfg. Co. Stewart, R. A., & Co. 175 
Browne-Morse Co. 76 Jasper Chair _ ne Parker Pen Company Storms, H. M., Co. 174 
Brush-Punnett Co. 122 acekte _— ae _ : Peerless Imperial Co., Inc. Sturgis Posture Chair Oo........... 89 
Buckeye Ribbon & Carbon Co...148 reaper vane , ee ~ Peerless Steel Equip. Co. Superior Type Co. 175 
Burns Mfg. Co.. 181 euaper Seating Co. _ Perma-Bilt Equipment Co. 108 
Business Efficiency Aids Phillips Process Co., Ine.............179 T 
i 4 Photo Materials Co. 180 Technygraph Co., The 181 
Kahn, David, Inc. 105 Post, Frederick, Co. 177 
’ Keep Prices Down 184 Postindex Visible Records 83 
Kemprene Products Co. 168 Precise Developments Co. 155 U 
Cardinell Corp. 180 Koh-I-Noor Pencil Co., Inc. 151 Pronto File Corp. 25 Underwood Elliott Fisher Co. 
Carter’s Ink Co. 157 aeees Back Cover 
Clarotype Co., The 147 United Autographic Reg. Co. 34 
Codo Mfg. Corp. 82 U. S. Bronze Sign Co. 185 
Cole Steel Equipment Co. . 94 T re E a E R V I Cc E B U R E A UO U. S. Typewr. Rib. Mfg. Co.....163 


Columbia Rib. & Car. Mfg. Co.113 of Office Appliances is maintained for the exclusive 


Commercial Control Div. NPM..139 use of subscribers and advertisers. In the execution V 
Commonwealth Publishing Co...183 of its various commissions this bureau calls upon Vail Mfg. Co......... 131 
Continental Ink Co. 182 practically every member of the staff. It answers by Van Dyke Industries 74 
Cook, The H. C., Co. 171 personal letters all inquiries upon matters germane to Victor Adding Machine Co. 69 
Corona Typewriter 41 the field, it furnishes special reports upon articles of Victor Safe & Equip. Co 130 
Corry-Jamestown Mfg. Corp.....173 office equipment, supplies names of manufacturers of Webs Melenion Ca 166 
Cotterman, I. D. 183 any article wanted, puts man and job together, pre- 
© SC TO ses r - is 2c . ' > M4 « 

See the Means ®. We. 72 pares advertising copy, furnishes list of desirable ; 
‘ : (Pe ‘ agents and dealers in nearly every country, aids for- Ww 
Cramer Posture Chair Co. 146 : 0 . ° Psi “* me 

eign dealers in securing U. S. A. lines, and in many Wabash Filing Supplies, Inc... 92 


other ways performs useful service, all without charge. Wanetiaker Ca. 167 
Subscribers in every land have made, and are making, ; ’ 
D - : ” 4 Warshaw Mfg. Co. 180 
good use of this bureau; manufacturers in every sec- Webster, F. S.. C 
° ~ . A . obs > ike " 2 
Darnell Corp., Ltd. 72 tion of the field have evidence of its proved value. pee gat goo am 
Dawn Mfg. Corp., Ltd. 181 Subscribers’ requests for catalogues to bring their files = mre. Co. 51, 52, 53, 54 
Dayton Stencil Works 182 up to date, or to replace the file in case of fire or Wells Office Furn. Co. 106, 107 
dia Gihi: Getmane 148 other form of destruction, are broadcasted in a bulle- Wilson Jones Co. 45 
‘ le RT % tin which is mailed frequently to leading manufac- Wood Office Furn. Institute....126 
Dixon, Joseph, Crucible Co. 97 ’ 
r= turers, 
Domore Chair Co. 101 
Doppelt, Charles, & Co. 100 = Y 
Downey, C. L., Co. 148 Yawman and Erbe Mfg. Co.....153 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 








obligation. 
Adding Machine Parts Calculating Devices Copyholders 
Amer. Writing Machine Stores 119 Meilicke Systems, Inc 112 Acco Products, Inc 86 
Ames Supply Co 65 Rapid Office Devices, Ine 136 Dawn Mfg. Corp., The ssseell OR 
Shipman-Ward Mfg. Co. 164 Shipman-Ward Mfg. Co ; 164 Rite-Line Sales Co., Inc 176 
Adding Machine Rolls & Paper Victor Safe & Equipment Co 130 Wells Office Furniture Co 106, 107 
Rockwell-Barnes Co. 183 
Calculating Machines Costumers 
Adding Machines Allen Calculators, Ine 84 Globe-Wernicke Co., The 60, 61 
Allen Calculators, Inc 84 Monroe Cale. Mach. Co., Inc 145 Peerless Steel Equip. Co 175 
Amer. Writing Machine Stores 119 Victor Adding Machine Co 69 Shaw-Walker Co 141 
Monroe Cale. Mach. Co., Ine...........145 Vogel-Peterson Co --.-.1 668 
Smith, L. C., & Corona Type Wells Office Furniture Co 106, 107 
ethane Carbon Papers 
Victor Adding Machine Co. 69 (See Ribbons and Carbons) Crayons 
: M Dixon, Joseph, Crucible Co. 97 
Adding Machines, Rebuilt & Used ; Card Index Boxes and Trays : _ ’ 
Shipman-Ward Mfg. Co... --164 All-Steel-Equin Co 85 Dating Stamps 
Underwood Elliott Fisher... Back Cover Amberg File & Index Co 167 Fulton Specialty Co 152 
Adhesives Art Metal Construction Co. 83 Melind, Louis, Co 102 
(See Inks, Adhesives, etc.) Art Steel Sales Corp 121, 133 Meyer & Wenthe, Ince.. ooo 1 55 
Boynton and Co ; 182 Rivet-O Mfg. Co. . weer 85 
Arch ard Clip Board Files Cole Steel Equipment Co......00...... 94 Stewart, BR. A. COcciincnccucind le 
Globe-Wernicke Co., The 60, 61 Corry-Jamestown Mfg. Co...... 73 Superior Type Co ona 
Rockwell-Barnes Co. 183 General Fireproofing Co., The......72, 7% 
Shaw-Walker Co. 141 Globe-Wernicke Co., The 60, 61 Desk Lamps 
Yawman and Erbe Mfg. Co 153 cee System and Supply Co. 104 Dawn Mfg. Co 
mperial Methods Co 117 Se s & Company : 
Ash Trays and Stands New England Woodworking Co. 118 Teun Tistes Hadewoaes "74 
Finch & McCullouch 166 Peerless Steel Equip. Co 175 ‘ ; 
» Tile % 95 
Associations, Manufacturers > sag ee — 125 Desk Pads & Tops 
Wood Office Furniture Institute......126 r sgh ea Pe 141 Aigner, G. J., Co 66 
Wagemaker Co. w---1 67 Wagemaker Co. . 167 
Atlases, Geographical Warshaw Mfg. Co 180 Wilson Jones Co 15 
Cram, George F., Co 172 Weis Mfg. Co 51, 53, 53, 54 
Wells Office Furniture Co.........106, 107 
Autographie Registers Yawman and Erbe Mfg. Co. — See Se. 
United Autographic Register Co.......134 aregory Fount-O-Ink Co are 
Sheaffer, W. A., Pen Co . 80 
Bank Supplies Card Indexes, Mechanical 
Downey, C. L., Co 148 Rol-Dex Co 162 Desk Trays 
Aigner, G. J., Co 66 
sy gg toe ig hye Cash Boxes Art Metal Construction Co 83 
General Fireproofing Co., ‘ } Art Steel Sales Corp 121, 138 Art Steel Sales Corp 121, 133 
Globe-Wernicke Co., The 60, 61 Cole Steel Equipment Co 94 Boynton and Co. 182 
Victor Safe & Equip. Co 130 General Fireproofing Co., The.....72, 73 Corry-Jamestown Mfg. Co 173 
General Fireproofing Co., The 72, 73 
Binders, Catalogue and Periodical Casters, Caster Bearings, Slides I Globe-Wernicke Co., The 60, 61 
Acco Products, Ine. paces R6 sassick Company, The 135 Imperial Methods Co 117 
Amberg File & Index Co 167 Darnell Corp. - 172 Metalstand we geatee age 
Master-Craft Corp., Div. S.W 79 Peerless Steel Equip “— At5 
National Blank Book Co. 180 Celluloid Envelopes Chaw- Walker Co mercer tinea Na 
Sheppard, The C. E., Co. 174 (See Envelopes, Celluloid) Weis Mis. Co. ae Oe Om oe 
Withas Sonex Co 15 Yawman and Erbe Mfg. Co 153 
Chair Irons 
Binders, Permanent Storage Bolens Products Co 178 Desk Work Distributors 
Boorum & Pease Co 59 Art Steel Sales Corp 121, 133 
Master-Craft Corp., Div. S.W 79 Chair Mats Globe-Wernicke o., The 60, 61 
Sheppard, The C. E., Co 174 Office Specialty Mfg. Co. 167 Victor Safe & Equip. Co 130 
Wilson Jones Co 5 Wilson Jones Co 15 
Chairs, Folding 
Blank Books Adirondack Chair Co 166 Desks 
Boorum & Pease Co 59 Royal Metal Mfg. Co 186 Art Metal Construction Co 
National Blank Book Co 180 Art Steel Sales Corp 121, 123 
Rockwell-Barnes Co. 183 Chairs, Office Browne-Morse Co ae 
Wilson Jones Co 45 Bright Chair Co 167 Corry-Jamestown Mfg. Co 173 
Cramer Posture Chair Co 146 General Firenroofing Co., The......72, 73 
Blue Print Papers Domore Chair Co. . 101 Globe-Wernicke (o., The 60, 61 
Post, Frederick, Co 177 Ehrlich Tpholstery Works 181 Imperial Desk Co. 78 
General Firenroofing Co., The 72, 73 Indiana Desk Co 150 
Blue Print and Plan File Cabinets Gunlocke, The W. H. Chair Co.......161 Jasper Desk Co 114 
All-Steel-Fquip Co RF High Point Bending & Chair Co.....149 Jasper Office Furniture Co 129 
Anderson-Hickey Co ; 111 Jasper Chair Co. sovssenseensonel OO National Desk Co., Ine 124 
Art Metal Construction Co 83 Jasper Seating Co 156 Peerless Steel Equip. Co 175 
Art Steel Sales Corp 121, 13; New Indiana Chair Co 110 Royal Metal Mfg. Co 186 
Browne-Morse Co. 76 Royal Metal Mfg. Co 186 Shaw-Walker Co 141 
Cole Steel Equipment Co. 94 Shaw-Walker Co 141 Victor Safe & Equip. Co 130 
Corry-Jamestown Mfg. Co iv: Sheboygan Chair Co 23 Wagemaker Co 167 
General Fireproofing Co., The 72, 78 Sikes Co., The . 75 Wells Office Furniture Co 106, 107 
Globe-Wernicke Co., The 60, 61 Sturgis Posture Chair Co 89 Yawman and Erbe Mfg. Co 153 
Peerless Steel Equip. Co 175 Wells Office Furniture Co 106, 107 
Pronto File Corp 125 — . 
Shaw-Walker Co 141 Chairs (Posture) Diaries (See Memo Books) 
Yawman and Erbe Mfg. Co 153 Bright Chair Co 167 
Cramer Posture Chair Co. 146 Drafting Instruments & Equipment 
Bond Boxes Domore Chair Co 101 Cardinell Corp ‘ 180 
Art Steel Sales Corp 121, 133 General Fireproofing Co., The 72, 78 Post, Frederick, Co. 177 
General Fireproofing Co., The.....72, 73 Gunlocke, The W. H. Chair Co 161 
Globe-Wernicke Co., The 60, 61 High Point Bending & Chair Co.....149 Duplicating Machines & Supplies 
Jasper Chair Co. 138 Amer. Celoid Products Corp 159 
Book Cases _ Jesper Neating Co 156 Amer. Writing Machine Stores 119 
All-Steel-Equip. Co 85 Metalstand Co 166 Autocopy, Inc 132 
Art Metal Construction Co 83 Shaw-Walker Co. 141 Bainbridge. Kimpton & Haupt 140 
srowne-Morse Co. 76 Sikes Co.. The 75 Columbia Rib. & Carb, Mfg "Co 113 
Corry-Jamestown Mfg. Co 173 Sturgis Posture Chair Co 89 Frankel Carb. & Rib. Co : 142 
General Fireproofing Co., The......72, 73 Wells Office Furniture Co 106, 107 Harding. Milo. Co 95 
Globe-Wernicke €o., The 60, 61 Heyer Corp The 187 
New England Woodworking Co 118 Chairs, Tablet Arm Ink Snecislties Co 144 
Peerless Steel Equip. Co 175 Jasper Chair Co 138 Manifold Supplies Co 39 
Shaw-Walker Co. eee 141 Jasper Seating Co 156 Mittag & “Volger. Inc 63 
Tahach Biling & fac . 99 Je is Y i ’ - fade P 
bbe phe — Supplies, es + New Indiana Chair Co 110 National Duplicating Co 142 
. + oneve » 94, 99, 0% National Specialties Co 185 
Yawman and Erbe Mfg. Co. 153 Check Book Covers & Passbooks Old Town Ribbon & Carbon Co 37 
4 Amer. Passbook Co. 83 Red Feather Products, Ltd 67 
Bookkeeping Machines Sinclair & Valentine Co 163 
Underwood Eliott Fisher Sack Cover Check Protectors & Writers Smith, L. C.. & Corona Tws 41 
Hall-Welter Co. 181 Speed-O-Print Corp 169, 170 
Box Letter Files Starkey Paper & Supply Co 182 
Amberg File & Index Co 167 Checks, Stamped Metal Technygraph, The 181 
Art Steel Sales Corp. 121, 133 Dayton Stencil Works 182 Victor Safe & Equip. Co 130 
Cole Steel Equipment (Co.................. 94 Meyer & Wenthe, Inc. 155 
Globe-Wernicke Co., The .----60, 61 Envelope Openers and Sealers 
Rockwell- Barnes Co. ; : 183 Clip Boards Nat'l Postal Meter Co 139 
Weis Mfg. Co 51, 52, 53, 54 (See Arch and Clip Board Files) 
ss 7 Envelopes 
ye - Stuer Cases ‘ Coin Bags, Trays & Wrappers : Globe-Wernicke (o., The 60, 61 
: oppe t, ¢ 1arles & Co. sssoneeeneses 100 Art Steel Sales Corp , 133 Quality Park Envelope Co. 68 
Master-Craft Corp., Div. S-W en: 40 Downey, ¢ L., Co 148 Wilson Jones Co 5 


OFFICE APPLIANCES, 


April, 1944 


Envelopes, Celluloid 
Aigner, G. J., Co. sceslnidiaais | 
Markilo Co. ..... : siestetiastinae 
Meier, Joshua, Co 154 


Eradicators, Ink 
Carter's Ink Co. sentient 


Erasers, Rubber 











Blaisdell Pencil Co................--+-++-00-.158 
Dixon, Joseph, Crucible Co. . 97 
Faber, A. W., Ine... . 49 
Faber, Eberbard, Pencil Co 87, 88 
Koh-I-Noor Pencil Co., Ine 151 
Eyelets & Eyelet Fastener 
Rivet-O Mfg. Co. ....... 185 
File Boxes, Fibre Collapsible 
Bankers Box Co.......... ee seats’ ee 
parties, CG. Ie, & Giicncmenten 128 
Globe-Wernicke Co., The 60, 61 
Guide System & Supply Co. ew 4 
Oxford Filing Supply Co. 70 
Pronto File Corp. ..........-cceceeeeeeed 25 
Weis Mfg. Co. avceeesh, 53, 53, 54 
File Boxes, Metal 
Art Metal Construction Co. .. 83 
Art Steel Sales Corp................121, 133 
Cole Steel Equipment Co. mee 
Corry-Jamestown Mfg. Co.. ee 
Globe-Wernicke Co., The 60, 61 
Peerless Steel Equip. Co........ 175 
vy, lhl UP. : e 125 
Rockwell-Barnes Co. 183 
Shaw-Walker Co. ....... 141 
Victor Safe & Equip. Co... ..180 
Weis Mfg. Co. aecseeseeeeh, 58, 58, 54 
Filing Cabinets, Insulated 
Shaw-Walker Co. ..... : ..141 
Victor Safe & Equip. Co. ee 
Filing Cabinets, Metal 
All-Steel-Equip Co 85 
Anderson-Hickey Co. eae | 
Art Metal Construction Co. 83 
Art Steel Sales Corp. 121, 133 
Browne-Morse Co. ... : . 76 
Cole Steel Equipment Co...... ... 94 
Corry-Jamestown Mfg. Co.......... 173 
General Fireproofing Co., The......72, 7: 
Globe-Wernicke Co., The..............60, 61 
Peerless Steel Equip. Co... sid 75 
Shaw-Walker Co. . ; 141 
Victor Safe & Equip. Co 130 
Weis Mfg. Co 51, 52, 53, 54 
Yawman and Erbe Mfg. Co. one 


Filing Cabinets, Wood 


Art Metal Construction Co. &3 
Art Steel Sales Corp. 121, 133 
Bainbridge, Kimpton & Haupt, 

FANG: . ccccrcincbnnenecemetaton . 


Boynton and Co. 
Browne-Morse Co. ... 
Business Efficiency Aids 
General Fireproofing Co., The.... 
Globe-Wernicke Co., The 
Imperial Metnods Co.. 

Inciana Desk Co. — 
New England Woodworking Co. 
Peerless Steel Equip. Co 
Perma-Bilt Equipment Co. . 
Shaw-Walleer CG. ...cccrcesareses-cocesorcnnses 
Victor Safe & Equip. Co. 
Wagemaker Co. 








Weis Mfg. Co 51, 52, 53, 54 
Wells Office Furniture Co. 106, 107 
Yawman and Erbe Mfg. Co. 153 


Filing Supplies 
Acco Protucts, Ine 
Aigner, G. J., Co........ 





Amberg File & Index Co. = 

Art Metal Construction Co. . 83 
Barkley, C. L.. & Co. inteeaana 
Browne-Morse Co. 76 
Corry-Jemestown Mfg. Co. 173 


General Firenroofing Co., The......72, 73 
Globe-Wernicke ©o., The 
Guide System & Supply Co. 
Imperial Methods Co............-...c--see 
Oxford Filing Supply Co.. 
Pronto File Corp — 
Quality Park Envelope Co............... 
Rockwell-Barnes Co. penta 
Shaw-Walker Co. ...... qisoae 
Victor Safe & Equip. Co. 
Wohbash Fili-g Surplies, Inc 
Warshaw Mig. CO. .....cccccncorcossccrerceses 
Weis Mfg. Co : 51, 52, 53. 
Yawman and Erbe Mfg. Co. 





Firger Pads 


Melind, Louis, Co... -aseeed 02 
Speed Products Co........ idiecien 


Folders (See Filing Supplies) 


Fountain Pens, Mfrs. 


Esterbrook Pen Co., The 
Inkograph Co., The..... 
Kahn, David, Ine........ 
Parker Pen Co............-.- dade 
Sheaffer, W:. A. POR CW rcs 


(Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5 





Globes, Geographical 
Cram, The George F., Co 


Gummed Cloth Rings 
Dennison Mfg. Co... 
Graff, Geo. B., Co 
Warshaw Mfg. Co 


Gummed Tape 
Dennison Mfg. Co... 
Industrial Tape Corp.. 


Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 


Honor Rolls 
Acme Bulletin & Dir. Bd 
U. 8S. Bronze Sign Co 


Corp 


Index Card Signals 
Cook. H. C., Co 
Graff, Geo. B., Co ‘ 
Victor Safe & Equip. Co 


Index Tabs 
Aigner, G. J., Co : 
Barkley, C. L., & Co 
Globe-Wernicke (o., The..... 
Guide System & Supply Co 
Markilo Co a 
Master-Craft Corp., 
Melind, Louis, Co... 
Shaw-Walker Co. 
Sheppard, The C. E., Co 
Speed Products Co 
Victor Safe & Equip. Co 


Inks (Writing), Adhesives, Ete. 
eo ge 
Dennison Mfg. (o 
Kemprene Piodue's Co 
Melind, Louis, Co.. 

Parker Pen Co... 
Rivet-O Mfg. Co 
Stewart, R. A., 


Labels 
Imperial Methods Co. 
Oxford Filing Supply Co. 
Warshaw Mfg. Co 
Weis Mfg. Co 


Ladders, Library, Store & Vault 
Cotterman, D. 


“Div. 


& Co. 


Leads for Mechanical Pencils 
Dixon, Joseph, Crucible Co. 
Faber, A. W., Ince.... 
Faber, Eberhard, Pencil Co 
Kahn, David, Ine 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co. 


Leather Goods 
Doppelt, Charles & Co 


Leather Upholstered Furniture 
Bright Chair Co. : 
Ehrlich Upholstery Works 
Gunlocke, The W. H., 
Jasper Chair Co. 

New Indiana Chair ‘Co 


Letter Trays (See Desk Trays) 


Library Equipment 

All-Steel-kquip Co 

Art Metal Construction Co 
Art Steel 
Corry-Jamestown 
General Fireproofing Co., 
Globe-Wernicke Co., The 
Peerless S'eel Equip. Co 
Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


Mfg. Co 
The 


Lockers and Storage Cabinets 
All-Steel-FEquip Co 
Anderson-Hickey (Co. 

Art Metal Construction Co 
Art Steel 
Browne-Morse Co. 
Corry 
General Fireproofing Co., 
Globe-Wernicke ‘o., The 
New England Woodworking Co 
Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


The 


Loose Leaf Books & Systems 
Amberg File & Index Co. 
Boorum & Pease Co 
Master-Craft Corp.. 
National 
Sheppard, The €. E., Co.... 
Wilson Jones Co.. 


Div. 


Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 

Markilo Co 3 

Meier, Joshur. Co 

Wilson Jones Co. 


Loose Leaf Metals and Devices 
Sheppard, The C. E., Co 
Wilson Jones Co.. 


Mail Distributors 
Globe-Wernicke €o., The 
Victor Safe & Equip. Co 


Mailing Machines 
Nat'l Postal Meter Co 


Map Tacks 
Graff, Geo. B., Co 
Moore Push-Pin Co 


Maps 


Cram, The George F., Co 


Sales Corp 121, 


Sales Corp a} 


172 


143 
160 
180 


143 


109 


176 


182 


185 


17° 


..160 


130 


66 


"128 


60, 


61 


104 
---182 


S.W... 


79 
102 
141 
174 
165 
130 


.-157 


87, 


143 
168 
102 

93 
185 


175 


. 97 


49 
R& 
105 
182 
80 


100 


--167 


Chair Co. 


181 
161 


..138 


Jamestown Mfg. Co 


Blank Book Co.................. 


110 


139 


..160 


183 


Matched Office Suites 


Art Metal Construction Co 83 
General Fireproofing Co., The 7 ae 

Globe-Wernicke Co., The 60, 61 
PEE Se os eens oe 64 
Royal Metal Mfg. Co 186 


Shaw-Walker Co 141 
Memerardum Books 


Boorum & Pease Co 59 
National Blank Book Co 180 
Robinson Reminders 98 
Roc kwell-Barnes Co 183 


Wilson Jones Co 45 
Memorandum Devices 


Finch & MecCullouch 166 
Mending Tape 

Industrial Tape Corr 109 
Warshaw Mfg. Co 180 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 182 
Meyer & Wenthe, Inc 155 
Moisteners 

Metal Specialties Mfg. Co 176 
Rivet-O Mfg. Co 185 
Numbering Machines 

Melind, Louis, Co 102 
Roberts Numbering Mach. Co 168 


Office Partitions and Railings 
Globe-Wernicke Co., The 60, 61 


Office Printirg Outfits 


Fulton Specialty Co 152 
Pacs, Figuring 
Boorum & Pease Co 5 
National Blank Book Co 1380 
Rockwell-Barnes Co 183 
Wilson Jones Co 45 
Paper 
Agency Paper Co. 180 
Eaton Paper Corp 159 
Rockwell-Barnes Co 183 
Paper Clamps 
Acco Products, Inc .. 86 
Autmte. Pencil Sharpener Co 178 
Esterbrook Pen Co., The . 91 
Paper Clips 
Acco Products, Inc 86 
Cook. H. C., Co 171 
Graff, Geo. B., Co 160 
Vail Manufacturing Co 131 
Paper Fastering Machines 
Ace Fastener Corp 99 
Autmic. Pencil Sharpener Co. 178 
Markwell Mfg. (o 103 
Speed Products Co = 165 
Victor Safe & Equip. Co 130 
Paste (See Inks, Adhesives, Etc 
Pencil Sharpeners 
Autmtec. Pencil Sharpener Co 178 
Percils, Mechanical 
Parker Pen Co. eh 
NS | OR 0 Reena 182 
Sheaffer, W. A., Pen Cc . 80 
Percils, Wood Cased Lead 
Blaisdell Pencil (Co 152 
Dixon, Joseph, Crucible Co 97 
Faber, A. W., Inc saci ae 
Faber, Kberiard, Vencil Co S7, XN 
Koh-I-Noor Pencil Co 151 
Staedtler, J. S., Inc 71, 115 
Pers, Steel 
Esterbrook Pen Co., The 91 
Pins and Pin Containers 
Vail Mfg. Co... 131 
Piatens, Typewriter 
Amer. Writing Machine Stores 119 
Ames Supply Co 65 
Pos‘al Meters 
Nat'l Postal Meter Co 139 
Presentation Covers 
Amberg File & Index Co 167 
Oxford Filing Supply Co 70 
Price & Sign Markers 
Ful‘on Specialty Co. 152 
Melind, Louis, Co 102 
Stewart, R. A., & Co 175 
Publishers 
British Stationery Exporter ...184 
Purches 
Acco Products, Inc 86 
Boorum & Pease Co., The 59 
Globe-Wernicke Co., The 60, 61 
Metal Specialties Mfg. Co 176 
National Blank Book Co 180 
Wilson Jones Co . 45 
Push Pins 
Moore Push-Pin Co 183 
Ribbons and Carbons 
Allen & Co me | | 
Allied Carb. & Rib. Mfg. Co...........158 
Amer. Writing Machine Stores 119 
Ames Supply Co 65 
Buckeye Ribbon & Carbon Co 148 
Carter's Ink Co ..157 
Coco Mfg. Corp ‘ 82 
Colvmbia R. & C. Mfg. Co 113 
Frankel Carb. & Rib. Co 142 
Manifold Supplies Co . 39 
Mittag & Volger. Inc 63 
National Duplicating Co 142 
Neidich Process Div. UEF Co 127 
Old Town Rib. & Car. Co _-137 
Pacific Car. & Rib. Mfg. Co.. moe i 
Peerless Imperial Co : seceust AE 
Phillips Process Co mee | 





Regal Typewriter Co 185 
Royal Typewriter Co., Inc................. 43 
Shipman-Ward Mfg. Co ee: 
Storms, H. he . Co 174 


Uncerwood Elliott Fisher....Back Cover 
U. 8. Typewriter Ribbon Mfg. Co. 163 
Webster, F. 8., Co . 


Rubber Bands 
Faber, A. W., Inc ae 49 


Faber, Eberhard, Pencil Co 87, 88 


Rubber Stamps 
Melind, Louis, Co 
Meyer & Wenthe, Inc 
Stewart, R. A., & Co 
Superior Type Co 





Rubber Type 


Fulton Specialty (« 152 
Melind, Louis, Co 102 
Stewart, R. A., & Co 175 
Safes 
Art Metal Construction Co 83 
Brush-Punnett Co 122 
General Fireproofing Co., The 72, 73 
Globe-Wernicke Co., The 60, 61 
Meilink Steel Safe Co. 120 
Shaw-Walker Co 141 
Victor Safe & Equip. Co 130 
Yawman and Erbe Mfg. Co 153 
Serapbooks 
Globe-Wernicke Co., The 60, 61 
Weis Mfg. Co 51, 52, 53, 54 
Wilson Jones Co. PaaS 


Secretary Desks 
Art Metal Construction Co . 83 
General Fireproofing Co., The 72, 7 
€ 


Globe-Wernicke Co., The 60, 


Peerless Steel Equip. Co 175 
Shaw-Walker Co 141 
Wabash Filing Supplies, Inc 92 
Shelving 
All-Steel-Equip Co 85 
Art Metal Construction Co 83 
Browne-Morse Co cianipeoricsnladinesebs 7 
Corry-Jamestown Mfg. Co 173 
General Fireproofing Co., The 72, 73 
Globe-Wernicke Co., The 60, 61 
Shaw-Walker Co 141 
Signs, Changeable Letter 
Acme Bulletin & Directory Board 
Corp. ere 182 
Stamp Affixers 
Nat'l Postal Meter Co 139 
Stamp Pads 
Carter's Ink Co : ef 
Fulton Specialty Co 152 
Melind, Louis, Co......... a 
Meyer & Wenthe, Inc. 155 
Phillips Process Co 179 
Rivet-O Mfg. Co 185 
Rockwell-Barnes Co 183 
Stewart, R. A., & Co 175 
Victor Safe & Equip. Co 130 
Stands for Office Machines 
All-Steel-Equip Co &5 
Ames Supply Co 65 
Anderson-Hickey (C0. ....c.ccoveocccs+e--<001 1] 
Art Steel Sales Corp . 121. 133 
General Fireproofing Co., The....72, 7 
Globe-Wernicke Co., The 60, 61 
Met*lstand Co 166 
Peerless Steel Equip. Co 175 
Shipman-Ward Mfg. Co. 164 


Sturgis Posture Chair Co 89 
Wells Office Furniture Co. 106, 107 


Staple Extractors 

Ace Fastener Corp 99 

Metal Specialties Mfg. Co...............176 
Staples and Stapling Machines 

Ace Fastener Corp ot ae 

TT | a | Aaa >) cee eae 103 

Sneed Procucts Corp. 165 

Vail Manufacturing Co 131 
Statiorery 

Stationers Clearing House 160 
Stencils, Brass 

Dayton Stencil Works 182 
Stenogr2pher’s Note Books 

Nationel Blank Book Co 180 

Rockwell-Barnes Co 183 
Stools 

Wells Office Furniture Co 106, 107 


Storage and Transfer Cases 
All-Steel-Fquip Co R5 


Amberg File & Index Co 

Art Metal Construction Co ae 
Art Steel Sales Corp. 

Bankers Box Co 


Barkley, C. L., & Co.... 
Browne- Morse Co 

Cole Steel Equipment Co 
Corry-Jamestown Mfg. Co. 
General Fireproofing Co., 
Globe-Wernicke Co., The 60, 61 


Guide System & Supply Co. 104 
Imperial Methods Co 117 
Peerless Steel Equip. Co 175 
Pron‘o File Corp 125 
Rockwell-Barnes Co neon 183 
Shaw-W> Iker Co. . dccaningtenel 141 
Wagem-eker Co isn 167 
Weis Mfg. Co 51 ,52, "63, 54 
Yawman and Erbe Mfg. Co...............153 


OFFICE APPLIANCES, 








Store Fixtures and Equipment 


All-Steel-Equip Co. 85 
Strong Boxes, Fire Protected 

Meilink Steel Safe Co 120 
Tables 

Art Metal Construction Co............... 83 

Browne-Morse Co. m 76 

Corry-Jamestown Mfg. Co. 173 

General Fireproofing Co., The....72, 73 

Globe-Wernicke Co., The 60, 61 





Mutschler Bros. Co.. 


Peerless Steel Equip. Co.......... 175 
St. Johns Table Co. senceutigeseeee 
Shaw-Walker Co. . EERO SS 
Victor Safe & Equip. Co. 130 


Wells Office Furniture Co.........106, 107 


Tags 
Dennison Mfg. 


Tax Record Books & Systems 


Co. 143 


Commonwealth Publishing Co 183 
Telephone Accessories 

Victor Safe & Equip. Co. 130 
Telephone Stands 

Art Metal Construction Co..... . 83 

Art Steel Sales Corp 121, 133 

General Fireproofing Co., The....72, 73 

Globe-Wernicke Co., The 60, 61 

Peerless Steel Equip. Co........... 175 


Shaw-Walker Co. ak 


Yawman and Erbe Mfg. “Co. 153 
Thumb Tacks 

Graff, Geo. B., Co.. 160 
Ticket Holders 

Aigner, G. J., Co..... ihsaknosoeal a 

Vail Manufacturing Co... 131 
Trimming Boards 

Amer. Photo Laboratories 155 

Photo Materials Co. 180 

Precise Developments Co 155 
Tying Bands & Devices 

Rochester Wire-O Bindg. Co 182 
Type, Typewriter 

Ames Supply Co. 3 65 

Shipman-Ward Mfg. Co 164 
Typewriter Cleaning Material 

Amer. Writing Machine Stores 119 


Ames Supply Co.. cone 65 


Bainbridge, Kimpton 4 & Haupt... "140 
Cardinell Corp. 180 
patra eee : 147 
Mittag & Volger, Inc. 63 
Red Feather Products, Ltd 67 
Regal Typewriter Co. 185 
Ee A be eave 185 
Shipman-Ward Mfg. Co. 164 
Webster, F. S., Co........ : 2 
Typewriter Cushion Keys 
Amer. Writing Machine Stores 119 
Ames Supply Co.............. 65 
Peerless Imperial Co. 47 
Shipmen-Ward Mfg. Co. 164 
Speed Key Mfg. Co. 183 
Speed Products Co.... 165 
Typewriter Cushion Krobs and Bases 
Amer. Writing Machine Stores.. 119 
Ames Supply Co. . 65 
Peerless Imperial Co. ety 
Shipman-Ward Mfg. Co 164 
Typewriter Parts and Tools 
Amer. Writing Machine Stores 119 
Ames Supply Co. 65 
Shipman-Ward Mfg. Co ...164 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Royal Typewriter Co 43 
Smith, L. C., & Corona Type- 
writers .. 41 


Underwood “Elliott Fisher "Back “Cover 


Typewriters, Rebuilt and Used 
Amer. Writing Machine Stores 119 
Reg] Typewriter Co i 185 
Shipman-Ward Mfg. Co.....................164 
Visible Systems Equipment 
Acme Visible Records, Ince................. 57 
Aigner, G. J., Co siledasciisea a 
Art Metal Construction Co............... 83 
Boorum & Pease Co besa Oe 
Globe-Wernicke Co., The 60, 61 
Master-Craft Corp.. Div. S-W.. 79 
National Blank Book Co. ie wk OO 
Postindex Visible Records 83 
Shaw-Walker Co Fee: | | 
Sheppard, The C. E., Co 174 
Victor Safe & Equip. Co. 130 
Wilson Jones Co we 45 
Yawman and Erbe Mfg. Co. 153 
Wardroke Racks 
New England Woodworking Co. 118 
Vogel-Peterson Co. 166 
Waste Baskets 
Art Steel Sales Corp. 121, 133 
Cole Steel Equipment Co................... 94 
Corry-Jamestown Mfg. Co. ‘ 173 
General Fireproofing Co., The....72, 73 
Globe-Wernicke Co., The..............60, 61 
Peerless Steel Equip. Co eee) 
Shaw-Walker Co eee | 
Wholesale Statiorery 
Bainbridge, Kimpton & Haupt, 
ee edoctea .....140 
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WANTS AN 








) SOR SAL _ 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


YOUNG MAN with 30 years’ experience both in retail and wholesale stationery 
and office supplies, desires inside position. Can give excellent references. 
Address D-50, care Office Appliances, Chicago 6. 

SPECIALIST—On repairing and overhauling adding and bookkeeping machines. 
Several years experience. Draft exempt. All offers considered. Address D-52, 
care Office Appliances, Chicago 6. 

PURCHASING AGENT—BUYER. Age 35. 3 years college education. Draft 
classification 4F. Well rounded experience: Buyer for large wholesale stationer 
—Salesman for large national office equipment firm—assistant to sales man- 
ager of same company. Seek position with good postwar future where initiative 
and willingness to work hard will bring steadv advancement. Address D-53, 
care Office Appliances, 100 E. 42nd St., New York 17, N. Y. 


DEALER AND SALESMAN of office equipment and supplies for seven years in- 
cluding typewriters desires connection with a reliable, reputable manufacturer 
to sell stationery trade. Address Robert A. Ellison, Box 45, Bradford, Penna. 


SALESMEN WANTED 
AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who 
are workers. New exclusive products have created an unusual opportunity for 
able representatives. Permanent post war employment. Opportunity for ex- 
cellent earnings. Salary and expenses paid. See display ad in this magazine. 
Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y. 
SALESMAN WANTED to call upon dealers in middle western area. Should have 
some experience in the industry. Knowledge of visible record or other systems 
work preferred but not essential. A good opportunity for a permanent con- 
nection with well established manufacturer. Send complete information to 
R-183, care Office Appliances, Chicago. 
SALES POSITIONS AVAILABLE with outstanding manufacturer of zipper port- 
folios, ring binders and brief bags, serving better stationery, luggage and 
department stores. Fertile territories onen for productive salesmen. Evcellent 
opportunity with postwar future. Apply to R-177, care Office Appliances, 
Chicago 6. 
WANTED TWO SALESMEN to cover Southern and Middle Western territory for 
complete line of duplicator supplies. Advise what other lines handled. Address 
R-175, care Office Appliances, Chicago 6. 
WIDELY ADVERTISED COMPANY in the office furniture and accessory field 
seeks sales representative for Southwestern territory Unusual opportunity for 
man with successful background. Address R-185, care Office Appliances, 
Chicago 6. . 
OFFICE SUPPLIES SALESMEN AND SALESWOMEN: We have several attractive 
sales openings in our Stores, Outside Territories and Phone Order Department 
for men and women who are interested in making a successful career in the 
‘‘husiness with a future.’’ There are many increasingly good opportunities for 
advancement to well-paid supervisory and managerial positions. Ambitious 
and capable men and women with some office sunnlies experience are invited 
to write or come in for an interview. HORDER’S. INCORPORATED, ‘‘The 
House with a Good Future,’’ 231 So. Jefferson St., Chicago. 


EXECUTIVES WANTED 

WANTED EXPERIENCED RETAIL STATIONERY store manager. We want a man 
capable of taking full charge of store and operating it as though it were his 
own. We sell all office sunnlies, office furniture. books, gifts and greeting 
cards. The man we want would do all the buying and oversee merchandising and 
selling. The position will pav $60.00 weekly plus a percentage of profits. To 
the right man who can show earnings over a period of five years, we will also 
give stock in the corporation so he will become a nart owner of the business. 
With salary. percentage of nrofits and stock, this joh will exceed $5,000.00 a 
year. We also have another nosition onen for an assistant manager at a lesser 
salary. Write giving full details of vour nast experience, age and draft status 
to Forde Printing, Inc., Mankato, Minnesota. 


MECHANICS WANTED 
SERVICE MEN WANTED—WwWe need Service Men with experience on either or all 
of the following: Friden Calculators, Allen-Wales Adding Machines, Pictaphones, 
and all makes of tvnewriters. Give full details in first letter; renlies treated 
confidentially. Reliable Office Equipment Co., 311 Sycamore, Evansville. Indiana. 
TYPEWRITER & OFFICE MACHINE MEC HANIC, with more than average ability. 
Permanent, and a swell place to work. Earnings according to ability. Lamont 
Office Equipment Co., 1544 Broadway, Detroit 26, Mich 
WANTED: ALL ROUND TYPEWRITER MECHANIC preferably one that is draft 
exempt. If you are the one that we are looking for this will be the best job 
you ever held. Give full particulars in first letter. Address R-179, care 
Office Appliances, Chicago 6. 
WANTED—Experienced Typewriter Mechanic, All Makes, $50.00 per week. ner- 
manent. Give experience and qualifications. Hammond Typewriter Co., 623 J 
Street, Sacramento 14, California. 
TYPEWRITER—Adding Machine repairman canable of repairing all makes, ex- 
cellent salary to relisble and honest mechanic. Write giving experience and 
references. Roscoe Townsend, Anchorage, Alaska. 
TYPEWRITER AND GENERAL OFFICE Machine Mechanic. For City of fifteen 
thousand. Agents for Royal Tvnewriters, Dictanhones, Friden Calculators and 
Victor Adding Machines. Looking for a good experienced man canahble of 
running a shop without supervision. Must be able to furnish Bond. Salary will 
be equ?l to or hetter then that naid in best shops in country. Address R-176, 
care Office Apnrliances, Chicago 6. : 
REQUIRE EXPERIENCED TYPEWPITER MECHANIC bv one of California’s lenad- 
ine Roval Deslers. Good Onnortunitv for right Man in Porifie Coast’s Choice 
Citv. Send Complete record to I. A. Cleveland, 735 Broadway, San Diego 
1, Calif. 
WANTE": Experienced tvnewriter and adding machine mechanic. Steadv work 
and good pay for the right man. Reference required. Bartel, Rohe & Rosa Co., 
921 Main St., Richmond, Ind i 
Al ADDING MACHINE MECHANIC WANTE. Permanent position. Must he 
sober and reliable. Good salary. Old established firm in sonthern California. 
State exnerience and references. Address R-178, care Office Appliances, 
Chicago 6. ‘ 
WANTED: Al TYPEWRITER MECHANIC who is thorouchlvy denendahle. trust- 
worthy. sober, and who wishes a nermanent nosition in Southern California. 
Good Salary. State experience and references. Address R-181, care Office 
Appliances, Chicago 6. 
TYPEWRITER MECHANIC. Salarv $40.00. Plenty overtime always and com- 
mission. Contact Mr. Orans. Alnha Tvrewriter and Adding Machine Co., 2 
East 46th Street, New York 17, N. Y. MUrravHill 2-4468. 
WANTED—Tvnewriter mechanic or combination tvnewriter and adding machine 
mechanic. Good working conditions. Flake Typewriter Co., 45—-2nd St., 
Yuma, Ariz. i 
MECHANIC WANTED: Adding machine mechanic, at least five years’ experi- 
ence. Parker Typewriter Co., Pasadena, Calif. 
BUSINESS MACHINES MECHANTC, &50 per week evuaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 





RETAIL BUSINESS FOR SALE 
FOR SALE. Well established stationery, office sunnly and printing business 
located in north central state. Exclusive agencies filing equipment and sunrly, 
loose leaf, furniture and duplicator. Owner's health is sole reason for selling. 
Address R-186, care Office Appliances, Chicago. 


OFFICE APPLIANCES, April, 1944 


REPRESENTATIVES WANTED 


SALESMEN WANTED—wWell-known manufacturer of bank passbooks and check- 
cases offers unusual sideline opportunity to a limited number of salesmen, Use 
of patented machinery permits quoting low prices on super-quality line. We 
make all styles of passbooks, including N.C.R. and Burroughs machine; also all 
styles of checkcases. Impressive sales portfolio and selling plan will enable 
you to produce results immediately. Commission basis. Write today for 
complete information. Address R-180, Office Appliances, Chicago 6. 


REPRESENTATIVE AVAILABLB 
ESTABLISHED TYPEWRITER DEALER large Pacific Coast city wishes dis- 
tributorship for office machine or appliance of proven merit for post war ex- 
ene Address .D-48, care Office Appliances, Chicago 6. 

APER WANTED OVERSEAS. Stationery and paper distributor in Allied oc- 
pwns country is in urgent need of writing ee typewriter paper and copying 
paper. Well established for permanence. Good reference. Opportunity pre- 
sented to make arrangements with distributor in a position to do business 
now and to grow in volume as restrictions are removed. Address D-51, care 
Office Appliances, Chicago. 

SAN FRANCISCO FIRM selling to office supply dealers in 11 western states, 
interested in exclusive distribution of specialty items. Address D-49, care 
Office Appliances, Chicago 6. 


; VISIBLE RECORDS PATENTS 4 
AVAILABLE TO ESTABLISHED MANUFACTURER. Patent rights on new com- 
pact visible record. Suitable for marketing through stationers. Meets large 
demand for small portable visible record. No critical materials. Owner has 
business in different line. Address R-182, care Office Appliances, Chicago. 


y TRADE SCHOOLS 
WEBER TYPEWRITER-MECHANICS SCHOOL. A simplified Practical Homestudy 
Course. Our students now operating their own business. Division 2, Holly- 
wood 27, Calif. 


FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices. We especially feature ‘‘CONKLIN,*’ SWAN, 
WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair 
all other makes. We feature Gold Pen Points and Repairing. Mail all makes to 
ONE place for better service. (Est. 1904). ASK ABOUT NEW WELTY PENS, 
$1.50 TO $10.00 LIST. Welty Pen and Repair Co., 38 So. State Chicago 3. 





; ADDING MACHINE PARTS, TYPE, ETC. : 
LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 1643 
101st Ave., Oakland, Calif. 


___FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 
S. Wells St., Chicago 7. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 

BURROUGHS——Duplexes, Moon Honkins, Bookkeening Machines, Kardex. All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa. 

ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and 
we will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York City. 

WANTED: Portable and Office Typewriters, Coronas 3 bank Duplicators— 
Adding machines—rough or rebuilt. prey eash prices for machines usable 
for Parts. Tampa Typewriter Service, 2206 East Broadway, Tampa 5 Fla. 


DICTAPHONES—EDIPHONE eat Specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog, American Dictating 
Machine Co., 235 Fifth Ave., New York, N. Y. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Folders, 
Tyvewriters, Adding Machines. Write for FREE Money Making Circular. Pruitt 
Office Machines, 527 Pruitt Bldg., Chicago 10. 

CASH REGISTERS WANTED, National models 700, 1700, 1900, 1500, 2000, 
6000 and 5000 class. Write Stanchfield’s, W. 12 Riverside, Spokane, 8, Wash. 
COMPTOMETERS for sale, model F & H. Also Dictaphones and Edinhones. 
Adding Machine Sales & Service Co., 1100 Prospect Ave., Cleveland, 0. 
QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, com- 
plete. Inquiries solicited on all types of other machines. American Business 
Machines, 135 Grand St., New York 13, N. Y. 


MONROE CALCULATORS ‘MONEL 1-A Serials 268.000 and 273,000. Best offer 
takes them. Write or wire Roscoe Townsend, Anchorage, Alaska. 
VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as other 
makes. Have available credit authorization equipment in one line tube panels, 
and 5x11! pocket panels, for reasonable prices. Write and tell us what Visible 
Equipment you need or have for sale. Snecial prices to Dealers. E. H. Heine- 
man, 4 North Eighth Street, St. Louis, Mo. 
KARDEX, ACME, all makes used visible filing equipment. Thousands of recon- 
ditioned cabinets, panels, books, always on hand. Special service and prices to 
dealers for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 548 
Broadway, New York. 
GUARANTEED REBUILTS. KARDEX, other visible systems, attractively re- 
finished, thoroughly rebuilt for years of additional service. moderately priced. 
Used equinment also hought and exchanged. Universal Office Equipment Co., 
561 Broadway, New York, ee 
KARDEX, ACME, POSTINDEX, etc., visible filing equinment of all tynes bought 
and sold. We specialize in this field and offer full cooperation to dealers. 
Commercial Card System, 135 Grand St., New York City. 
FOR SALE—490 practically new leather-covered three-ring binders. Cost 
$1.90 new. Will send samples upon request. L. C. Prejean, Lafayette School of 
Aeronautics, Lafayette, La 
ACME (Insite) &8x5——14 and 23 drawer units. also 6x4 and 5x3 size. Quantity 
of McCasky Production Panels. Commercial Card System Co., 135 Grand St., 
New York 13, N. 
WANTED 
INTERNATIONAL Visible Factograph c#binets, in 6 and 12 drawer 8x5 size, 
complete with card holders and good shift rods. Advise what you have available. 
E. H. Heineman, Box 552, St. Louis, Mo. 
WANTED KAR™EX. We are in the market for 12 drawer Kerdex cabinets 5x8 
with Ietches. Quote prices. Adding Machine Sales & Service Co., 1100 Prospect 
Ave., Cleveland, Ohio. 


MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 
silk ribbons. New ribhons of all kinds in the reel. Dealer proposition. Lewis, 
413 West State, Milwaukee. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,341,522. Card Index. Raymond Edward Bauder 
Chicago, ‘Thi Application February 8, 1943, Serial No 
75.119. Granted February 15, 1944 

2,341,530. Tacker and Stabilizer Therefor. Stephen 
A. Crosby, Chicago, Ill. Application February 17, 1940 
Serial No. 319,380. Granted February 15, 1944 
2,341,588. Totalizer. Robert Anschutz, Zella-Mehlis, 
Germany; vested in the Alien Property Custodian. Ap 
plication October 30, 1940, Serial No. 363,566. Granted 
February 15, 19 

2,341,599. Perpetual Calendar. Young T. Dang, Oak 
rd alif. Application December 28, 1940, Serial No 
Granted February 15, 1944 

1,341,627. Printing Machine with Rotatable Stencils 
and Automatic ink Supply. Robert Koreska, Vienna 
Germany; vested in the Alien Property (ustodian. Ap 
plication ag 8, 1940, Serial No. 312,962. Granted 
February 15, 19 

2,341,630 oe Feeding Means. Harry L. Lam 
bert, Enfield, N. Y assignor to Allen Wales Adding 
Machine Corporation, Ithaca, N. Y Application Decem 
ber 6, 1940, Serial Ne. 368,851. Granted February 15 
1944 

2,341,634. Stamp Envelope. William G. Locke, Need 
ham, Mass., assignor to Dennison Manufacturing Com 
pany, Framingham, Mass., a corporation of Massa 
chusetts Application November 25, 1942, Serial No 
166,870. Granted February 15, 1944 

2,341,639. Card Filing Compartment. Nicolaus Per 
Mathiesen, Drammen, Norway; vested in the Alien 
Property Custodian, Application September 23, 1940, 
Serial No. 358,039. Granted February 15, 1944. 
2,341,646. Combined Typing-Projection System. David 
F. Newman, Mountain Lakes, N. J., assignor to Trans 
Lux Corporation, New York, N. Y a corporation of 
Delaware Application August 2, 1940, Serial No. 
349,648 Granted February 15, 1944 
341,717 Pencil Construction. William E. Hoff 
“ha y City, Mo. Application January 17, 
H Serial No. 427,112. Granted February 15, 1944 
2,341,788 Manifold Set. Harry Sloper Jones, Chi 
cago, Ill, Application July 14, 1941, Serial No. 402,263 
Granted February 15, 1944 

2,341,914 Semirigid Roll Top for Desks. Simon 
Fleischman, Forest Hills, Long Island, N. Y Applica 
tion December 19, 1940, Serial No. 370,781. Granted 
February 




















Index Device. Walter Faas, South Orange 

. d gn to The Bates Manufacturing Company 
West Orange, N. J., a corporation of New Jersey Ap 
plication April 17, 1940, Serial No. 330,050. Grante 
Feb ruary 15, 1944 

342,082 Cash Register. Joseph J. Klosterman 
Dayton, Ohio. assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland 
Application September 30, 1940, Serial No. 359,047. 
Granted February 15, 1944 

2,342,168. Marking Machine. Carl Putnam, Norris 

town, Pa. Application May 6, 1941, Serial No, 392,156. 
Gr anted February 22, 1944. 
342,190. Printing Machine. Walter T. Gollwitzer, 
Euclid, Ohio, assignor to Addressograph-Multigraph Cor 
poration, Wilmington, Del., a corporation of Delaware 
Application October 27, 1941, Serial No. 416,636 
Granted February 22, 1944. 

2,342,233. Chair Base. Glenn D. Wood, Elkhart 
Ind., and Torris H. Alfreds, Park Ridge, Ill., assignors 
to Posture Research Corporation, Elkhart, Ind., a cor 
poration of Indiana. Application March 16, 1942, Serial 
No. 434,908. Granted Febrary 22, 1944 

2,342,260. Drive Gear for Tabulating Machine At- 
tachments. John E. Euth, Chicago, Ill., assignor to 
United Autographie Register Co.. a corporation of Ili 
nois. Application March _ 1941, Serial No. 384,993. 
? ‘ebruary 22, 19 

2,3 Follower ty File Drawers. Harry W. 
Bre -adner, Chicago, Ill., assignor to Boynton & Company, 
Chicago, Ill., a corporation of Illinois. Application De- 
cember 21, 1942, Serial No. 469,644. Granted February 
22, 1944 
2,342,361. Statistical Card System. Robert A. Niclas, 
Oakland, Calif. Application July 27, 1942, Serial No. 
152,529. Granted February 22, 1944, 

2,505. Vending Machine. Elwood H. Worsham, 
Washington, D. C. Application February 11, 1941, 
Serial No. 378,440. Granted February 22, 1944 

2,342 516. Key Punch Attachment. Donald A. Nevin, 
Cleveland Heights, Ohio. Application January 28, 1943 
Serial No. 473,849. Granted February 22, 1944. 

2,342,524. Means for Moistening Pieces of Paper and 
Like Material. Benjamin James Bennett, Leicester, Eng- 
land Application September 23, 1941, Serial No 
112,042 Granted February 22, 1944. 

342,529 ae Machine. George C. Chase, 
South Oran . J., assignor to Monroe Calculating 
Machine aca , Orange, N. J., a corporation of Dela 
ware. Application April 29, 1941, Serial No. 390,945 
Granted February 22, 1944 

2,342,554. Autographic Register. Harold H. Pelzer, 
Astoria, —_ Island, N. Y., assignor to Philip J. Schul- 
man, New York, N. Y. Application February 3, 1943, 
Serial No. 474,532. Granted February 22, 1944. 

2,342,571 Record Form Handling Dvten. William 
M. Carroll, Dayton, Ohio, assignor to The National Cash 
Register Company, Dayton, Ohio, a corporation of Mary 
land. Application October 28, 1941, Serial No. 416,919 
Granted February 22, 1944 

2,342,702. Continuous Form Envelope. John Quirk 
Sherman, deceased, late of Dayton, Ohio, by Katherine 
M. Sherman, William C. Sherman, and Wellmore B. 
Turner, executors, Dayton, Ohio. Application Septem 
ber 9, 1939, Serial No. 294,198. Granted February 29 
1944 

2,342,761. Coin Wrapping Device. William H. Simp 
son, oo Airy, N. C. Application September 29, 1941 
No. 412,867. Granted February 29, 1944 
2 42,782 Calculating Machine. Robert Anschutz 
Zella aentis, Thuringia, and Richard Gréschel, Suhl 
Thuringia, Germany; vested in the Alien Property Custo 
dian Application July 13, 1938, Serial No. 219,078 
Granted February 29, 1944 

2.342.818. Staple Feed Mechanism for Fastener Ap- 
plying a Fridolin Polzer, Norwalk, Conn., as 

nor to The E. H. Hotchkiss Company, Norwalk, Conr 
a “corporat ion of Connecticut. Application August 26 
1942, Serial No. 456,230. Granted February 29, 19 
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2.342.883. Typewriter Desk. Linus G. Miller, Jasper, ary 29, 1940, Serial No. 321,391. Granted March 7, 
Ind issignor to The Jasper Desk Company, Jasper, Ind., 1944 ‘ 
a corporation of Indiana Application May i 1942 2,343,413 Paper Fastener. Rudolph Janovsky, Ber- 
l o. 443,712. Granted February 29, 19 wyn, Ill, assignor to Wilson Jones Co., Chicago, Ill, a 
2 21 Posture Chair. Roy A Ry Roy A corporation of Massachusetts. Application November 13, 
Cramer, Jr., and Harold W. Cramer, Kansas City, Mo 1942, aon No. 465,417. Granted March 7, 1944 
Application Ji aly 20, 1942, Serial No. 451,650. Granted 179. Envelope Hopper and Stripping Mechanism 
February 29 for Mail Treating Apparatus. Commodore D. Ryan and 
2,343,058 Clip. Hugo S. Hasselquist, Oak Park, T11., Frank P. Sager, Los Angeles, Calif.. assignors to Na 
assignor to Joseph Dixon Crucible Company, Jersey City tional Postal Meter Company, Ine., Rochester, N. Y., a 
N. J i wporation of New Jers Application Sep corporation of Delaware. Application December 2, 1941, 
tember 24, 1942, Serial No, 459,5 Granted Febru Serial No. 421,320. Granted March 7, 1944 
ary 29, 1944 2,343,494 Back Assembly for Composite Metal and 
2,343,187 Feeding Sheets to Duplicating Machines. Wood Chairs. John S. Burdick, North Muskegon, Mich., 
to The Shaw-Walker Company, Muskegon, 


Hubert Jag Maywood, Ill., assignor to Ditto, In znor ; 
corporated, ¢ ‘hicago, Ill., a corporation of West Vir Mich , a corporation of Michigan. Application June 9 
inia Application May 23, 1942, Serial No. 444,214 1943, Serial No. 490,125. Granted March 7, 1944 


3,617. Price Tag Delivery Mechanism. Frederick 


























1 February 29, 1944 2,3 : ( 
2,343,203. Stapling Machine. William G. Pankonin Kohnle and Thomas G. Turner, Dayton, Ohio, assignor 
Chicago, Tl Application April 5, 1941, Serial Ne to Monarch Marking System Company, Dayton, Ohio, a 
87,00 Granted February 29, 1944 corporation of Ohio. Application June 24, 1940, Serial 
2,343,237 Electric Eraser. John H. McElroy, Pearl No. 342,118. Granted March 7, 1944 
River, and Fred W. Kalkhuis, Orangeburg. N. Y Ay , 622 Weighing Scale. Lawrence S. Williams 
plicatior September 16 1943 Serial No 02,680 Toledo, Ohio, assignor to Toledo Scale Company, Toledo 
Granted Maré 7, 1944 Ohio, a corporation of New Jersey Application Novem 
2,343,241 Calculating Machine. John L. Moody her 28, 1941, Serial No. 420,825. Granted March 7 
Oakland, Calif., assignor to Friden Calculating Machine 1944 
Co Ine a corporation of California Applicatio mn 2,343,739 Weight Action for Chair Backs. Herbert 
23, 1938, Serial No. 220,982. Granted March 7 Henry Bernstein, Brooklyn, N. Y., assignor of one-half 
44 to Kalmus-Golden, Inc a corporation of New York 
2.343.273. Calculating Machine. Harold T. Avery Application September 9, 1942, Serial No. 457,740 
Oakland, C assignor to Marchant Calculating Ma Granted March 7, 1944. : 
ne Comr a corporation of California Application 2,343,796 Carbon Pack for Manifold Typewriters 
July 20, 1938, Serial No. 220,260. Granted March 7 Laurence A. Petit, Chicago, Il] Application July 3, 
194 1942, Serial No, 449,547. Granted March 7, 1944 
2,343,280 Rotary Index File. William W. Cory 
», Hl. Application January 23, 1942, Serial Ne DESIGN PATENTS 
) Granted March 7, 1944 
343.321. Typewriting Machine. Leopold Ferdinand 137,328 Design for an Inkwell. Roy Eugene Stroh 
Pascher, Schweizertal, Germany; vested in the Alien Brookline Pa., assignor to The Turner and Harrison 
Property Custodian Application eon ] 1940 Steel Pen Manufacturing Company, Philadelphia, Pa 
Serial No. 363.851. Granted March 7, 1944 a corporation of Pennsylvania. Aprlicstion December 30 
2,343,397. Photographic Recorder for Accounting Ma- 1943, Serial No. 112,123. Granted February 22, 1944. 
chines. James W. Bryce, Glen Ridg N. J., assignor to 137,339 Design for a Combined Knife and Pencil. 
rnational Business Machines ¢ horporation New York Carl Liukko, Tacoma, Wash. Application November 20 
N. ¥ i corporation of New York. Application Febru- 1943, Serial No. 111,745. Granted February 22, 1944 
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CORPORATION REPORTS AND 
FINANCIAL NOTES 


American Writing Paper Corporation, Holyoke, Mass.—Year ended Ds 
cember 31, sales, $9,354,726, compared with $8,498,891 previous year; net 
income $244,966 after taxes and charges, equal to 65 cents a share on 
375,200 common shares; previous year, $233,937, or 61 cents a share on 
383,000 shares. (New York Sun, March 4.) 








Art Metal Construction Company, Jamestown, N. Y.—The Art Metal Con- 
struction Company, manufacturers of metal office equipment, has declared 
a dividend of 50 cents a share on outstanding stock, payable April 1. The 
previous payment was a year-end disbursement of one dollar on December 
27, 1943.—GET 


The Globe-Wernicke Company, Cincinnati, Ohio...EKarnings of The Globe- 
Wernicke Company for the year ended December 31, 1943, before payment of 
Federal income taxes, were $734,860.09. Federal income taxes paid amounted 
to $508,634.40, leaving net earnings for the year $226,225.69. 

According to President J.,S. Sprott, in his annual report to stock- 
holders, the past year was marked by an increase in the company’s 
production of essential things for the prosecution of the war. This has 
been accomplished without creating other than a very limited con- 
version problem to handle when the war is brought to a_ successful 
conclusion. 

“The production of plane parts and steel ship furniture has resulted 
in the employment of far greater numbers of people than were ever be- 
fore used in the sheet metal division,’ he said. 

“The unfilled orders at the end of the year constitute a substantial 
backlog and compare favorably with the volume at the end of 1942, so 
that we are looking forward to a continuation of production at a high 
level throughout 1944.” 

The board of directors at the annual meeting held on February 23, 
1944, declared the regular quarterly preferred stock dividend of $1.75 
per share, payable April 1, 1944, to shareholders of record as of 
March 20, 1944 


International Business Machines Corporation, New York, N. Y.—For 
the year ended December 31, 1943, consolidated net profit was $36,974,884 
before deducting estimated U. S. Federal and Canadian income and excess 
profits taxes, compared with 1942 profit before taxes of $25,019,755 (after 
renegotiation settlement), an increase of $11,955,129. 

Net profit for 1943, after deducting $27,770,000 estimated U. S. Federal 
and Canadian income and excess profits taxes, amounted to $9,204,884. 
This profit, which was equivalent to $8.85 a share on 1,039,546 capital 
shares outstanding at the end of the period, represents an inerease of 
$885,942 over the net profit for 1942, after taxes and renegotiation settle- 
nent, Of $8,318,941 or $8.40 a share on the 990,116 capital shares out- 
standing at the end of that period. Included in the total 1943 taxes of 
$27,770,000 is $22,482,000 excess profits taxes after deducting post-war 
credits of $2,658,000. 

The net profit for the year 1943 is, after provision for voluntary renego- 
tiation of war contracts made with the United States Government, com- 
puted in the same manner as was accepted by the Government for the 
year 1942. 

“In 1941, the year the United States entered the war, the company 
started making provision from earnings for wartime uncertainties and 
the period of readjustment which will follow as a natural result of the 
war, In 1941, $500,000 was provided; in 1942, $1,500,000; and in 1943, 
$4,000,000. These provisions, together with the $1,000,000 provided from 
surplus and carried at December 31, 1942, as a reserve for contingencies, 
comprised at December 31, 1943, a reserve for after-war adjustments and 
contingencies of $7,000,000," president Thomas J. Watson stated in his 
message to stockholders. 


Marchant Calculating Machine Company, Oakland, Calif.—For the year 
ended December 31, 1943: Net profit, $459,985, equal to $2.03 a share on 
the 226,642 outstanding shares of c apital stock, after all charges, includ- 
ing provision of $550,711 for Federal income and excess profits taxes, after 
deducting the post-war credit. This compares with a net profit of 

$745,991, or $3.29 a share, originally reported for 1942. Renegotiation, 
however, reduced the 1942 net profit by $133,000 to $612,991, equal to 
$2.70 a share. : 

Dividends declared on the 226,642 shares of outstanding $5 par value 
capital stock of the company during the year totaled $339,990, or $1.50 a 
share. A similar amount was paid in 1942. 


Smith (L. C.) and Corona Typewriters, Inc., and Subsidiaries, Syracuse, 
N. Y.—December quarter: Net loss, after $313,258 taxes, was $46,388, con- 
trasted with net profit of $2: or 85 cents a common share for December 
quarter of 1942, when $669, 130 was provided for taxes. Report states that 
consolidated statement of operations for December quarter of 1943 reflects 
profit of $266,875 before provision for income taxes, but after placing on 
books year-end adjustments slightly in excess of $408,000. Provision of 
income taxes for December quarter amounts to $¢ 313,2 58, which includes 
correction for previous estimates in amount of re be $109,500. 
soth of these adjustments brought about the net loss of $46,383 reported 
for December quarter of 1943.—(New York Times, March 21.) 





Underwood Elliott Fisher ee. 1 Park Avenue, New York, N. Y. 
Consolidated net income for 1943 was $2,483,057.33, compared with $2,234,- 
079.13 for 1942, after provision for depreciation, taxes, reserves and all 
other charges. This is equivalent to $3.38 per share on 734,300 shares of 
outstanding common stock, compared with $3.04 per share for 1942. Federal 
taxes, not including social security taxes, amounted to $6,568,800.20 for 
the year before $500,000 post-war refund. Total of all taxes paid and to 
be paid amounted to $7,500,181.79. Dividends of $2.50 per share on the 
common stock, amounting to $1,835,750, were paid during the year. The 
company has no preferred stock, funded debt or notes payable. 

During the year the company concluded the renegotiation of profits on 
sales in 1942 to the United States Government that were subject to rene- 
gotiation, including both war materials and standard products. A contract 
was signed, agreeing to return profits before taxes of $540,000. This 
resulted, after credit for taxes, in a net payment in cash of $50,436, and 
a reduction of $45,392 in the post-war refund, resulting in a charge to 
reserves for contingencies of $95,828. 

Throughout the year, the company manufactured the U. S. .30 caliber 
carbine Ml, the rate-of-climb indicator for airplanes, and many other war 
items. The peak of production for the year of these wartime products was 
reached in December. Carbine barrels were also manufactured for other 
manufacturers of carbines, the millionth barrel being ogee to the 
chief of the Springfield Ordnance District on January 12, 1944. The manu- 
facture of accounting and adding machines was continued throughout the 
year on a reduced schedule. 
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BUSINESS OPPORTUNITIES 


Panama Firm Seeking Office Equipment Lines.—Lewis Service, Inc., 
Apartado 731, Panama, Panama, is desirous of getting in touch with manu- 
facturers and other suppliers of office equipment of all kinds, including 
office furniture, blank books, office machines, and stationery. Manufac- 
turers desiring representation in the Republic of Panama and the Canal 
Zone are asked to contact the above firm at their earliest convenience. 





Desk and File Lines Sought for Southern California.—Clare S. Wood, 
residing at 985 North El Molino Avenue, Pasadena, Calif., has recently estab- 
lished himself as a manufacturers’ representative calling on dealers in 
southern California. He now has an office chair line and wishes to establish 
relations with manufacturers of desks and files. Mr. Wood was formerly 
located in Oklahoma and has had many years of experience in the office 
furniture industry. 





NEW TRADE LITERATURE | 








Cardinell Corporation, Montclair, N. J., has just issued a handsome 
new 24-page catalog for dealers. The new price list, 5 x 714 inches in 
size, is attractively printed in colors and is titled ‘Drafting Material.” 
Described is an extensive line of drawing aids, including T-squares, 
straight edges, triangles, transparent plastic scales, erasing shields, pro- 
tractors, lettering guides, ink remover, pencil pointers, thumb tacks 
and drawing kits. 

Also described and listed in the new catalog are “Ink-Out’’ ink and 
stain remover, “Klik” type cleaner ‘‘Kwik’’ stencil varnish, rubber 
renewer, typewriter oil, and stamp pad ink. Various weights and grades 
of tracing and drawing papers are listed, along with actual samples of 
Cardinell vellum. 

Dealers may obtain copies of the new catalog by writing the com- 
pany at the above address. 


General Office Furniture Company, 1045-49 South Los Angeles Street, 
Los Angeles 15, Calif., has just released its Supplement Victory Catalog 
No. 12, covering office furniture and equipment. Planographed in 8% 
x ll-inch size, the new catalog contains 40 pages and is well illus- 
trated throughout. The merchandise described is available both on a 
wholesale and retail basis. Lines covered in the new bulletin include 
desks, chairs, clothes racks, files, cabinets, stools, posture chairs, inserts, 
shelf and pigeonhole storage units, and various types of shop equipment. 


Mutschler Brothers, Nappanee, Ind., have recently issued an impressive 
and beautifully illustrated booklet describing their line of fine office and 
directors’ room tables. A two-color, 8% x 11-inch 24-page catalog, the new 
advertising piece utilizes many beautiful full-page bleed illustrations, to- 
gether with excellent descriptive material and detailed specifications. 

Outstanding in the new booklet are the artist’s treatment of illustrations, 
each item of merchandise standing out against a paneled air-brushed back- 
ground. Rust red is the basic color used, each of the specification panels 
being treated with a vignette effect from deeptone at the bottom to a 
delicate light shade at the top. The last two pages in the booklet are de- 
voted to special construction specification notes and mold designs. 

Copies of the new catalog, No. 82, may be obtained by writing to the 
manufacturers at the above address. 


Red Feather Products, Ltd., Redwood City, Calif., has announced that 
their new catalog, No. 44, describing about 25 Red Feather products, is 
now ready for distribution jacking sheets, writing plates, inks, cor- 
rection fluid, platen cleaner and files with Red Feather stencils form but 
a part of the complete line listed in the new catalog. Featured in the 
new publication are 28 different sizes and grades of stencils. Copies will 
be mailed to dealers upon request. 

Regs ee. cae 


Pay-As-You-Earn Plan May Be Applied to State Levies 
4 pay-as-you-earn plan may well be adopted for the collection of all 
types of taxes, such as state and municipal levies as well as state income 
taxes, according to a thesis presented by Henry H. Heimann, executive 
manager-on-leave of the National Association of Credit Men, in his March 
Monthly Business Review released March 15. Mr. Heimann points out 
that after the ‘‘kinks’’ in the pay-as-you-go plan for collecting Federal 
income taxes have been worked out, this plan will meet with general 
acceptance as the best way to take care of the heavy tax levies faced 
by tax payers for the next few years. 

“Paying taxes on the installment plan as you earn makes for a better 
budgeting all around,” Mr. Heimann declared. ‘‘Aside from the con- 
venience and the liquidation of your principal share of the cost of Govern- 
ment in current installments there is the added consciousness of the cost 
of Government. If you have to pay taxes on many days instead of liqui- 
dating your tax bill on a quarterly, semi-annual or yearly basis, you will 
be more impressed with the cost of Government. Stop and think it over 
a minute. If in the past years every month or every pay day you either 
made a payment or allowed a deduction for taxes, would you not have 
tried to do more about the size of your tax bills?” 

There has been some discussion, Mr. Heimann says, regarding the change 
of the form of business entities, that is, whether to change from a part- 
nership to corporate form or vice versa, because of the benefits which 
might accrue under. our present tax laws. He points out that this is a 
matter which might properly be submitted for case study of the legal 
counsel of business firms 

“Such a study, it would seem to me, would have to take into account, 
among other items, these major factors: 

. The carry-over benefit provisions of losing tax years in existing tax 
legislation and the possibility of loss of these considerations through a 
change in type of organization. 

‘2. A possible lessening of the burdens of taxation on the corporate 
form of business in the years ahead. There seems to be considerable 
discussion of the economic value of a lower tax rate on corporations in 
the post-war period as a premium or reward for fuller employment. 

“3. The interest of stockholders and particularly their limited corporate 
liability as distinguished from individual or partnership liability. 

‘4. The ease or facility for transacting business in the various types 
of belies entities. This means an individual analysis of method of 
conducting business, product handled, territory served, and so on. 

“5. The regulatory laws affecting the different types of business and 
their possible future trends 

“In general, I believe it will be found after thorough analysis that very 
strong reasons will be necessary to make a change either advisable or 
ndvantageous,”’ 
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F. S. Webster Company United Air Lines Associated Stationers 
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On the annual spring regional meeting swing of the National 
Stationers Association, these men co-operate in staging the 
programs designed to advance the cause of the industry and 
the welfare of individual stationers. Starting at Fort Worth, Tex., 
the trail leads to Kansas City, Mo.; then to Denver, Colo.; Los 
Angeles and San Francisco, Cal.; Portland, Ore.; Milwaukee, 
Wis.; Chicago, Ill.; Columbus, Ohio, and ends at Philadelphia, Pa. 


(See page 86) 
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Self Analysis—Farst Step in 
PLANNING FOR POST-WAR 


ED. NOTE.—Mr. Taylor first pre- 
sented the questionnaire included 
in the appended article at the 
midyear conference of the Na- 
tional Office Machine Dealers As- 
sociation. in Chicago, February 7. 
Its excellence was so apparent and 
made such a deep and favorable 
impression upon those in attend- 
ance that Mr. Taylor was asked to 
put his explanatory data on pa- 
per for publication. How effec- 
tively he responded to the invita- 
tion will be apparent to readers 
upon perusal of the article. The 
suggestions are extensive and de- 
tailed, revealing long and thought- 
ful study. Mr. Taylor has made a 
fine contribution to post-war 
planning for the office machine 
industry. 


HE POST-WAR problems of 

the office machine industry 
are manifold and complex. Most 
of them deal with intangibles and 
few of them can be answered at 
the present time. As chairman of 
the Post-War Planning Commit- 
tee of the National Office Ma- 
chine Dealers Association, I do 
not propose to commit myself at 
the present time on any of the 
questions which are pertinent to 
the members of our industry. I 
would like, however, to caution 
those individuals who feel that 
everything will be rosy after peace 
has come and that fortunes will 
be easily made, for there will be 
serious problems for everyone to 
surmount. It is my considered 
opinion that—‘‘There is no easy 
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Typewriter Department Manager, 
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Chairman, Post-War Planning Com- 
mittee, National Office Machine 
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road to wealth in the office ma- 
chine industry.” 

I do not mean to convey the 
impression that we will undergo 
the same hardships that were pre- 
dicted by this great man from 
England when he made his fa- 
mous speech of “Blood, Sweat, and 
Tears” but I repeat—“There is no 
easy road to wealth in the office 
machine industry.” 

I am sure that most of the 
readers of this journal know the 
things I am about to present but 
I would like to offer a few remind- 
ers on some important things that 
the management of every business 
should Keep in mental focus at all 
times. 

It is a pretty well known fact 
that 95 per cent of all businesses 
launched turn out to be failures. 
A few years ago the Bureau of 
Foreign & Domestic Commerce 
undertook a very comprehensive 
study in order to analyze the rea- 
son for business failures. This in- 
vestigation covered hundreds of 
business failures and was ex- 
tended over a long period of time. 
The results are quite revealing. 

First, they asked the owners or 
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managers to enumerate the rea- 
sons why they thought their busi- 
ness had failed. The answers 
given made a long list. They 
blamed the depression, they 
blamed their competitors, they 
blamed their employees, they 
blamed losses from bad debts, they 
blamed losses from speculation 
and a whole array of other rea- 
sons. They even blamed manufac- 
turers. But very few of them 
thought that poor management 
was one of the main causes. 

However, after the analysis had 
been completed a new list was set 
up which gave the real causes for 
the business failures and if you 
haven’t already guessed it, the 
number one item on this list was 
inefficient management. Next in 
order were dishonesty and fraud, 
insufficient capital, business de- 
pression, adverse domestic and 
personal factors, bad debt losses 
and poor location. There were 
many others on the list but some 
combination of these first seven 
was the real cause of the ma- 
jority of failures. 


Are Operating Businesses Earning 
Adequate Profits? 


If 95 per cent of the businesses 
are complete failures, what about 
the remaining five per cent? Are 
these five per cent making the 
profit out of their business that 
they should be making? It has 
been discovered that of the five 
per cent who were successful 
enough to keep their doors open, 
most were not realizing the 
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amount of profit they were en- 
titled to receive and which better 
management would gain for them. 
It is a proved fact that many a 
business man who calls himself a 
success has attained his position 
more through the smile of For- 
tune and the kind hand of Fate 
than because of efficient manage- 
ment on his part. There is only 
a very small part of one per cent 
of business houses really making 
the profit that could be made if 
the business were properly man- 
aged. 

If you want to make all of the 
profit that you should out of your 
business after peace comes, I 
would suggest that you start now 
to set up a plan for improved 
operation of your’ enterprise. 
Good business management 
doesn’t just happen. Charles Lib- 
bey, chief, office management 
staff, Tennessee Valley Authority, 
said in an article published re- 
cently, “Too often in the past, 
management has decided about 
office detail without adequate 
knowledge, on the basis. that 
every businessman knows how to 
run an Office by instinct.” I agree 
with Mr. Libbey. And the results 
of the survey made several years 
ago by the Bureau of Foreign & 
Domestic Commerce prove that 
too many businessmen decide too 
many things on the basis of in- 
stinct. The fact that you have 
always done a certain thing a 
certain way doesn’t make it the 
best way to do it. Or the fact 
that your competitor does a cer- 
tain thing a certain way doesn’t 
make it right. 

If you have any doubt in your 
mind about whether you are run- 
ning your business by instinct I 
have a list of questions about your 
own business, which, when prop- 
erly answered, should tell you 
what some of the things are you 
have not done in the past that 
you should start doing now. These 
questions are not entirely my own. 
They have been compiled from 
various sources, but mostly from 
a booklet issued by the Committee 
for Economic Development. If you 
will take time off to sit down and 
answer these questions honestly 
and thoroughly, you will be able 
to see for yourself what changes 
should be made in your own busi- 
ness. The questions may seem sim- 
ple and of very little importance 
at first glance. However, if you 
will give some serious thought and 
do a little hard work in working 
out answers, you will find that 
they can be of great value to you. 
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Dr. Hunt of Illinois Wesleyan 
University constantly repeats to 
her students in mathematics, 
“Figures are of no value unless 
they are interpreted.” I believe 
the same rule will apply to this 
questionnaire. Space does not per- 
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mit me to take up each question 
and explain the proper method to 
be used for each answer, but I 
will pick a few and show how 
they can be used by any office 
machine dealer to make a self- 
analysis of his business. 

The questionnaire is divided 
into seven main divisions. The 
first division is: 

I. THE PAST vs. THE FUTURE 

A. 

1. Net Sales in 1940? How 
many employed in 1940? 
Hours per week in 1940? 
(According to the Depart- 
ment of Commerce 1940 
was the last year of normal 
business). 


1. Present business is now 
distributed where? Usual 
or new channels? 

2. How many salesmen are we 
now employing? Mechan- 
ics? Clerks? 

3. Who do we want to retain 
after peace? Plans for re- 
turned servicemen? 

This part of the questionnaire 
is very simple and is merely used 
as a basis or starting point. I 
don’t believe the questions need 
any explanation, so I’ll proceed to 
Section II. 

Il. WILL PRODUCT DEVELOP- 
MENT OPEN NEW FIELDS? 

A. 

1. Are there any products in 
our line we should aban- 
don permanently? 

Which ones to expand and 
develop? 

3. Were any discarded or set 
aside that we should now 
develop? 

B. Should we now consider new 
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products for later introduc- 
tion? 

C. What plans should we make 
now to provide equipment 
and allocate men and money? 


1. What factors in our case 
have in the past tended to 
hold up prices? 

Will there be new products 

that are better for lower 

prices? 
3. What will our products cost 
the customer? 

E. What is the relation of our 
advertising and distributing 
methods to our prices, vol- 
ume and markets? 


ww 


1. What new competition will 
develop from within our 
industry? ; 

2. What new competition will 
develop from outside our 
industry? 

Question 1 under A reads, ‘‘Are 
there any products in our line we 
should abandon permanently?” 
This question seems fairly simple 
at the first reading and some 
might be inclined to write an an- 
swer down within three or four 
minutes and proceed to the next 
question. However, if you are 
really going to set up a post-war 
plan on the basis of knowledge 
rather than instinct you will do 
a great deal of thinking and spend 
considerable time checking your 
records before you will be able to 
answer this question adequately. 

First, you will make a list of the 
items that are doubtful. For in- 
stance, take that gadget that was 
made by the Whoozit Company. 
Exactly how many have you sold? 
What did they cost? How much 
did you get for them? I don’t 
mean how much did you get for 
a few of them, but how much did 
you get for each one of them? 
This means digging down in the 
records and finding out. Then 
you will want to know how much 
it cost to sell them? Did cus- 
tomers ask for them, or did you 
have to spend time canvassing? 
What was the relation of sales to 
trials? Further, you will want to 
know if the gadget required a 
great deal of service that cost you 
money but probably didn’t show 
up on the sales tickets? Another 
thing you want to know is what 
class of people bought the gadget? 
Still another is how many of them 
were sold but not paid for, and 
had to be charged off as bad 
debts? 

When you have carefully gone 

(Turn to page 132, please) 
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Post-War Questions for 
OFFICE APPLIANCE 


ET’S simplify this post-war 

planning subject—it needs it! 
Words, articles, books, features, 
about post-war business flood the 
land. The popular patter of econo- 
mists and commentators is, “Every 
business should have a post-war 
plan, now or soon.” The problem 
of post-war planning is discussed 
in complicated and abstruse lan- 
guage. One analysis, which sets 
out to make the process simple, is 
before me as I write this—it runs 
to 60,000 words. 

What office appliance merchant 
right now can find time to study 
60,000 hard-to-digest words? 

There is a way for any office 
equipment dealer to simplify this 
post-war problem for himself. The 
construction of a Flying Fortress, 
with its thousands of individual 
parts, is a very complicated thing, 
viewed in the whole. But it is a 
very simple thing for Rosie 
Welder, who performs one task 
only. The operation of a giant 
railroad system involved infinite 
detail— but Jim Higgins, station 
agent and telegraph operator at 
a Nebraska whistle-stop, confines 
himself to the details of his blue- 
printed job, and gets along very 
well. 

When an office appliance mer- 
chant, or any other businessman, 
assumes that, prerequisite to in- 
telligent post-war planning for his 
business is his solution of the in- 
tricate problems of post-war Gov- 
ernment and society, he cuts out 
for himself not only an impossible 
piece of work, but an unnecessary 
one. Post-war planning becomes a 
simple matter when the merchant 
limits his thinking to primary 
factors, tangible and intangible, 
affecting his business directly. 

It is paradoxical, perhaps, but 
true, that accurate answers are 
often available for local questions, 
the first concern of the office ap- 
pliance dealer, when the same 
questions on a national scale may 
involve a great deal of uncertainty 
and guesswork. 

All right—suppose we examine 
some of the local questions which 
an office appliance dealer should 
have in mind, turning his thoughts 
from time to time to the post-war 
period. 
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1. As the German war is won, 
and the Japanese war moves to- 
ward completion, what will be the 
course of local business activity? 

The answer to this question ob- 
viously is one which will vary a 
great deal from one locality to an- 
other. For example, the writer’s 
home is near a community with 
three small plants at work on war 
contracts. They are all shops 
which will reconvert to civilian 
production very readily. The local 
markets for farm products will 
hold up. The nature of local food 
production on county farms is 
such that a high level of activity 
is practically certain to be main- 
tained at least until the war ends. 
We should recognize here authori- 
tative opinion concerning the food 
production program — which is, 
that for several years, huge pro- 
duction is going to be necessary 
to feed the world. 

In this community of which I 
write, there is valid reason to be- 
lieve that reconversion to peace 
will not interfere with production, 
employment, and abundant con- 
sumer buying power. 

There are hundreds of other 
communities in which it is as sim- 
ple as this to arrive at a sound 
estimate of probable business ac- 
tivity. But there are communities 
where the subject is more compli- 
cated; where there will come big 
drops in employment as war in- 
dustries cease; where migration 
will occur. The merchant located 
in such a locality should have his 
eyes open to the probable jolts 
and jars in the readjustment. 

2. What is going to happen in 
the field of personnel? 

The reference, of course, is to 
the loosening up which is certain 
to come in the labor market. The 
office equipment merchant is in- 
terested in this because, in a great 
many cases, his present organiza- 
tion is weak. Because any type of 
store organization, almost, has 
sufficed during war time, the wis< 
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merchant will not be deluded with 
regard to the future. He knows 
that he will have to strengthen 
his staff as normal conditions re- 
turn. 

His post-war plans should in- 
clude a program for rehabilitating 
his organization as rapidly as it is 
practical to do so. 

3. What is to be anticipated in 
regard to competition? 

This is always a very local ques- 
tion. Are there competitors who, 
it can be expected, will aggres- 
sively enlarge their promotion ef- 
forts as the transition period be- 
gins? The individual dealer knows 
whether he has enterprising, or 
backward, competition. Are new 
competitors likely to enter the 
field? What can the office equip- 
ment dealer do to protect himself 
in respect to competition? 

Right here we have one of the 
most important questions. Wash- 
ington economists have been mak- 
ing the most of the huge backlog 
of national income, not captured 
by taxes, from the standpoint of 
price inflation. It is beside our 
present point that this argument 
has been grossly exaggerated. An 
obvious possibility, which the 
practical businessman can ap- 
praise without help, is the dispo- 
sition of the American people, as 
war is left behind, to use this 
enormous accumulation of capital 
in giving outlet to that spirit of 
enterprise which is so essentially 
a part of our people. 

And this great accumulation of 
capital, please note, is not by any 
means wholly in the hands of the 
working class. True, that class 
has enormously improved its 
financial position—can finance 
easily the entry into business of 
many individuals. There are a 
great many business concerns 
whose capital position is much 
stronger than before the war 
started. Moreover, capital in an 
extraordinary degree is liquid. 
Peace is going to see a great gen- 
eral effort to put idle capital to 
work in business. 

So, wherever the individual 
office appliance dealer is located, 
he should give strong thought to 
this subject of post-war compe- 
tition. In some communities more 
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than others will he need to allow 
for it; that is natural. 

But retail merchants in all 
trades will be smart to expect 
much new competition to arise. 
They will be smart to adopt the 
post-war plans which will most 
protect them against this. Such 
plans should involve strengthen- 
ing the position of the store in re- 
spect to its ability to give service. 
There should be strengthening of 
the position with respect to lines. 
Thought should be given for im- 
proving service facilities. The 
merchant who is handicapped by 
a low-grade location may decide 
that his plan should include a 
change to a better spot. 

4. What special opportunities 





will there be for me in the post- 
war world? 

Stemming from analysis of this 
subject should come a program of 
expansion and exploitation — for 
those office appliance dealers in a 
position to carry out such a plan. 
There may be opportunities for 
individual dealers to acquire good 
space in other localities, to pro- 
mote consolidations, to acquire 
store premises, to add companion 


lines. It devolves on the individual . 


office appliance dealer, analyzing 
his local business, to arrive at cor- 
rect judgment. 

The office appliance dealer who 
bases his post-war planning on 
skillful consideration of these 
questions will make a success of 





his job. Of course, there are other 
important questions both local 
and national. 

But, in any period, there are 
always questions and uncertain- 
ties. The competent and qualified 
merchant realizes the importance 
of caution, constantly uses it. It 
will be necessary for him to pre- 
scribe big doses for continuous 
treatment during the remaining 
months of the war and post-war 
transition months or years. 

But the office appliance man 
who keeps constantly before him 
our four questions will arrive at 
the basis for much sound judg- 
ment and, perhaps, considerable 
positive action. 


Skillfull Use of “Hello” Idea Maintains 
GOOD WILL OF CUSTOMERS 


INCE Pearl Harbor we have 

used the salutation, “Hello”, 
by word and implication in all our 
contacts with customers. We don’t 
know of any better way of keep- 
ing in touch with customers and 
cementing the ties with people in 
general than by having faith that 
there is a future, and by doing 
things cheerfully instead of just 
talking about them. 

Shortage of goods, in many 
cases the total absence of bread- 
winner lines, has caused some 
people to think that as merchan- 
dise gets scarce, customers and 
friends get scarce, too. That is not 
necessarily true. It all depends 
on the understanding of what 
really constitutes a customer. 

Ask the average salesman and 
he will tell you that a customer 
is an individual or firm from 
whom orders may be obtained. At 
present many customers can’t give 
us business because we can’t de- 
liver what they want to buy. 
Therefore, in a literal sense, we 
have comparatively few customers 
today. In consequence, many sales- 
men and firms are making the 
mistake of not calling on their 
trade with regularity, at least to 
say “Hello”. I think this is a ser- 
ious mistake. 

In my experience I have found 
that there are two kinds of cus- 
tomers—the one who places busi- 
ness and the one who does not or 
cannot place business, but who is 
pleasant and friendly when called 
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on at his place of business or met 
elsewhere. With the latter type, 
the intangible but powerful asset 
of good will is helpful in getting 
an eventual order. Maintaining 
contact is building for the future. 

The word “future” intrigues me. 
Tomorrow, the future, is a factor 
which is the very essence of life, 
with its surprises, its hopes, and 
its ambitions on which man plots 
and plans. How quickly is the 
present forgotten. In many cases 
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a merchant who lives only for the 
present will delight in “putting 
over a fast one.” By that I mean 
he thinks it’s good business to 
grab the last ounce of advantage 
and profit in the representation 
and the delivery of an order. If it 
works and the customer is un- 
aware of the deceit and sharp 
practice, then the seller thinks he 
is smart and may even continue 
as a monetary success for a span 
of years. But in the absence of 
truth and fair play, the elements 
of good will and respect are lim- 
ited and will diminish in time. If 
it is not in a man to tell the truth, 
he is unfortunate, indeed; but it 
a man is honest with himself and 
his customers he can say, “Hello”, 
with assurance and receive a 
warm and sincere response. 


Yes, Addressing Machine & 
Equipment Company representa- 
tives are saying, “Hello”’ and 
using contact methods that exem- 
plify the word. We’re calling on 
our customers and prospects, and 
we’re keeping up our advertising, 
using more media than ever. We 
believe in ourselves and in our 
future. We believe in treating 
people as we want to be treated 
ourselves. We’re keeping in mind 
that a firm’s prominence can be 
dimmed or forgotten. We’re look- 
ing toward tomorrow. We are 
proud of our name and reputa- 
tion. We're saying “Hello” today 
in a way that will make it possible 
to say “Hello” tomorrow. 


April, 1944 
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Current Proposals for Distributing 
WAR GOODS SURPLUSES 


EXT to the matter of the lift- 

ing of governmental restric- 
tions and priorities, no subject is 
of more vital interest to business 
in general, and the stationery field 
in particular, than the fair and 
equitable disposal of post-war 
surplus merchandise. Though no 
definite legislation for the move- 
ment of these goods has been 
adopted, the wheels have been set 
in motion by the naming of Wil- 
liam L. Clayton, former cotton 
merchant and Assistant Secretary 
of Commerce, as surplus property 
administrator. No less than seven 
constructive plans have emanated 
from various sources in the United 
States and one, well worth scru- 
tiny, has already been formulated 
by the Canadian Government. 

No attempt will be made here to 
render an irrefutable decision on 
which of these plans seems most 
logical and workable. Rather, each 
will be outlined in brief and the 
reader left to advocate and use his 
influence for the plan or plans 
which seem most efficacious for 
our industry. In the last analysis, 


it is doubtful whether any one * 


plan can withstand the onslaught 
of its opponents—the one finally 
adopted (and adoption seems a 
foregone conclusion) will doubt- 
less be a hybrid of two or more 
of those proposed. 

Briefly stated, the plans are as 
follows: 

NSA FIVE-YEAR MORATOR- 
IUM PLAN.—Suggests that the 
Government of the United States 
declare a five-year moratorium on 
the sale of Government surplus 
manufactured commodities into 
competitive channels, and recom- 
mends that goods be sold back to 
the original seller, swapped among 
the various Government depart- 
ments, or sent abroad. 

BARUCH PLAN.—Actual dis- 
posal is to be vested in four gov- 
ernmental subdivisions, with no 
overlapping of authority between 
the outlets. Food surpluses are to 
be disposed of by the Food Ad- 
ministrator, ships and maritime 
property by the Maritime Commis- 
sion, capital and producer goods 
by the Reconstruction Finance 
Corporation, and consumer goods 
through the Treasury Procure- 
ment Division. Under this plan, 
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Brief Outlines of 
Various Plans 
o 


the surplus properties administra- 
tor is to impart his legislative 
needs to Congress at the earliest 
possible moment, his requests 
being based on actual investiga- 
tion and experience. 

GUARANTY TRUST CO. PLAN. 

Ten major provisions form the 
outline of this proposal, chief 
among which are the avoidance 
of “dumping,” the recovery of as 
large a proportion of Government 
expenditure as possible, avoidance 
of economic damage to the nation, 
segregation of goods needed for 
military purposes, utilization of 
regular trade channels in dispos- 
ing of merchandise, and the dis- 
posal of surplus goods abroad in 
the area where held. 

NATIONAL ASSOCIATION OF 
MANUFACTURERS.—Chief among 
the concerns of this group are 
that maximum employment be 
maintained by switching plants 
from wartime to peacetime pro- 
duction at the earliest possible 
moment, and that “surplus prop- 
erty be disposed of by lease with 
or without option to renew or to 
purchase or by direct sale.” As 
in the preceding plan, goods held 
in foreign lands are there to be 
disposed of, and to be debarred 
from subsequent importation into 
the United States. 

NATIONAL RETAIL DRY 
GOODS ASSOCIATION.—Basic 
provisions of this plan call for the 
division of unneeded war goods 
into four categories—(1) Retained 
for the future use of the Army 
and Navy, (2) Assigned to the 
American Red Cross for use in 
possible future disasters, (3) Given 
freely to the destitute peoples of 
the world, and (4) Distributed 
gradually and cautiously—through 
the established channels of distri- 
bution—to the consumers of the 
United States. The plan suggests 
the establishment of a disposal 
corporation through which retail- 
ers could “pool” orders, to prevent 
an outgrowth of Army-Navy goods 
stores, such as followed World 
War I. 
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PATMAN PLAN.—The Surplus 
Property Act of 1943 (E.R. 3873), 
jointly sponsored by Representa- 
tives Patman and Halleck, was in- 
troduced in the House of repre- 
sentatives on December 18, 1943. 
It aims at a twofold result: (1) a 
uniform procedure for disposition 
of all surplus under one central 
agency, and (2) to channel back 
through normal trade routes as 
great an amount of the surplus as 
possible. By the provisions of the 
bill, the Reconstruction Finance 
Corporation, under Chairman 
Jesse Jones, would appoint an ad- 
visory committee for each class 
of property to be sold or leased. 
These would advise on price, time, 
method and manner of disposing 
for each class of property. Special 
considerations governing the RFC 
would include uniform prices for 
sale or lease, a fair return to the 
Government, use of established 
trade channels, the safeguarding 
of the interests of small business 
and the prohibition of the sale of 
large quantities of goods for spec- 
ulative purposes. 

THE CANADIAN PLAN.—In 
Canada the Crown Assets Alloca- 
tion Committee has been estab- 
lished to determine the surpluses 
and to authorize transfer from 
one agency or department to an- 
other. The Committee will advise 
the Cabinet on questions of gen- 
eral policy. Actual disposal will 
be carried out by a_ second 
Government-owned organization 
known as the War Assets Corpora- 
tion Limited. This company will 
hold, manage, operate or sell ma- 
terial entrusted to it and will work 
to effect an orderly disposal which 
will not prejudice post-war em- 
ployment, and yet will make cer- 
tain that the country’s surplus 
possessions do not go to waste. 
It will work with industry to ac- 
complish this end. 

Whatever plan is adopted will 
have its faults. But the worst will 
be infinitely superior to no plan 
at all in preventing the disrupting 
of normal trade operations, and 
the subsequent unemployment 
hazard. Every dealer is urged, 
therefore, to contact his congress- 
man immediately, urging passage 
of some sane method of control- 
ling this imminent post-war peril. 
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Is Genuine Engraving a Necessity for 
SALESMEN’S BUSINESS CARDS? 


ED. NOTE.—The accompanying 
article is pointed to users, but its 
sales arguments are readily adapt- 
able by dealers who include en- 
graved business cards in their 
lines. Selling the cards while prac- 
ticing the preachment about them 
may lead to a profitable volume in 
business cards as well as contrib- 
uting to general sales expansion. 


INCE we’re in this war, there’s 

not a single branch of indus- 
try but feels it keenly. It goes 
without saying that industry is 
the pivot, and practically all firms 
in its multifarious branches either 
grow fat from war orders, plug 
along as they have been, or starve. 
Many firms which do not furnish 
material for the Army or Navy 
find themselves confronted by a 
problem which is grave, no matter 
how you look at it. Some have 
just cause for complaint, but in- 
dustry has an esprit de corps that 
will pull it through. 


As an example of this problem 
we will cite what nearly everyone 
has felt in some way or other, in 
the words of a purchasing agent 
when he said, “There’s nothing 
left to purchase!” 


Of course it’s blamable on the 
war, the like of which—we hope 
—will never happen again. But 
the above mentioned dearth has 
had a very sad and demoralizing 
effect on many sales crews. Every 
firm is now obliged to do the best 
it can with what the draft boards 
allow it to keep—and it’s not sur- 
prising to see many of them get- 
ting by at as little expense as 
possible. Is it good business to 
assume your competitors are in 
the same boat, and let up on your 
sales effort? 


We know many firms that now 
have no sales organization at all. 
But regardless of what you have, 
we think it long-headed wisdom 
to hew to your identity, and keep 
in touch with your former cus- 
tomers and prospects, even 
though it is by having one man 
to make the rounds and leaving 
only an expressive genuine en- 
graved business card. In that way 
your following will know you are 
still interested in them, and are 
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By ARTHUR D. WIGGINS 


President, 
The John B. Wiggins Company, 
Chicago, Ill. 


o 


(As Told to Thad Dean Wheeler) 


o 


ready to serve when the shooting 
stops. If you choose to do this, 
it is of course up to you as to how 
you do it; but surely anyone with 
pride in his product or organiza- 
tion will put his best foot for- 
ward. 


The Place of Genuine Engraving 


It might be well at this point 
to consider genuine engraving, 
and how it fits into selling to 
industry. In the first place, we 
must realize that the industrial 
buyer is in most cases more pains- 
taking and sensitive to quality 
and accuracy in what he buys 
than a woman buying groceries 
and clothing for a large family. 
Your industrial buyer can’t afford 
to take chances, and we have 
found through experience that 
the best firms, or those with the 
highest credit rating, are those 
with which quality is paramount. 

This does not necessarily mean 
that all firms using genuine en- 
graved cards have the highest 
credit rating; but it does mean 
that such firms pay attention to 
quality and make an effort to 
stand out from the ordinary. In- 
dustrial buyers know this—and it 
explains why virtually all busi- 
ness leaders use genuine engraved 
business cards for their salesmen. 

You might think from the above 
that genuine engraving is expen- 
sive. You are only partially right 
here; for it is a quality process 
which cannot be set up on a Lino- 
type or run off on high-speed 
presses. Most people have seen a 
copper engraving plate and noted 
the letters carved out backward; 
but it is doubtful if one in a hun- 
dred knows how such plates are 
made today. You are perfectly 
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right in saying they used to be 
made by hand with great skill, 
each letter being carved out with 
an engraver’s tool. Nowadays we 
have photographic and acid proc- 
esses that make engraving plates 
with super-human accuracy, and 
a great element of human skill 
enters here in the spacing, sizing, 
and arrangement of the lettering. 
So it needs must be expensive 
when compared with imitation 
processes. 

Since genuine engraved busi- 
ness cards are symbolic of qual- 
ity, certain firms have fruitlessly 
tried to produce a high quality 
of engraving at lower cost by 
cheapening labor and material. 
But there is no such thing as 
cheap genuine engraving. It’s 
either the original McCoy, or a 
would-be; and like the bleached 
blonde, it’s not hard to tell the 
difference. 


Why Should Business Cards Be 
“Genuine” Engraved? 


So now we come to the sugges- 
tion already made that you con- 
tact your customers and prospects 
with genuine engraved business 
cards. “Why must they be genu- 
ine engraved?” you ask. “There 
are other processes which are less 
expensive and do the job fully as 
well.” 

Granted they will do the job, 
but will they do it as well? 

A salesman can no more be at 
his best in selling to a high class 
customer if he presents a cheap 
card than a woman can be at 
her best if she knows she is poorly 
dressed. Why? It’s a matter of 
confidence! We’ve had many a 
customer say his reason for using 
genuine engraved business cards 
is not so much because they are 
swell, but because they create 
confidence not only in his sales- 
men, but in the customers and 
prospects as well. For the feeling 
is automatic that it must be a 
high-quality product from a high- 
class firm if it is introduced by 
such a medium as genuine en- 
graving. Imagine what your re- 
action would be if the doctor with 
whom you were discussing an op- 
eration sat before you with his 
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fingernails in mourning? 

Or if the magazine in which you 
were thinking about buying ad- 
vertising space sent a solicitor to 
you with business cards that 
could be bought for two bits a 
hundred in any bargain base- 
ment! 

We won’t insult your intelli- 
gence by arguing further on this 
point. But suffice it to say that 
only in cases in which it is im- 
practical for a firm to use its gen- 
uine engraved business cards, is 
it permissible to use a substitute. 
For purposes of this kind, which 
cover junior salesmen, agents, 
outlying branches, or territories 
it is desirable to saturate, a proc- 
ess called raised printing is often 
used. It is by no means an imita- 
tion of genuine engraving. Rather, 
it is a thermographic process by 
which can be made a _ business 
card at lower cost, yet when han- 
dled in good taste does not rob a 
firm of prestige. 


No matter what process you use 
for your business cards, you will 
do well to remember that your 
business card is in many cases 
the first physical impression those 
with whom you seek to do busi- 
ness will have of you. Many au- 
thorities put this first impression 
as paramount, and we are inclined 
to agree. There will be too much 
competition in every line after the 
war to spend time cultivating an 
account before pointing to the 
dotted line. Salesmen will have 
to be salesmen in every sense of 
the word, and every call will have 
to count. It would be interesting 
here to take an imaginary solici- 
tation being made either now or 
later: 

We will let the solicitor or sales- 
man be you, who is calling on 
Mr. Jones—a buyer you have nev- 
er seen before. You would enter 
an outer office and encounter, 
presumably, the receptionist. She 
would receive your business card 
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and either depart with it or an- 
nounce you to Mr. Jones over the 
telephone. Let’s assume she took 
your card to him, for his phone 
was busy. The girl either lays it 
on his desk or hands it to him. 
In a split second he will get his 
first impression. If your business 
card is cheap or in poor taste, as 
compared to others he has re- 
ceived, the receptionist may come 
back and tell you she’s so sorry, 
and so forth. For all you know, 
Mr. Jones may have decided that 
he doesn’t want to waste his time 
on you; or if he does see you in 
spite of your business card, it 
might be only because of curios- 
ity. But you can gamble on one 
thing—if your business card looks 
as if it came from a firm that 
has arrived, Mr. Jones’ attitude 
will be entirely different. 


A Post-War Look 


Nobody has to look very far to 
see what is planned for after the 
war. The fantastic story was com- 
mon in the early 1900’s of how 
some day a man would make a 
speech in New York City, and be 
seen and heard at the same time 
in Chicago. Most people thought 
it ridiculous—yet today we actual- 
ly have television, waiting until we 
settle down to normal for com- 
plete details. There are plenty of 
stories of what’s going to happen 
in the aircraft industry, such as 
helicopters in every garage and 
post-war automobiles with the 
chassis enclosed in cellophane, 
like a showcase. We read of plas- 
tic houses and jet-propelled air- 
planes travelling 700 miles an 
hour through the stratosphere. 

You might think these are only 
imaginative stories—but don’t be 
too sure. There are myriads of 
pent-up ideas on what will come 
after industry is producing on a 
normal basis. There will be a big 
shakeup in designs and methods, 
and what we call “modern” today 
will be old-fashioned tomorrow. 
Frankly, we are having our hands 
full in keeping up with far-sight- 
ed firms who are trying to visual- 
ize post-war salesmanship, and 
are re-designing their salesmen’s 
business cards right now. They 
want to be standing with their 
foot on the base, ready to catch 
business which might come with 
a rush. We remember how the 
war ended in 1918, and we hope 
that if you intend to market an 
improved pre-Pearl Harbor prod- 
uct after this war, your genuine 
engraved salesmen’s business 
cards will show it. 
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ADVERTISING CLINIC FOR DEALERS 


A Regular Monthly Feature Offering Ideas, Suggestions, Analyses 


ONTINUING the _ discussion 

started in February’s “Adver- 
tising Clinic” on the subject of 
Sales Letters, it may be fruitful 
now to trace the construction of a 
sample letter. In that way, we will 
understand more clearly how to 
make letters truly effective ‘“sales- 
men.” 

Let us suppose you are a dealer 
offering typewriter overhaul serv- 
ice. You want to secure additional 
business of that kind. You decide, 
therefore, to send a circular letter 
to 1,000 businessmen in your town 
telling them about this overhaul 
service. What should that letter 
say? How should it say it? 

You could say (as too many 
dealers do): 


ATTENTION OFFICE MANAGER 

We are very happy to announce 
that, in response to many requests 
we will continue to offer our very 
unusual overhaul service on type- 
writers for just 2 more weeks, at the 
special low cost, etc., etc., etc 


An uninspiring beginning? You 
bet it is! Who cares? So what? 
I don’t want my typewriters over- 
hauled—it’s going to cost money. 
I hear the typewriters going click- 
ety-click all day, that means 
they’re in working condition and 
that’s all I care about. Why have 
them overhauled—it’s going to cost 
money. None of the girls have 
complained. I’ll wait unt:1 they do, 
and then we’ll see about it. Why 
worry now—besides, it’s going to 
cost money. 

The reader of your letter who 
says that is completely justified. 
Your letter assumes he is waiting, 
eagerly and with bated breath, for 
your world-shaking news that you 
have very graciously condescended 
to accommodate him. It assumes 
that the reader is thinking right 
that moment about having his 
typewriters overhauled, when in 
reality he is thinking of umpteen 
other things, and anyway he hasa 
lunch date in fifteen minutes with 
that cute blonde who buys equip- 
ment and supplies over at Dop- 
swich & Company. 

Yes, sir, if you want to get any 
overhaul work from him, you'll 
have to do some tall talking. You'll 
have to show him why it’s impor- 
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ment in the “CLINIC”—questions 
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circulars, sales letters, and so 
forth.) 





tant to have his typewriters re- 
conditioned .. . how it’ll save him 
money, in the long run, rather 
than cost him money ... why it'll 
increase the productive capacity 
of his office employees. You’ll have 
to approach him on a “YOU” in- 
stead of a “WE” basis. He doesn’t 
give a hoot about the “many re- 
quests” you’ve received (and he 
doesn’t believe you got them, in 
the first place!) He cares less 
about you and your service. 

But, can you show him how... 
why ... where... when it will 
benefit him? That’s what he’s 
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concerned about, primarily—him- 
self, his company, his ability to 
produce greater sales and profits. 
Through the years, he’s built up 
a pretty solid wall of sales re- 
sistance to everything and every- 
one. To break through that stone 
wall, you’ll have to batter like a 
ram or maneuver like an army 
jeep. How will you do it? 
You might try it this way: 


WHY DID YOU EVER BUY A TYPEWRITER* 

You bought it because it was a 
means to an end, didn't you? You 
wanted your employees to produce more 
and better work in less time - you 
wanted to maintain office efficiency 
with a minimum payroll cost - and you 
wanted to establish a standard of 
neatness that would reflect favorably 
on your company's business reputa- 
tion. 

Are your typewriters serving that 
end? Are they speeding-up the wheels 
of office work as quickly as they 
might? Is it taking four typists to 
do the work of three, because the 
machines in your office are not func- 
tioning as smoothly and as fast as 
they should? Is your own secretary 
doing as much work as neatly as you 
want it? Don't assume your type- 
writers are fulfilling their best 
possibilities for productive work 
just because you hear them going 
steadily. And, if they're not - 
they're failing to give the end-re 
sult for which you invested money 


Now, at least, we’ve made an at- 
tempt to interest the reader—your 
potential customer—in his type- 
writers as a business tool, not as 
just noise-creators. Perhaps, we’ve 
succeeded in raising a doubt in his 
mind about the full value he’s re- 
ceiving from those typewriters. If 
we have, then he’ll read on. He 
is definitely interested in getting 
the most for his money—for the 
money invested in equipment as 
well as in weekly payroll. He 
wants the letters that are mailed 
from his office to make a good im- 
pression, to reflect the standard 
his company maintains. These are 
the things that mean something 
tangible and vital to him. If any- 
thing, we’ve succeeded in making 
him think of his typewriters in 
terms of himself, his office effi- 
ciency, his payroll—and not in 
terms of just so much junk to be 
overhauled. 

Having hooked his attention and 
posed a reasonable problem, our 
next step should be to offer the 
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solution. But, again, that solution 
should be offered on the basis of 
his interest and not our self-prais- 
ing. 

And so, the letter can continue: 


As typewriter efficiency experts 
serving many of the largest companies 
in the city, we would like to assist 
you, too, in the job of determining 
the true efficiency of your type- 
writers. One of our representatives 
without cost or obligation on your 
part, will be glad to survey your 
machines and to render a written re- 
port for your analysis. This survey 
will tell you which typists and type- 
writers are carrying their fair share 
of the work load. It will show you - 
in dollars and cents - whether your 
typewriters are paying their way. 
will make specific recommendations 
which you are free to adopt or not 
as you please. But now at last youg@ 
will know concretely whether your 
typewriters are as fully productive 
as they should be 


Having started the letter on 
what we presume to be a Sensible 
and business-like basis, we are in 
a position to sell our services with- 
out actually having to inject the 
thought directly. Moreover, we 
have taken ourselves out of the 
atmosphere of competing with 
other dealers on the common and 
usual ground. Our letter has a 
different tack. It offers a real 
service. It provides information of 
value, and promises still more— 
without cost or obligation. We’re 
no longer just another dealer. We 
want his business, as he well 
knows, but we really intend to 
render a service beyond the ordi- 
nary. We are talking to him on 
the basis of “You’re from Missouri, 
and you want it proved first. 
Okay, we’re willing to prove it, if 
you'll give us the chance.” 

Now what do we want the reader 
to do? We can’t leave him 
dangling there in mid-air. And 
when we tell him what we want 
him to do, are we going to make it 
easy for him to do it? We could 
conclude then: 


To have this without-cost-or-obli 
gation survey made in your office im- 
mediately, just telephone us at Times 
1600. Or fillin and mail the en- 
closed postage-free postal card. The 
survey will take just a short time 
and will not interfere with the regu 
lar work in your office Our full 
expert report will be on your desk 
the very next day 


The “CLINIC” does not main- 
tain that the letter constructed 
here is a sure-fire cure for what 
ails lagging overhaul service de- 
partments. It is not purported to 
be a letter that will stampede the 
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mails and phone for you. It is 
used as an illustration of the 
thought and consideration which 
should go into a letter, if it is to 
be fully resultful. Of course, if 
any readers should decide to give 
it a whirl (either as it was com- 
posed in this month’s discussion 


or in some amended version) we 
would be sincerely interested in 
knowing what results it brings. 
Moreover, the “CLINIC” is inter- 
ested in hearing from anyone tak- 
ing exception to any of the points 
made in these pages, or receiving 
other suggestions. 


Restore Customer Satisfaction oe 
And Your Profits 


By GEORGE M. DODSON 


HERE have been many changes 
in the circumstances of cus- 
tomers since the dealer in office 
appliances and supplies made the 
sales of several years ago. If he 
will check over his old sales rec- 
ords, and contact these buyers, 
he will find not only numerous 
places where he can be of service, 
but sources of new profits as well. 
In quite a few instances, the 
checkup of the office supplier may 
disclose that the customer is re- 
ceiving only partially satisfactory 
results from a purchase because 
the present user has been improp- 
erly trained. When he sold the 
equipment, the dealer no doubt 
taught one or two employees to 
use it efficiently. But with the 
present turnover of workers, these 
persons have gone on to other 
jobs or into the armed forces, 
leaving the new worker to pick 
up the details for himself. 


Training New Users Opens 
Sales Avenues 


Depending on his natural abil- 
ity and previous experience, this 
new helper may have taught him- 
self “in a kind of a way,” yet it 
is unlikely he has learned to use 
the equipment accurately. swiftly, 
and to the limit of its possibilities. 
A few minutes and a bit of plan- 
ning on the part of the dealer 
who made the original sale, would 
often do much to restore customer 
satisfaction, and open the way to 
more profits. 

This re-opening of the whole 
matter of training the newcomers 
offers a great opportunity for the 
alert office appliances and sup- 
plies dealer. It has not been 
worked extensively, it costs the 
seller nothing except his time. it 
places the buyer under no obliga- 
tion, and yet it’s a type of service 
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sorely needed by almost every 
user of office machines and equip- 
ment. 

For nearby customers, the deal- 
er may work through personal 
calls, preferably ‘arranged in ad- 
vance by telephone. It should be 
stressed that no repairs will be 
made nor new equipment fur- 
nished except on specific orders 
from the customer. The service 
rendered in making more efficient 
operators out of new workers 
should speak for itself, and if 
carefully handled, will encourage 
the buyer to discuss his other of- 
fice equipment requirements. 

When customers have their 
places of business in outlying sec- 
tions, they may be contacted by 
letter or telephone. In that case, 
employers may be invited to have 
workers bring in the lightweight 
pieces of equipment for a check- 
up and additional training in 
operation. For a part of the equip- 
ment the dealer has sold, this 
would, of course, be impractical. 
But he may point out the details 
of efficient, fast operation on sim- 
ilar equipment in his store when 
the worker calls. If neither of 
these courses of action is ade- 
quate, the dealer may make ap- 
pointments far enough in the fu- 
ture so that he can fit them in 
with his sales calls, and make per- 
sonal visits even to the more dis- 
tant customers. 


Suggest Replacements If Needed 
and Available 


Much of the equipment the 
dealer examines will need minor 
repairs or adjustments. Some of 
the older purchases may be un- 
suited for the current demands 
on them, and if at all possible, 
the efficiency of the customer’s 
business should be improved by 
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suggesting replacement in the 
form of a model, size, or style bet- 
ter fitted to his new needs. How- 
ever, this strictly service call 
should never be used as an excuse 
for “high-pressuring” the cus- 
tomer into purchasing additional 
items, or putting his “OK” on ex- 
tensive repairs. 

Any office appliances and sup- 
plies dealer who has been in this 


field for several years and has 
kept accurate records will be able 
to list the exact equipment he 
sold each customer. This avoids 
disappointment on the part of 
persons buying from __ several 
sources, for only in unusual cases 
will it profit the dealer to offer 
this new-worker training on any 
equipment he did not originally 
sell. (“Orphaned” equipment is 


Speeding Up Deliveries from 


UCH has been said and writ- 

ten in recent months con- 
cerning various means of speeding 
up deliveries of merchandise to 
waiting dealers. Two articles de- 
signed to be of assistance in this 
phase of business operations have 
appeared in OFFICE APPLIANCES in 
recent months. 

The first of these, “As a Manu- 
facturer Sees Your Order Form 
and Purchase Method,” was pub- 
lished in December. It stressed 
the advisability of using a stand- 
ardized purchase order form, 
preferably of 8% x 11-inch size, 
giving complete information 
needed to speed the order on its 
way with a minimum of checking 
and detail work. Essential ele- 
ments of this form, it was pointed 
out, include the name and ad- 
dress of the firm ordering, name 
and address of the manufacturer 
and of the consignee, order num- 
ber, explicit shipping instructions 
and a careful listing of quantity, 
catalog number and description 
of each item ordered. Any other 
requests or communications 
should be incorporated in a sep- 
arate letter or memo mailed with 
the order, it was stressed. 

Second of the dissertations on 
the matter of getting goods 
through to the dealer in less time 
dealt with the age-old problem of 
“Short Shipment Troubles.” Writ- 
ten by Robert P. Jonas, Oxford 
Filing Supply Company, Brooklyn, 
N. Y., it emphasized the impor- 
tance of checking carefully any 
“visible” or ‘invisible’’ shortages, 
not against the bill of lading, but 
with the invoice itself. All too 
often, Mr. Jonas stated, merchan- 
dise is removed from incoming 
shipments by some over-zealous 
salesman before this all-important 
detail is consummated. Another 
common “ailment” is the practice 
of many dealers to put in a claim 
against the shipper or carrier 
without allowing a _ reasonable 
lapse of time for transportation 
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delays. Frequently, too, dealers 
blithely ignore the fact that goods 
are often shipped “f.o.b. shipping 
point,” and file claims for short- 
ages against the shipper instead 
of against the _ transportation 
company. 

To these may well be added the 
following “tips,’ made by the 
sales promotion manager of a 
well-known manufacturer in the 
office supply field: 

1. Most manufacturers offer a 
service to the dealer of either 
helping or filing the entire claim 
for damaged or lost merchandisee. 
Damaged and lost merchandise 
has become an acute problem in 
recent years, due to inexperienced 
freight handlers and the large 
volume handled. The dealers 
when possible, should file their 
own claims, thus relieving the 
manufacturers of the tremendous 
load now carried. This will speed 
up final settlement for the dealer. 

2. Dealers should, where pos- 
sible, make up monthly stock 
orders rather than ordering as 
needed. Eliminate adding small 
orders to larger ones and the 
resulting paper work involved, and 





one possible exception, when the 
maker has gone out of business 
and consequently no service or- 
ganization exists.) 


Furthermore, this system of 
mentioning specific items is valu- 
able advertising—it teaches buy- 
ers to stick closely to these trade 
names and the local dealer, to 
be sure of complete satisfaction 
in the future. 


M anufacturers 


much of the shipping delay will 
be circumvented. Asking that one 
order be shipped with another 
causes delays and creates a large 
storage problem with the manu- 
facturer. Each order should carry 
an indication of whether it will 
be satisfactory to ship short, or 
held until it can be shipped com- 
plete. Short shipments should be 
allowed as often as possible; 10 
or 12 items could be held up for 
one item that is not ready. 

3. Dealer salesmen should not 
give shipping promises to the con- 
sumer without first checking with 
the manufacturer. This practice 
causes ill will with the consumer 
when delay results. If proofs are 
necessary, sufficient time should 
be allowed in making a promise 
date. 

4. During the present emer- 
gency, dealers should show prior- 
ity rating when issued for mer- 
chandise purchased. Rated orders 
receive preferred service. If no 
rating is issued, it should be noted 
on the order if the merchandise 
is sold to a defense industry. This 
will help in the overall shipping 
sequence. 








INNE R(W) CIRCLE 




















FROM TYPEWRITERS TO STATIONERY: J. E. “Jim” Gaffaney, of 
Fargo and Minot, was a pioneer in the distribution of typewriters in North 
Dakota. With energy and skill coupled to a firm belief in the commercial 
future of his state, he forged ahead to become one of the country’s out- 
standing typewriter and office machine dealers. During his career he bought 
out two stationery houses, completing an evolution not uncommon, of a 
typewriter dealer becoming a full-fledged stationer, handling office supplies, 
machines and furniture. Jim has attended many gatherings of the National 
Office Machine Dealers Association and has been a regular visitor at the 
National Stationers Association conventions each fall. 
TRAVELER—SALES MANAGER—ORATOR: Bill Hoge, manager of 
dealer sales for The General Fireproofing Company, entered the commercial 
stationery industry as traveler selling filing supplies. Then followed a period 
in loose leaf before turning to metal furniture and making a conspicuously 
successful sales management record with GF. On the platform at trade 
gatherings has had frequently displayed his remarkable talent as an orator. 
Equally skilled as an after-dinner speaker and reconteur, some of his stories, 
particularly the one about the green soldiers, are classics. 
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CHINA UNDER JAPANESE CONTROL 


NOTE.—\The writer of the ap- 
pended article is a native of Eng- 
land. Early in 1922 he journeyed 
to China and has been engaged in 
business in the Far East ever 
since. He joined the Office Appli- 
ance Company in Shanghai in 
1926 by purchasing it outright. 
Five years later he reorganized 
the business as a limited company 
and was appointed managing di- 
rector and chairman of the board 
of directors. He is the largest in- 
dividual shareholder and possesses 
a majority of all the holdings. 

Before the war the Office Appli- 
ance Company, Limited, had rep- 
resentation in all of the principal 
cities of China, with branch offices 
in Hongkong, Nanking, Tientsin, 
and Kunming. For the five or six 
years immediately preceding the 
outbreak of hostilities, the com- 
pany also operated in the Philip- 
pines. United States lines han- 
dled included Royal typewriters, 
Monroe calculating machines, 
Todd check writers, Victor adding 
machines, Kee Lox ribbons and 
carbons, General Fireproofing 
metal office furniture, Kardex 
visible records, Elliott addressing 
machines, Dictaphone dictating 
machines, Pitney-Bowes postage 
metering machines, and several 
other smaller lines. The staff to- 
taled about 200 employees of 
many nationalities. 

Temporarily Mr. Widdup can be 
reached through the foreign divi- 
sion of the Royal Typewriter Com- 
pany, 2 Park Avenue, New York 
16, N. Y. 


T THE TIME war broke out, 

which was December 8, 1941, 
with us—a day later than with 
you, because we are west of the 
International Date Line—I was in 
Shanghai, the home of our head 
office and our principal center of 
business. 

Fortunately I had recently re- 
turned from Hongkong and the 
Philippines, where I had spent 
some four or five months helping 
with activities in those territories. 
I say fortunately because gen- 
eral post-war conditions in Shang- 
hai ultimately proved to be better 
than anywhere further south; also 
we suffered no bloodshed when 
the city was occupied by the Jap- 
anese military. 

My trip to the south was chiefly 
concerned with trimming our or- 
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Record of Experiences Since December 

8, 1941, Until Repatriation on the 

Gripsholm, Which Landed in New 
York December 1, 1943. 
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ganization as finely as I could, 
without hurting it too much, so 
that in the event of war, we would 
suffer less. We in the Far East 
felt that the crisis in Japanese- 
American affairs would come 
about some time in March of 
1942, and opinion was about 
evenly divided as to whether war 
would break out or not. I must 
confess I was one of the pessi- 
mists. Indications that war was 
inevitable were unmistakable. 

Our first intimation that hostili- 
ties had engulfed us on that fate- 
ful day of December 8, 1941, was 
when we heard heavy cannonad- 
ing at 4:30 in the morning. It 
came from the direction of the 
river, so as I lay in bed listening 
to the booming, it was reasonable 
to assume that one of two eventu- 
alities had arisen—either the Chi- 
nese guerrillas were shelling Jap- 
anese positions and ammunition 
dumps on the water front, includ- 
ing possibly the Japanese con- 
sulate, or the Japanese themselves 
were attempting to eliminate some 
newly-arisen danger. 

While I was pondering what the 
trouble could be, and what it 
would mean to us, for you must 











MR. WIDDUP 
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not forget we had been through 
many such troubles since 1924, my 
telephone rang and I was in- 
formed by a friend at the British 
consulate that the “balloon had 
gone up” and that the Japanese 
had just shelled and sunk a small 
British gunboat left behind as 
emblematic of British naval pres- 
tige in central China. In normal 
times much larger craft were sta- 
tioned in Shanghai, but because 
of the threat of war they had been 
withdrawn to more strategic sta- 
tions further south. 


The Story of December the Eighth 


Later I heard the full story of 
this epic from a naval officer, im- 
prisoned for a time with the he- 
roic commander of the brave 
“Petrel.” Briefly, early that morn- 
ing the Japanese had delivered, 
by pinnace, a written ultimatum 
of ten minutes duration, to sur- 
render or be blown out of the 
river. The answer was verbally 
forceful and to the point. The 
Japanese naval emmissary was or- 
dered from the ship, and the gal- 
lant little “Petrel” cleared for ac- 
tion. There could only be one out- 
come to this little known story of 
steadfast tradition. Within a few 
minutes she was literally disin- 
tegrated by the concentrated fire 
of three powerful Japanese war- 
ships, plus artillery moved into 
position on the waterfront. As a 
suicidal gesture it was magnificent 
and perhaps the highest tribute 
that could be paid to the gallant 
crew is to say that they lived and 
died in keeping with the highest 
traditions of naval warfare. 

Thus broke the morning of De- 
cember the eighth. By this time 
we all realized the gravity of the 
situation and were very apprehen- 
sive of our safety and common in- 
terests. On my way to the office 
by automobile, the streets, usually 
so crowded, were almost deserted. 
Over the city there hung a silence 
ominously portentous. Still I car- 
ried on, and in due course we 
opened for business as usual. But 
Shanghai was not usual that day. 
Chinese refugees from the out- 
lying country districts in the 
north, near to the Japanese con- 
cession, poured into the Interna- 
tional Settlement until Japanese 
soldiery closed all ingress to them. 
Then Japanese mechanized troops 
began to arrive. By mid-day they 
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had taken over and fortified most 
of the vulnerable strategic points 
of the city, which was done with- 
out bloodshed. In anticipation of 
just such an emergency, token 
British and American troops had 
been withdrawn months before. 


From a business viewpoint trad- 
ing was at a standstill for a few 
days, but as the Japanese at this 
time did not physically interfere 
with the life of the city, business 
gained courage, stores began to 
open, and an effort was made to 
carry on. 


Industrial Firms and Public 
Utilities Taken Over 

The first active Japanese inter- 
ference was when they took over 
our largest industrial concerns, in- 
cluding all public utility corpora- 
tions. In some cases they ap- 
pointed supervisors, (nicknamed 
stupifiers) usually Japanese civil- 
ians, who assumed nominal con- 
trol and allowed regular staffs to 
operate as usual. All monies re- 
ceived, though, had to be paid into 
Japanese banks. All personal with- 
drawals, for living expenses, and 
so forth, were limited to 2000 
China dollars monthly, or approx- 
imately $50 in U. S. money. As it 
was scarcely possible to live on 
this, most of us doubled up to re- 
duce overhead costs in our homes. 


Before long because of the 
heavy depreciation in Chinese fapi 
currency and the fact that few 
wished to accept it, this condition 
imposed considerable hardship on 
large sections of the foreign com- 
munity. Living costs soon soared 
to unprecedented heights as fapi 
continued to depreciate. When 
war broke out it was about 20 to 
one, and was then heavily de- 
preciated. When I left Shanghai 
exchange was about 120 to one 
in terms of CRB dollars and still 
falling. 

To add still further to our finan- 
cial stringencies, the Japanese 
issued a new currency, known as 
CRB dollars, on a_ two-to-one 
basis. We were compelled to turn 
in all our fapi dollars in return for 
one half their value in the new 
currency. 

Their reasons for doing this are 
obvious. First, they made 50 per 
cent exchange profit; then an- 
other 50 per cent, as their new 
currency was cost-free to them, 
except, of course, for negligible 
paper and printing expenses. 
Lastly, they made an additional 
100 per cent profit by using the 
surrendered fapi currency to pur- 
chase necessary war and other 
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materials in the interior of China 
where this currency was still ac- 
cepted as legal tender. 

To revert to my own business, 
we were left alone for a few weeks, 
while larger interests were being 
digested. Then the naval authori- 
ties confiscated our entire stock of 
new typewriters and calculating 
machines. We received an Official 
receipt but its worth is of ques- 
tionable value. Fearing that they 
would do the same with other 
stock, we took the precaution of 
disposing of the most desirable, so 
that, as happened, when they 
came again, we had little to offer, 
not enough to be worth the taking. 


We were evidently classified as 
an unessential business, apart 
from confiscations, as we were al- 
lowed to operate without a super- 
visor until we were sealed up and 
taken over by the Japanese naval 
authorities in January, 1943. 


In the meantime other troubles 
were besetting us. We were not 
allowed to move or sell merchan- 
dise, including household effects. 
Our motor cars and radios were 
confiscated. Our liberty was re- 
stricted, as we were prohibited 
from visiting our clubs and pop- 
ular public places of entertain- 
ment. Then as a last straw, we 
were humiliated by having to wear 
red arm bands, numbered and let- 
tered according to nationality. 
Rather strangely, in the eyes of 
non-belligerent nationalities these 
armbands came to be looked upon 
as marks of honor. It was quite 
common to hear the Chinese say 
that now they could readily dis- 
tinguish their friends. 


Form Filling Requirements 

In Keeping with Japanese cus- 
tom we were constantly filling in 
forms of one kind or another and, 
as usually happens in such in- 
stances, much of the information 
recorded could be considered con- 
tradictory. Perhaps this was what 
the Japanese wanted, for it was 
a daily occurrence for them to 
pick up enemy nationals off the 
streets, in homes or anywhere else, 
for “questioning.” It was this ter- 
rible suspense, which has to be 
experienced to be appreciated, 
that racked us so much. Men 
would be picked up for business or 
personal reasons, whisked away 
to a place called “Bridge House,” 
and often terribly punished, com- 
pletely without cause. I know of 
several such cases within my small 
circle of personal friends, all with- 
out justification. Often such cap- 
tives would be held for months 
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without questioning, then released 
without question, after having 


been confined to unspeakably 
filthy quarters and virtually 
starved to death. They just dis- 
appeared and no power in Shang- 
hai was strong enough to learn 
their exact whereabouts or the 
nature of their offense. 


Suspense Nerve-Racking 


This suspense was at times pain- 
fully acute. Before long most of 
us began to show it in some way 
or other. I personally lost 20 
pounds in weight before ever 
going into internment. Others I 
knew suffered greatly from differ- 
erent forms of nervous debility re- 
sulting from loss of appetite and 
lack of sleep. It was a most un- 
pleasant and nerve-racking time, 
for Japanese officials were almost 
constantly entering office and 
home, checking this and that, and 
always asking a multitude of ques- 
tions. 

Every day we would hear of 
friends being “picked up” at all 
hours of night and day. We kept 
wondering if our turn would be 
next. Everytime a group of Jap- 
anese entered my business prem- 
ises (they always work in groups— 
never alone), I could not help but 
wonder if my time had come. 
Every time a knock sounded on 
the door of my home I used to 
prepare myself for the worst. This 
feeling was so real most of us used 
to have small handbags ready- 
packed for just such an emer- 
gency. 

On one occasion the gendarmery 
picked up 250 unfortunates at one 
fell swoop, between two and four 
o’clock of a winter’s morning. 
Many were taken away in nothing 
more than their sleeping clothes. 
All were promptly incarcerated as 
political prisoners and, to the time 
of my leaving China, none of the 
victims knew the nature of his 
offense. 

As was to be expected, there 
was much destitution in Shanghai 
at this time among the Chinese. 
Rice had soared to unheard of 
prices and the poor class Chinese 
were dying daily by the thousands. 
It was hearbreakingly tragic to 
move around the streets at all, for 
on every side one saw dead or 
dying Chinese of all ages and both 
sexes. 

Naturally there were a great 
many unemployed, for enemy na- 
tional firms had to dismiss staffs. 
Many paid generous bonuses when 
so doing, but such funds would 
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Co-operation Helps to 
MINIMIZE BUSINESS LOSSES 


T HAS been often said that his- 

tory has a habit of repeating 
itself. The dealer who thinks that 
events are foreordained frequent- 
ly seeks to justify his failure to 
prepare for coming events by 
arguing that no matter what he 
might do, the events will occur. 
The wise man is unwilling to sub- 
mit to the apparent inevitability 
of disaster, and takes steps to 
avert it. 

In the late “Twenties” and the 
early “Thirties” there were a good 
many insolvencies in the station- 
ery industry. In a number of the 
cases the dealer who became in- 
volved had gone from a state of 
solvency to insolvency without 
having at any time examined his 
affairs to ascertain his condition, 
or the reason why he found it 
impossible to pay his bills when 
they became due. In other cases, 
the dealers, notwithstanding the 
receipt of fairly regular financial 
reports and operating statements 
from their accountants, all of 
which indicated a condition that 
was getting progressively worse, 
spent their time blaming govern- 
mental developments for their 
difficulties, and indulging in the 
vain hope that a change in gen- 
eral conditions would relieve them 
of the danger of losing their busi- 
nesses. The conduct of these 
dealers brings to mind a story that 
has often been told, but which has 
a message of perpetual value. 

A passenger on a _ transconti- 
nental train, the first day out of 
New York, was observed by his 
fellow passengers to be very much 
distressed. While they felt sorry 
for him, they did not presume to 
intrude on the privacy of his 
grief. On the second day, he was 
observed to be in a highly nervous 
State. Still his fellow passengers 
did not feel that they had the 
right to inquire as to the reason 
for his nervousness. On the third 
day they found him sobbing, and 
feeling that something might be 
done for him, inquired as to the 
reason for his grief. He then sob- 
bingly told them that for three 
days he had been on the wrong 
train. 

Like this passenger, the dealer 
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who spends his time crying about 
the things that are wrong instead 
of taking steps to correct them, 
will arrive at the wrong destina- 
tion. 

Decreasing 


Already there are signs that the 
country’s war boom is beginning 
to slow down. It may not be long, 
perhaps before many communities 





The Stationers and Publishers 
Board of Trade, Inc., Fifth Avenue 
Building, 200 Fifth Avenue, N. Y. C., 
is an association of nationally known 
manufacturers in practically every 
line in the stationery, office supply, 
and office furniture industries, organ- 
ized for the protection of credit, and 
to promote and serve the mutual in- 
terests of its members and their cus- 
tomers. 

With the close co-operation of its 
members, the association keeps its 
members informed of how stationers 
and office supply and equipment deal- 
ers pay their bills—determining how 
long its members have been selling 
an account, the date of last sale, the 
highest recent credit, the total amount 
owing including notes, and_ the 
amounts overdue, if any, and if over- 
due, the number of days past due. 
This information is gathered care- 
fully and is authentic. 

Another part of the association’s 
work is assisting distressed dealers. 
In times past, if a dealer found him- 
self financially embarrassed, he gen- 
erally sought the assistance of an at- 
torney. This procedure at times 
proved to be very costly, for too of- 
ten dealers found themselves involved 
in a court proceeding that might have 
been avoided, with the result that the 
dealer’s good name was impaired, and 
his creditors forced to take unneces- 
sary losses. 

The association encourages dealers 
to come to it for help in reorganizing 
their affairs. Through the co-opera- 
tion which it has been able to obtain 
from the manufacturers in general, it 
has been very successful in assisting 
a number of embarrassed dealers. As 
a result of its work, many valuable 
outlets have been maintained which 
otherwise might have been forced to 
liquidate or cause a substantial loss 
to creditors through composition set- 
tlements. 
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will be facing the problem of a 
shift to peacetime activities. Some 
communities will not be able to 
make a quick shift. As a result, 
business will be at a low point. 
The question then is, “Will the 
average business be able to stand 
the strain that will be occasioned 
by the slow shift to peacetime ac- 
tivities?” 

While at present very few deal- 
ers are concerned about current 
difficulties, it is obvious that when 
the war ends and the abnormal 
business activity subsides, many 
dealers will experience a sharp 
drop in sales volume, and will 
then have real cause for concern 
as to the future. 

It is the average-sized business 
that makes up the bulk of Amer- 
ican business. In the stationery 
industry, I believe it can be said 
with safety that most of the busi- 
nesses were started by men who 
were previously employed as sales- 
men. They were men who decided 
that if they could sell for others, 
they could sell for themselves. 
Many failed to realize that man- 
aging a business carried many 
more responsibilities than they 
had when employed as salesmen. 
To the credit of others it can be 
said that they realized their re- 
sponsibilities, and educated them- 
selves in the problems of manage- 
ment. Others developed reason- 
able ability along those lines 
through experience, but not suffi- 
cient to cope with extraordinary 
conditions. 

By no means do we want to see 
a return to the chaotic conditions 
that prevailed in the late “Twen- 
ties” and early “Thirties.” In those 
years many dealers, when they 
found themselves financially em- 
barrassed, seemed to think there 
was only one way out, and that 
was to hire an attorney to adjust 
their affairs with creditors as 
cheaply as possible. The adjust- 
ment usually resulted in creditors’ 
receiving a low percentage on 
their claims. 

Industry was in a large measure 
responsible for this procedure, for 
it was not organized. The dealer 
who got into difficulties did not 
have available any medium which 
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had a definite program for render- 
ing him assistance and helping 
him to overcome adverse condi- 
tions. 


Dealers and Manufacturers Have 
Common Interests 


In the post-war period manu- 
facturers in various industries are 
going to be faced with many dif- 
ficulties. One of their problems 
will be that of dealer involve- 
ments. They must recognize that 
their interests are in large meas- 
ure identical with those of their 
customers. They must recognize 
that where a dealer has been hon- 
est, but has encountered difficul- 
ties because of conditions that 
might be corrected, it would be 
in their interest as well as that 
of their customer to confer to- 
gether, survey the difficulties and 
the causes of them, and if it ap- 
pears possible to preserve and 
strengthen the business by elimi- 
nating faulty conditions, to co- 
operate toward that end. 


Since the middle “Thirties” 
there has been in operation in the 
stationery industry a program of 
assistance and rehabilitation that 
has been instrumental in bringing 
about full payment of the debts 
of many dealers who have become 
involved in financial difficulties, 
and the complete rehabilitation 
of their businesses. 

In most of the cases, the pro- 
gram has resulted in full payment 
to creditors over a period of com- 
paratively few years, and the res- 


toration of the dealer’s business 
to the status of a sound enter- 
prise yielding a good livelihood to 
the dealer and profits to his sup- 
pliers. In some of the cases the 
program, after having been tried 
for a period of one or two years, 
failed to demonstrate that full 
payment could be accomplished 
within a reasonable time. In those 
cases the creditors, through their 
representative committees, have 
come to agreement with the 
dealer, either for a settlement or 
for a liquidation. 

In one case that comes to mind, 
the dealer, who had been given 
every opportunity over the period 
of a year and a-half to earn 
profits, but who had failed to ac- 
complish that objective, was in- 
telligent enough to recognize that 
he was doing himself and his 
family, as well as his suppliers, an 
injustice if he. were to remain in 
business. In consequence, he vol- 
untarily liquidated his business 
and distributed the proceeds 
among his creditors. By so doing 
he maintained the good will and 
respect of his creditors. 


The chief aspect of the program 
has been the fact that it relies on 
voluntary co-operation between 
the dealer and his suppliers. In 
every case the dealer had intelli- 
gence enough to recognize the fact 
that unless he gave due heed to 
the reasonable requirements of 
his suppliers, he could not expect 
that they would continue extend- 
ing credit. He understood that it 





could do him very little good if 
he attempted to force some set- 
tlement upon them, since his later 
business existence would depend 
upon the voluntary extension of 
credit. It was obvious to him that 
even if he should by some means 
force upon his creditors a settle- 
ment which was not fair, he could 
not remain in business if his sup- 
pliers would not furnish him with 
merchandise and credit. 


Industry must realize that many 
who are in business today are not 
naturally successful. Many have 
become successful only because of 
windfall profits due to wartime 
developments. Therefore, indus- 
try needs to organize itself so as 
to be able to cope with situations 
when those windfall profits have 
become dissipated. 

Many average businesses are 
going to need advice and counsel, 
and the media for consultation 
should be available and ready for 
service. Many fail to realize how 
important it is to prepare for the 
post-war period. The wise busi- 
ness man will take inventory of 
all physical assets and debts, and 
also all future plans, and redeter- 
mine prospects. Such a review at 
more frequent intervals than in 
the past appears desirable. Soon 
risks will be greater. In the fu- 
ture, the expense of doing busi- 
ness will be greater, taxes are 
bound to remain high, competi- 
tion will grow more severe. and 
all business hazards will be more 
difficult to appraise. 








; 





HOW TO MAKE A SMALL DISPLAY WINDOW DO A BIG 
JOB.—Here’s a dramatic photographic proof that a small 
space can do a successful job of “sidewalk selling.” De- 
spite the fact that this window at the Main Street store of 
Heinrich-Seibold Stationery Co., Rochester, N. Y., measures 
but four feet in depth at the rear and tapers to about two 
feet at the front corner, an eye-catching display of stock 
visible equipment items is presented. The merchandise and 
standardized display material was provided by The Victor 
Safe and Equipment Co., Inc., North Tonawanda, N. Y. 


24 


OFFICE APPLIANCES, 


April, 1944 





»t- 
er 
nd 


at 
ns 
le- 
ld 
p- 
th 


ny 
ot 
ve 


ne 
iS- 
as 
ns 
ve 


el, 
on 
or 
yw 
he 


3i- 


nd 
T- 
at 


i- 
1d 
re 


Be 


Dealers and Manufacturers Must Plan 
POST-WAR CO-OPERATION NOW 


NOTE.—Mr. Sizemore speaks as a 
successful office machine dealer. 
He has had a broad experience 
and wide contact with dealers and 
manufacturers. Naturally his 
viewpoint is that of a retail dis- 
tributor. Manufacturers, seeing 
the picture in a different perspec- 
tive, will perceive other factors 
but may arrive at the same con- 
clusions. For example, the war 
has stimulated a strong apprecia- 
tion and demand for the best 
quality. Logically, manufacturers 
will cater to the most profitable 
market, where the demand is for 
the best. Comments for publica- 
tion next month are invited. 


NE of the major problems for 

dealers and manufacturers to 
consider now is their future in the 
portable typewriter field. It is true 
that portable typewriters repre- 
sent only one line in a dealer’s 
merchandising activities, but they 
are among his most important 
items. Year after year more 
schools have started teaching 
typewriting. This means that each 
year more people have learned to 
use the typewriter. The portable 
typewriter has been improved and 
developed to result in a machine 
that is sturdy, convenient, inex- 
pensive and genuinely portable. 
Present portables are becoming 
more of a “necessity” in every 
home each day. 

Our problem-subject is one for 
both dealers and manufacturers. 
I feel that we dealers have done 
our part in creating and develop- 
ing the portable typewriter mar- 
ket. We have been instrumental 
in establishing typing classes in 
schools; we have pioneered the 
sale of portables when no other 
type of business would invest 
money, space and time in selling 
portables; we have sent salesmen 
out to customers instead of wait- 
ing for them to come to our stores. 
We are the “frontiersmen” who 
planted and developed the port- 
able typewriter market. We are 
the ones who made it possible for 
manufacturers to develop the fine 
portable machines they now make, 
because we sold them for the 
manufacturers when they needed 
sales. We bought and paid for 
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Kansas City, Mo., 
Vice-President, 

Region No. 9, National Office 
Machine Dealers Association 


& 


every one of these machines first. 
Then we sold them to customers. 

So much for the early develop- 
ment of the portable market. 
Here, Mr. Manufacturer, please 
forgive me if I embarrass any of 
you by telling a few “truths” as I 
see them, straight from the shoul- 
der. My intentions are to call to 
your attention a few things that I 
consider mistakes. It is my sin- 
cere hope that a solution will be 
worked out so that these mistakes 
will not recur. 


Too Many Models 


First, may I say that some man- 
ufacturers developed their porta- 
ble typewriters into so many dif- 
ferent lines that we had too many 
variations of portable writing ma- 
chines on the market. Next, there 
was so little to some of these ma- 
chines, and they came off the 
assembly lines so fast that manu- 
facturers had to hunt for new 
outlets. These outlets included a 
variety of merchandising organ- 
izations outside the office equip- 
ment industry, as well as a num- 
ber of individuals not normally 
engaged in selling. The machines 
were offered on consignment, with 
payment to be made when and if 
sold. Naturally the “consignment” 
buyers were permitted to purchase 
the better models also, if they 
wished, at regular wholesale prices. 

Reference to prices reminds me 
of a department store advertise- 
ment that appeared in one of our 
Kansas City newspapers, in which 
portable typewriters were offered 
at a figure lower than the regular 
dealers’ wholesale price, with a 
limit of one machine to a cus- 
tomer. I might say that my em- 
ployees and I bought several of 
these machines for resale. 
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In my opinion, the so-called 
“stripped models” are only “teas- 
ers” and are a detriment to every 
one concerned. The customer is 
dissatisfied because he thought he 
had bought a completely equipped 
typewriter. Whoever sold him cre- 
ated a dissatisfied customer, and 
before long a dealer somewhere 
had to take the incomplete ma- 
chine in on trade and have it on 
his hands. The manufacturer lost 
prestige and a potential customer, 
because the customer’s experience 
led him to believe all of that par- 
ticular brand of machines are in 
the unsatisfactory class. 


I repeat the statement I have 
made to several other dealers and 
to many factory representatives, 
“When restrictions are lifted on 
the production of portables, I hope 
that manufacturers will build only 
the better class of machines and 
that the legitimate typewriter 
dealer who maintains a store and 
a service department will be given 
the first opportunity to buy and 
sell them.” The executives of the 
manufacturers must realize that 
their value to their companies is 
not reflected in the number of 
models that can be built nor in 
the number of units that can be 
sold, but rather in how much net 
profit can be recorded at the end 
of a fiscal year. 


Dealers must realize that manu- 
facturers furnish them with good 
merchandise to sell and that it is 
their job to modernize sales meth- 
ods and move the machines into 
the hands of users. It is not a 
case of manufacturers getting 
along without dealers, or vice 
versa. Each can further the oth- 
er’s progress by co-operating — 
working together for mutual bene- 
fit. 


In conclusion, may I say that 
since the dealer has been instru- 
mental in developing the portable 
typewriter market, and since that 
same dealer is now passing 
through some trying times, it 
surely would be a fine expression 
of the spirit of co-operation if 
manufacturers will give office ma- 
chine dealers first opportunity to 
distribute portables when they are 
once again manufactured. 
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WOOD AND METAL 








With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


RENTING FURNITURE TO SELL 


Profitable Technique Used by St. Louis Dealer 


HEN a fellow—and only 25 

years old at that—chooses 
a depression year for his start in 
the office equipment business and 
in only ten years time builds up 
from a sub-modest $20,000 a 
year venture into a proposition 
which now exceeds $250,000 annu- 
ally, one just can’t chuckle off his 
opinions. 

Charles Peeper, now a veteran 
executive at 35, doesn’t plan to 
permit his Clark-Peeper Company 
of St. Louis, Mo., to sit back and 
smile, either. Peeper too well re- 
members those long hours back in 
1934 when he first began buying 
up old furniture and renovating 
it. That was plenty tough work 
—but fun. He also vividly recalls 
renting office space for $25 a 
month and then sub-letting a 
front portion to another firm for 
$15 a month as an economy strat- 
egem. 

Today, the Peeper company is 
ensconsed in a five-story building 
on the Mound City’s main thor- 
oughfare at 1112 Olive street. And 
Charles Peeper is planning ahead. 
He knows full well that some hef- 
ty war orders have skyrocketed 
his volume. Consequently, he has 
been sorting the “luck” from the 
“brains.” After all, not every big 
war contract or Army camp order 
was purely good fortune. 


Rentals a Good Income Source 


“Probably one of the biggest 
fears of most office equipment 
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men has been one of our best bets 
—I mean the rental of furniture 
to these war-born firms,” Peeper 
reflects on the growth of his busi- 
ness. 

“We have never been afraid to 
rent furniture,” he added. “Why, 
we were glad to get any kind of 
business when we started in the 
dark days of 1934 and we now 
have a deep respect for rentals. 
They have paid dividends during 
the war. However, today, we are 
renting to sell.” 

Renting to sell? Sounds a bit 
incongruous, doesn’t it? But it 
becomes a bit clearer when Peeper 
explains: 

“Some months ago we were 
given numerous opportunities to 
rent equipment to prime war con- 
tractors—contractors who didn’t 
know how long they’d be in busi- 
ness and certainly didn’t want to 
gamble on a heavy investment in 
office equipment. While other 
stores avoided such transactions, 
we played along and won—but we 
had a purpose in mind. 

“We didn’t figure on merely 
renting this equipment— we 
worked toward an eventual sale. 
Accordingly, in our rental agree- 
ments, a stipulated purchase price 
was agreed upon. We then sug- 
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gested that these firms rent the 
equipment for six months and, at 
the end of that period, reconsider. 
In almost every case the compa- 
nies reconsidered and _ then 
bought. The first six months’ rent 
was applied to the purchase price. 


Rentals Lower Purchase Price 


“The selling point in almost 
every instance was the fact that 
most of these companies were in 
the 80 per cent excess profits tax 
bracket and since their rental 
could be charged off as a business 
expense during the rental period, 
their net purchase price was ac- 
tually considerably lower than the 
quotation. 

“As an illustration, I have in 
mind one St. Louis war firm which 
was interested in 90 oak desks— 
flat tops and secretarial. The 
price was roughly $60 per desk. 
We rented them out at $5 each 
per month. At the end of six 
months, the company had paid 
$30 per desk, but since it was in 
the 80 per cent bracket, $24 actu- 
ally was carried by the govern- 
ment. This meant that the net 
price per desk, when purchased, 
was really only $36.” 

Not only were such firms thank- 
ful for the saving, but also for the 
fact that Peeper was willing to 
rent, for many never knew when 
their contracts would expire and 
a retrenchment might be ordered. 
Their appreciation of such serv- 
ice was also voiced in purchases 


April, 1944 














of other office equipment from 
the Peeper company. 

“We were happy to rent before 
the war; we have been lucky in 
renting during the war and at 
the same time helping infant 
companies find their footing, and 
we'll continue to rent after the 
war. It’s not only a service, but 
a profitable experience,” Peeper 
declared. 

Peeper has had no_ worries 
about the possible return of such 
rented materials as a used furni- 
ture drug on the market. He’s 
been fortunate in having as a 
partner a “Handy Andy” by the 
name of Eugene Brod. It wasn’t 
more than a few months after the 
Peeper company opened its doors 
ten years ago that Brod appeared 
on the scene. He volunteered to 
refinish used furniture for Peeper, 
but the latter merely smiled. In 
the first place, he was proud of 
his own repaints and secondly, he 
couldn’t afford even $15 a week 
extra salary. 

One day Peeper came down to 
work and there was Brod, unin- 
vited, refinishing some newly ac- 
quired old office equipment. 

“Couldn’t stand to see you go 
along without an experienced re- 
pair man any longer,” Brod cas- 
ually addressed Peeper. “You can 
pay me whenever you make 


enough money.” 

Today Brod is a partner in the 
financially-successful Peeper com- 
pany and in charge’of one of the 
most complete refinishing depart- 


ee 





STAFF MEETINGS ARE A REGULAR PART OF THE PROGRAM AT CLARK- 
PEEPER.—Central theme of President Charles Peeper’s “pep” talk in the picture 
above is a metal swivel mechanism, destined to replace present wooden mecha- 
nisms once such parts are released. Attentively listening, left to right, are W. F. 
Stickney, Lee J. Pappe, Lee Mullin, Fred Harmon and Eugene Brod. 


ments in the city, well-equipped 
to handle rental returns and 
trade-ins on new furniture. 

One of the most trying tasks 
of an office equipment man today 
is to induce prospective customers, 
for example, to buy wood files 
during the steel file drouth. Peep- 
er has urged his salesmen not to 
discourage interest in steel files. 
Naturally, they’ll be returning af- 
ter the war. However, a dealer 
depends on wood file sales today 
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for volume, so the Peeper com- 
pany has adopted a program of 
“order steel files today for post- 
war delivery, but meanwhile buy 
wood files.” 


As a result, Peeper has been 
accepting orders for post-war de- 
livery by convincing alert pur- 
chasing agents that steel file 
production immediately after the 
war will be limited and the field 
will be highly competitive. He 
adds that only those who make 
arrangements for post-war deliv- 
ery now can be assured of equip- 
ment when they want it later. 
The idea is clicking. 


Today the Peeper company is 
strictly an office equipment firm. 
But tomorrow it may handle ac- 
cessories as well, though Peeper 
hasn’t added any new lines. That 
is one of the problems which 
hasn’t been decided, as yet. How- 
ever, he is certain of one point— 
his firm will continue to carry 
only the best-advertised, most re- 
liable merchandise after the war, 
even though customers may be 
begging for desks, files and chairs 
—any kind—just so that they can 
renovate their offices. 


“The firms with whom we are 
dealing today have proven their 
excellent reputation by their fair- 
ness to us during the war emer- 
gency,’ emphasizes the young 
man with a veteran’s experience. 


THERE’S PLENTY OF WORK IN THE CLARK-PEEPER REFINISHING SHOP.— 

Shown here at work on a filing cabinet is Eugene Brod, partner and repa’rman 

extraordinary of the Clark Peeper Company, St. Louis, Mo. His two able assist- 
ants are Joe Burton (left) and his brother, Mose (right). 


“It’s something one just doesn’t 
forget once the buyers’ market 
returns.” 
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WARTIME FURNITURE 


ICTORY furniture has 

brought quite a number of 
problems to dealers which, if not 
handled properly, stand directly 
in the way of the opportunity to 
carry on his business. Victory 
furniture has brought some 
doubts and queries into the minds 
of many customers. These ideas 
should be turned into logical 
thoughts so that the purchaser 
will not hesitate in buying nor 
believe that he had something 
thrust upon him against his bet- 
ter judgment. 

“Dealers today face the prob- 
lem of selling Victory furniture 
to skeptical customers,” says 
Frank W. Amey, general manager 
of Reams, Lancaster, Pa., because 
it is generally believed that Vic- 
tory furniture is very much infe- 
rior to pre-war merchandise and 
much higher in price. These 
thoughts must be eliminated and 
customers instilled with the idea 
that they are getting satisfactory 
merchandise at fair prices.” 

Some of the problem factors in- 
volved in purchasing Victory mod- 
ell office furniture are as follows: 

1. Is the furniture flimsily con- 
structed and assembled? 

2. Is the price high? 

3. Will its appearance be an 
asset to the office in which it is 
going to be placed, or will it look 
“cheap”? 

4. Will it stand up under use? 

5. Will it have any trade-in 
value after the war? 

All these queries, and many 
more that come to customers’ 
minds, must have satisfactory and 
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convincing answers in order to 
assure continued sale of Victory 
model office furniture and at the 
same time convince customers 
that they have received their 
money’s worth. 

Satisfactory answers are avail- 
able if the dealer will stop to 
think over some of the questions 
fired at him. The old theme, 
“Well, this is wartime and we 
have to sell what we can get,” is 
not very convincing and does not 
help to clinch a sale. Giving ex- 
pression to such an idea contrib- 
utes to the prospect’s belief that 
Victory furniture is greatly infe- 
rior. Salesmen should avoid com- 
ments that will make negative 
impressions. 

In answering the problem ques- 
tions, the dealer should be fully 
satisfied that the explanations are 
logical and sound. That will en- 
able him to emphasize sales points 
with a confidence and sincerity 
that will overcome customer re- 
sistance. 

Wood construction and assem- 
bly work are practically the same 
as before. Shipments are invari- 
ably inspected carefully by man- 
ufacturers before sending them 
on their way. 

When the price question pops 
up, quote or show price tags of a 
similar piece of furniture sold 
prior to the war. Make careful 
comparisons with today’s Victory 





Victory Models— 


PROBLEMS 


models. This method usually an- 
swers the problem satisfactorily. 

“About the furniture being able 
to stand up under abuse and 
wear,” says Mr. Amey, “just ex- 
plain to the customer that any 
Victory furniture given the same 
care as other pieces will give good 
service. 

“When considering the appear- 
ance factor, remember that the 
question can usually be avoided 
if the dealer will take some pains 
to see that his furniture is dis- 
played attractively and is polished 
and dusted at regular intervals.” 

Many manufacturers are mak- 
ing plans with dealers involving 
the exchange of Victory furniture 
for standard lines after the war. 
This enables dealers to use the 
exchange idea as a sales feature 
in explaining their post-war 
trade-in problem to customers. 
Even in cases where arrangements 
of this kind can’t be made with 
manufacturers, Mr. Amey is ad- 
vising customers that he will take 
back as trade-in any Victory fur- 
niture he has sold. It is his opin- 
ion that most future trade-ins 
discussed with customers today 
will not become actual trade-ins 
immediately following the war. 
But it is one of the leading que- 
ries and must be answered to the 
satisfaction of customers. 

“Tf you will allow Victory office 
furniture to keep your sales on 
par and business running as usual 
or better,” comments Mr. Amey, 
“Victory furniture is a sure bet 
for customer satisfaction and a 
profitable business.” 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


ROM overseas a short time 

ago Business Builders welcomed 
a most prized communication 
from an Army officer who had 
been an office outfitter of quite 
some years’ experience. In his 
letter he directed us to write his 
uncle, who was carrying on in the 
management of his store, asking 
him to mail us a copy of an im- 
portant article that had meant 
so much to them. Thus, he said, 
this Business Builder item could 
be released through this page at 
the earliest moment. This we have 
done and both men noted that it 
first appeared in Lefax many 
years ago .. . here it is in its 
entire original form, and we hope 
that all business men and women 
who chance to read it will profit 
as these two thoughtful gentle- 
men wished: 


ENERGY 


ENERGY is power or ability to 
accomplish results. It is, in other 
words, the power to do work. 

Why do some men climb right 
ahead, paying little attention to 
obstacles, while others who work 
seemingly just as hard—and per- 
haps harder—do little more than 
mark time? 

We are told that in the economy 
of Nature nothing is lost. While 
matter may be transformed and 
energy changed in kind, neither 
matter nor energy can be de- 
stroyed. But matter may and does 
exist in many forms in which it 
is apparently of no use. Likewise, 
energy may go to waste or be mis- 
directed from its possibility to 
serve a useful purpose. 

The business man, for example, 
who does not make his energy 
count for all it should, loses just 
that much in results. The indi- 
vidual who fails to take advan- 
tage of opportunity loses to just 
the extent he might have made 
his energy serve him. 

As an aid to directing our en- 
ergy efficiently, we may summar- 
ize three habits to cultivate: 

FIRST, LEARN TO FACE PROB- 
LEMS SQUARELY.—Relatively 
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few people have the courage to do 
this. They are inclined to side- 
step their difficulties—to put mat- 
ters off—to excuse themselves— 
to drift, thinking that conditions 
may change. If things go on at 
about the same level—not much 
better and not much worse—such 
people rarely tackle their prob- 
lems and thresh them out. And 
so the days and months and years 
go on, and they keep plodding, in- 
stead of growing. 

SECOND, LEARN TO DO THE 
HARD THINGS FIRST —A great 
many brainy people have the fool- 
ish habit of putting their hard 
tasks off hour after hour until the 
day is pretty well spent and vital- 
ity and mental energy are at a 
low ebb. Then, of course, they 
have not as much kKeenness to 
bring to their problems as they 
ought to have—and the problems 
get the best of them. 

The ability to tackle a problem 
when it ought to be tackled, the 
habit of thinking all the way 
through it to a finish, and the 
directed energy necessary to 
carry that matter along over a 
period of time and to telescope 
it smoothly into the next interest, 
is sure to give strength and power- 
energy for larger service. 

THIRD, APPRECIATE YOUR 
MANY OPPORTUNITIES.—We are 
likely to think that if we were 
differently located in some other 
place, or more satisfactorily 
equipped, or were in contact with 
different people, that we could 
make a better showing. This is an 
imaginary and foolish conclusion. 
Scientists tell us that human na- 
ture is much alike the world over, 
and people and communities differ 
mainly in degree. 

It is up to us to use our energy 
to cultivate our own immediate 
field more intensively. If we go 
away or seek other connections, 
we must still use our imagination 
to get pleasure and profit from 
them. Use the same imagination 
where we are, to look beneath the 
surface—to study people and the 
local situation more deeply, and 
we will have lots of fun and be 
prosperous accordingly. 

These habits mean energy, effi- 
ciently used. 

Prosperity is only another name 
for intelligently directed energy. 


* * *” 


POSITION WANTED 


I want a place in YOUR store. 
I will be one of your greatest 
workers. 
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I will get new business for you 
every day. 

I will always be on the job. 

I will be on hand before the store 


opens in the morning. 

will stay and work for you after 

all others have gone. 

I will always be enthusiastic 

about you. 

will tell everybody about you 

and your merchandise values. 

I will increase your efficiency 
many times. 

I won’t ask for a cent of salary. 

I am absolutely necessary to your 
business. 

I am the WINDOW CARD. 


* * 8 
Enthusiasm without knowledge 
is like a mob without a guide. 
ak * + 
Any time is a good time to start 
carrying out a GOOD IDEA. 


* * * 


Lomi 


—_ 


To qualify as an executive, see 
what should be done and then 
see that it is done! 

ok * * 


Consistent War Bond Purchases— 
Your Intelligent “directed energy!” 
* * * 


You will be interested to know 
that last month’s special query, 
“What topic or topics do you as a 
dealer, manufacturer, or factory 
representative recommend for col- 
lective or individual sales discus- 
sions with salespeople of your 
organization and contemporary 
groups these present wartime 
days?”, has brought such a stream 
of replies that to do it justice in a 
composite report, we will give it 
full coverage in the May, 1944, 
Business Builders’ page. 

And if you have not already 
taken a moment or so to contrib- 
ute a bit from your experience to 
this or to another subject of your 
own choosing, please do so, dis- 
patching your note or letter to 
the co-ordinator of Business 
Builders, care of Shaw & Borden 
Company, Box 2153, Spokane 2, 
Washington. 

Appreciatively, 
Ralph B. Ortel 


A new feature: Let’s call it our 
TERSE-TRAILER THOUGHT OF 
THE MONTH: “An executive is 
measured by the number of peo- 
ple who are GLAD to work for 
him.” Send in your nominations 
for future TERSE-TRAILERS. 
T-h-a-n-k-s! 


Oo eae 
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EDITORIAL 





We're in a Business Transition 
Period Now 


@ UBIQUITY of discussions, speeches and 
special articles in newspapers, general period- 
icals and the business press on post-war prob- 
lems and plans has almost obscured the fact 
that we’re even now in a period of transition 
from a war economy to a peace economy. In 
certain divisions of the war production program 
manufacture has reached its peak and is taper- 
ing off. Some materials have been released or 
restrictions eased, permitting gradual resump- 
tion of civilian production in certain lines. One 
happy result is a trend away from Victory 
models and back to pre-war merchandise. 

Logically, as war production needs are met, a 
corresponding decrease in the amount of prior- 
ities business becomes evident. Business an- 
alists, however, express confidence in the ability 
of American business to reconvert to manufac- 
ture for civilian use with little loss in total vol- 
ume for the country, at least for some time. 
Maintenance of total volume means an increase 
in civilian production equivalent to the drop in 
war production. The increase naturally involves 
non-priority goods. 

Maintained total production assures main- 
tained office activity. If office operations are 
kept at peak, the need for office utilities remains 
at high level. To the dealer who makes a con- 
scious effort to feel the pulse of the civilian 
market and adjust to its demands will go the 
reward of earliest possible return to normal 
business. 


_—_<.—>- 


He gives only this worthless gold 


Who gives from a sense of duty. 
—Lowell 
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Again, Carbon Copies on the 


Backs of Letters 


@@ AT A COMBINED meeting of the Asso- 
ciated Business Papers, Inc., and the Chicago 
Business Papers Association held in Chicago a 
short time ago, various means of meeting the 
critical shortage of paper were discussed. They 
had to do first with the use of lighter stock, 
trimming of margins, and smaller press runs. 
The chairman then made a suggestion which 
has appeared in OFFICE APPLIANCES Several times 
in a period of 25 years or more. He recommended 
that carbon copies be put on the backs of letters 
to which reply was being made. He offered the 
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suggestion as a means of saving paper and men- 
tioned incidentally that further saving would be 
effected in file capacity. 

The paper situation has become more critical, 
one of the important causes being shortage of 
labor to cut the trees from which the pulp is 
made. It is urged that all users of paper be as 
careful as possible in order that the “mileage” 
per ton may be increased. 


<-->. 


Democracy is that way of life for a man or for a 
nation which uses the widest self-interest to promote 
justice and at the same time guards and guarantees 
self-respect.—P. S., Published by Comfort Printing & 
Stationery Company, St. Louis, Mo. 


_—_<-—-_>- 


The Oil Feather 


@¢ E. Y. HORDER, founder of Horder’s, Inc., 
has always demonstrated a great capacity for 
getting along with people and helping them to 
get along with one another. This faculty, one 
of the important ingredients in the formula of 
his success, was acquired, he says, through the 
influence of a book he read many years ago. 
Titled “The Oil Feather,” and written before oil 
cans designed to control flow of oil were in use, 
the book refers to the custom of applying oil 
where necessary by dipping a feather in the 
liquid and brushing it over the surface needing 
lubrication. The feather played an important 
part in making machines run smoothly. Apply- 
ing the principle to human relations, the writer 
of the book assured his readers that use of the 
“oil feather” technique would be infinitely more 
profitable than succumbing to the desire to 
indulge in an outburst of temper. 

Mr. Horder confesses to moments of anger 
in his long business career, moments heavy with 
the impulse to speak sharply; but recollection 
of the sage advice in “The Oil Feather,” helped 
him to practice restraint, to his own advantage 
and to the benefit of his business associates. 
The welfare of everybody is promoted when the 
“oil feather” technique is in function. 


_—_—-.—2>-+- 


The more a man Knows about himself, the less he 
says about it—The Tabulator, American Writing Ma- 
chine Stores Division of Remington Rand Inc. 


_>--o- 


NSA Regional Meetings 


@ AS THIS issue is being put to press the 
annual series of regional meetings of the Na- 
tional Stationers Association is being initiated 
at Fort Worth, Tex. In rapid succession through 
the month of April and on into May, assemblies 
will be held in Kansas City, Mo.; Denver, Colo.; 
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Los Angeles and San Francisco, Calif.; Portland, 
Ore.; Milwaukee, Wis.; Chicago, Ill.; Columbus, 
Ohio, and Philadelphia, Pa. Attending all the 
gatherings will be NSA President Robert D. 
Latsch and General Manager Charles P. Garvin. 
Traveling with them to be present at most of 
the meetings will be a group of association- 
minded men who have become known as “NSA 
Troupers.’”’ Supplemented by local talent under 
the guidance of regional governors, the pro- 


HERE AND THERE 


MASHEK BRIEF CASE BRINGS 
TOP BID OF $10,000 IN 4TH WAR 
LOAN BOND AUCTION 


Down in Columbus, Miss., the pop- 
ulace recognizes not only the neces- 
sity of buying War Bonds, but are 
obviously aware of quality when it 
comes to leather goods. Early in 
February, when the town was mak- 
ing its supreme effort to go "over 
the top" in the Fourth War Loan 
Drive the Junior Auxiliary sponsored 
an auction at a local theatre, all 
items being donated by local mer- 
chants. 

L. B. Divelbiss, 413 Main Street, 
Columbus, office outfitter and sta- 
tioner, donated a Mashek brief 
case to the cause, with the expecta- 
tion that it might bring in a $1,000 
War Bond bid. But to the surprise 
of almost everyone present at the 
auction, the brief case snared top 
honors with a bid of $10,000, against 
such competition as live poultry, 
pigs, permanent waves, shotgun 
shells, groceries, furniture . . . yes, 
ladies, even Nylon hose. 

Mr. Divelbiss and the Mashek or- 
ganization deserve hearty congrat- 
ulations on the part their merchan- 
dise played in helping finance the 
war effort. 


WIFE OF SANFORD EXECUTIVE 
EXPERT ON "GAY 90'S" MUSIC 

Mrs. Fred C. Schaefer, 1317 
Summit Avenue, St. Paul, Minn., 
wife of the well-known vice-president 
of Sanford Ink Company, Chicago, 
IIl., has carved an enviable niche for 
herself as one of the nation's out- 
standing connoisseurs of music of 
the Gay 90's. Literally dozens of 
the hits of this historic period are 
represented in her splendid assembly 
of sheet music —add to this her 
hundreds of old-fashioned cylinder 
records and the resultant collection 
is probably unmatched anywhere in 
the United States. The entire dis- 
play was recently shown in a window 
of "The Golden Rule" department 
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store in St. Paul, together with some 
of her antique furniture and beauti- 
ful quilts. 

A mention of Mrs. Schaefer's de- 
sire to start a "Gay 90 Circle," an 
informal group of lovers of popular 
old songs, was recently made in a 
St. Paul newspaper column and as a 
result she has been swamped with 
prospective members. 

Not all of her spare time is taken 
up by her collection, however, for 
she's very active in Red Cross work 
and yet finds an opportunity to do 
her bit at the local Service Men's 
Center, where she frequently pre- 
sides at the piano. Oddly enough, 
she says, the fighting men show 
even more enthusiasm for the bal- 
lads and cake-walks of 40 years ago 
than for modern swing and boogie- 
woogie. 


USE OF TYPEWRITER FIRST OR- 
DERED BY QUARTERMASTER 
GENERAL 68 YEARS AGO 


It is a mistaken idea that the use 
of the typewriter by the armed 
forces is something new. As a 
matter of fact, Dr. F. E. Fitzgerald, 
librarian for the Office of the Quar- 
termaster General, recently un- 
earthed a circular, dated September 
9, 1876, which specifically ordered 
the use of the typewriter in handling 
correspondence. Written by hand, 
the order reads as follows: 

Circular: 

To the principal clerks in charge 
of Branches Q.M.G.O.: 

"The Quartermaster General de- 
sires that use be made of the type- 
writer. The principal clerk of each 
branch of this office will therefore 
please designate some one person 
under his direction to take charge 
of a typewriter, and by practice be- 
come familiar with, and proficient 
in, its use, in order that all letters, 
not mere forms, the product of each 
branch, may be printed by it." 

/s/ G. P. HINCKEL 
Chief Clerk. 
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gram personnel will be of exceptional caliber. 
Many of those registered at the regional meet- 
ings will find it impossible to attend the na- 
tional convention. In this fact resides the real 
value and significance of the district assemblies. 
Because of the manner in which they are 
planned and conducted, they effectively com- 
bine the advantages of local viewpoints and 
national perspectives. They provide a means for 
NSA service to reach all parts of the country. 


TENNESSEE PHARMACIST IS 
CRACK TYPEWRITER 
MECHANIC 

No mere dispenser of pharma- 
ceutical concoctions is R. A. Pierce, 
one of the partners of the F & P Drug 
Store in Greenville, Tenn. Back in 
1930 a salesman left a few portable 
typewriters on consignment at the 
store. These sold readily, but the 
proprietors soon learned that in or- 
der to stay sold, machines had to be 
serviced. Utilizing the services of 
errant hand-bag mechanics proved 
far from efficacious, and Mr. Pierce, 
being the only member of the firm 
with a mechanical turn of mind, soon 
saw that he was destined to soil his 
own hands and clothing. Within a 
brief period, he was able to effect a 
cure on any ailing typewriter. 

The service department of the 
store rebuilt and reconditioned 42 
machines of the four leading manu- 
facturers for the Procurement Pro- 
gram, and not a complaint was reg- 
istered. Today, the shop is equipped 
to handle any repair job, even to the 
antiquated Hammonds, Olivers, 
Blickensderfers, Monarchs and Smith 
Premiers. 

Some interesting incidents have 
come about in his work as a type- 
writer man, Mr. Pierce relates. Re- 
cently, for example, a missionary 
from China brought in a Corona 
portable for reconditioning. Inspec- 
tion divulged that the machine, V6A- 
00001-T, sold by Dodge and Sey- 
more (China) Ltd., was the first one 
of this model to be sold in China. 
The sale was made in Shanghai to a 
missionary from Greene County, 
Tenn., who later brought it back to 
the States for servicing. Another un- 
usual item is the widely scattered 
nature of some of his sales—one ma- 
chine being shipped to Washington 
state, one to the Canal Zone, and a 
third to a missionary in Somaliland, 
near Ethiopia, at the time when 
Italian forces were overrunning this 
area. 
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WARD HARRIS COMPANY MIMEO- 
GRAPH ORGANIZATION EXPANDS 
RAPIDLY IN NORTHERNCALIFORNIA 


On July 1, 1943, the Ward Harris Company, newly 
organized by Ward Harris, Ediphone distributor for 
northern California, took over the distribution of A. B. 
Dick Company “Mimeograph” products in the 29 
counties of northern California. Six months later 
the new company had grown into an efficient sales 
organization of 51 people with headquarters in San 
Francisco and branches in Oakland, Sacramento, San 
Jose and Fresno. Sales agencies are located in four 
other cities. 

Starting from scratch to build a specialty sales or- 
ganization in peacetime is a matter not to be taken 
lightly; building such an organization in wartime, in 
a locality which is conceded to be one of the most 
congested and most acutely affected by the manpower 
shortage is an undertaking which could well be ap- 
proached with trepidation. 

In solving the numerous problems which confronted 
them, Mr. Harris and his able assistant, Robert Abbott, 
proved that the will to do plus many long distance 
telephone calls, innumerable personal interviews and 
liberal burning of midnight oil could overcome diffi- 
culties which at first glance might seem insurmount- 
able. 

The manpower problem was of more than ordinary 
importance in this instance, not only because of war- 
time scarcity of personnel, but because a specialty 
sales organization must, of necessity, be composed of 
men and women adequately trained in the instruc- 
tional work, mechanical service and selling required 
by the product. 

Both Mr. Harris and Mr. Abbott realized that they 
would have great difficulty locating the kind of people 
they wanted as the nucleus of a permanent organi- 
zation. Years of successful Ediphone distribution had 
proved to them that a specialty sales organization, to 
be properly manned, must be composed of men and 
women who are qualified by temperament and train- 
ing for the jobs to be done. So a determined and in- 
telligent effort was made to avoid the usual danger, 
now heightened by wartime scarcity of personnel, of 
attempting to fit round pegs into square holes. 


Harris in Industry Since 1910 


Mr. Harris’ years of experience in the office appli- 
ance field give him a background for the top manage- 
ment of the two lines which would be difficult to 
duplicate. Starting as Dalton adding machine factory 
mechanic in 1910, he became distributor for Dalton 
and Ediphone at Spokane, Wash., in 1914. In 1920, he 
became assistant general sales manager for Dalton 
in charge of the western 19 states, with headquarters 
at the factory in Cincinnati; later he was made west- 
ern manager for Dalton, with headquarters at San 
Francisco. 

Shortly after the merger of the Dalton Adding Ma- 
chine Company with Remington Rand, Mr. Harris be- 
came Ediphone distributor for British Columbia and 
western Washington, with offices at Seattle. In 1932, 
he went to San Francisco as distributor for Edi- 
phones for northern California. Incidentally, he has 
held sales classes and sold machines in 12 different 
foreign countries. 

While with Remington Rand, Mr. Harris made a 
tour to the Orient, performing special services for 
Dalton agents. On that trip appeared a most unusual 
incident. Mr. Harris and another person were in an 
auto going along the road from Bangkok to see the 
ruins of Angor. There were no road markers and Mr. 
Harris was not sure of the route. Presently coming 
to a cross road he saw another car approaching in 
the distance. When it drew near enough Mr. Harris 
stepped out and asked for information about the road, 
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upon which the man in the other car hurriedly opened 
the door and Ward Harris and W. R. Cummings of 
Monroe Calculating Machine Company, old acquaint- 
ances, stood face to face. Mr. Cummings said that he 
knew from the nature of the query it came from some- 
one from the United States. 


From Music to Office Machines 


During the past 12 years, the Ediphone organization 
in northern California has done a nationally outstand- 
ing job in building a top-notch organization capable 
of rendering the best in mechanical and sales service 
to their many customers. 

The approach of Robert R. Abbott to his position as 
assistant to Mr. Harris has been varied, if not inter- 
esting . . . a professional musician, musical instru- 
ment salesman and an expert and authority on rare 
old violins. Mr. Abbott represented the famous 
Rudolph Wurlitzer collection of rare violins and cellos 
on the Pacific Coast. As an expert salesman of rare 
instruments, Mr. Abbott sold hundreds of thousands 
of dollars worth of rare violins to famous musicians 
and collectors. 

Mr. Abbott decided to make all things musical his 
avocation and began to seek success in other specialty 
selling fields. After an interlude selling vacuum clean- 
ers and other specialties, he entered the office appli- 
ance field. This was about nine years ago. He proved 
himself a successful salesman from the outset, win- 
ning national sales contests. Later he demonstrated 
ability to train others to sell successfully. This latter 
ability was responsible for his advancement to his 
present position. 

In charge of Ediphone at Oakland is Otto Hieb, who 
has very successfully managed this territory for 12 
years; in the same territory, as manager for Mimeo- 
graph, is Don Papworth, formerly representing Mimeo- 
graph at San Jose, Calif. 

Managing both Ediphone and Mimeograph in the 
Sacramento territory is Jimmy Rice, formerly owner 
of Paramount Dictating Machine and Record Corpo- 
ration of New York, and one of the best known dictat- 
ing machine men in the country. 

At Fresno, Ediphone-Mimeograph activities are 
managed by Charles Kreamer who has years of suc- 
cessful Mimeograph experience in this same territory. 


At San Jose, Park Harris “carries the ball” for Edi- 
phone; Joe Roesch represents Mimeograph. Both of 
these men have had years of experience in their re- 
spective lines. 

To complete the new organization, the following ex- 
perienced Mimeograph personnel were “imported” to 
San Francisco: from Madison, Wis., came Dorothy 
Olsen to take charge of the new customer aid depart- 
ment; Karl Benrath, formerly with Mimeograph in 
San Francisco, and until recently selling Mimeograph 
in southern California, will help increase San Fran- 
cisco sales volume; at Oakland, there is Mimeograph 
salesman Joe Gerard from Kentucky, and in charge 
of the service department, Jim Molitor from Spokane, 
Wash. New York City is represented by Jimmy Rice, 
who is mentioned in another section of this article. 

After six months joint experience with Ediphone 
and Mimeograph, Mr. Harris says that the customers 
Thomas A. Edison Inc., the A. B. Dick Company and 
the Ward Harris organization all stand to gain much 
because now fine ground-floor stores can be main- 
tained in provincial territories, staffed with experi- 
enced service and sales personnel. 

Accounting for the five offices is handled in San 
Francisco. All paper work has been simplified, shop 
routines have been streamlined and modern equip- 
ment installed to speed service work. A program of 
continuous Sales training has been inaugurated, and 
the six-month-old Ward Harris Company is well on 
the way to becoming—as they already have become 
for Ediphone—one of the leading distributors of 
Mimeograph products. 
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E. Y. HORDER 


HORDER’S EXECUTIVE CHANGES 
Presidency Taken by Harry Horder; E. Y. Horder 
Becomes Chairman of the Executive Committee; Treas- 


urer Added to Title of F. P. Seymour 





HE CHANGES in the title and responsibilities of 

the chief executives of Horder’s, Inc., Chicago, re- 
ported briefly in the March issue, will result in no 
changes in the operating policies of the company. The 
action of the board of directors puts the full duties 
of the presidency on Harry Horder, shifts E. Y. Horder 
to chairmanship of the executive committee, and adds 
to F. P. Seymour’s functions as vice-president and 
secretary, the duties of treasurer, relinquished by 
Harry Horder. 

In a statement made following his election, the new 
president said that organization lines of the company 
are being smoothed up, new men are being added to 
strengthen the staff, and division of responsibilities 
is being clearly defined. He looks forward with opti- 
mism, although he recognizes the difficulties that 
will visit all merchants in the remaining period of 
the war and in the post-war world. Through careful 
research and subsequent analysis of the facts and 
trends disclosed, he is confident that the Horder 
organization will continue its 43-year record of growth. 

Harry Horder was in high school when his father 
founded the business in 1901. After school and on 
Saturdays he helped out at the store at 149 Washing- 
ton Street. Upon graduation in 1905 he went to work 
on a full-time basis, which, in those days, was not 
a 40-hour week. He served as errand boy, waited on 
trade, and helped his sister Ivy (later Mrs. Fred P. 
Seymour) keep the books. By the time he had reached 
the age of 23, his experience embraced every phase 
of the business. In 1912 he became treasurer of the 
company, a position he held until his recent elevation 
to president. 


Business Management Studied 


Through the years, Harry Horder’s interest has 
centered in business management and its importance 
in the merchandising scheme. Contact with business- 
men other than stationers has helped him to maintain 
the viewpoint of a business scientist. About ten years 
ago he instituted a study program which has re- 
sulted in an improved physical setup of the business 
as well as an advance in the co-ordination of the 
various factors in the enterprise. A logical develop- 
ment was a post-war planning activity that is helping 
greatly to chart the future course of Horder’s, Inc. 

Two good reasons for Harry Horder’s interest in 
aviation (he is a licensed pilot) are his two sons, 
Edward and Robert, both of whom were in military 
Service before Pearl Harbor was attacked. Edward 
received his wings in January, 1942, and is now a 
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F. P. SEYMOUR 





first lieutenant in the Army Air Forces. He has been 
stationed in Panama since November, 1942. Robert 
flies for the Navy. He earned his wings in the summer 
of 1942 and then served as an instructor for a year 
and a-half. Now he is on active duty piloting a fighter 
plane on the Pacific. 

F. P. Seymour joined the Horder staff in 1918, four 
years after his marriage to Ivy Horder. In referring 
to the affiliation some years later, E. Y. Horder said, 
“The continued growth of the business demanded 
greater executive supervision, and H. G. and I felt that 
Ivy’s interest in the business would be better protected, 
and the whole organization strengthened if we could 
convince Mr. Seymour, then advertising and sales 
manager of the Waterman Fountain Pen Company, 
that he should join us, which, after due consideration 
and investigation, he did. It was a step beneficial both 
to himself and to us.” 


Tribute to E. Y. Horder 


The Horder business, like any large and successful 
enterprise, did not come into being because of the 
genius and work of only one, two, or three men. It 
is a monument to the co-operative effort of many men 
and women. Yet to one man, Edward Young Horder, 
must go the honor of having made the largest single 
contribution. A fitting tribute was paid him in a 
printed message sent to Horder customers on the 
occasion of the firm’s fortieth anniversary in 1941. 
The statement is quoted in part below: 

“In our corporate youth E. Y. Horder built character 
into his employees who have since grown to managerial 
responsibility. In our adolescence, he drilled us in 
giving service, the like of which has not been ap- 
proached. In our young maturity, he led us in de- 
veloping new and better merchandise to which we 
could proudly add our mark. And now in the fullness 
of our 40 years of corporate life we are still growing 
and he still guides us in perfecting our services.” 

Early in 1929, E. Y. Horder wrote a little story 
of his career, to be deposited in the cornerstone of 
the Horder Building, which was nearing completion at 
the corner of Quincy and Jefferson Streets. As a 
human document it was a fascinating chronicle of the 
life of an earnest, sincere, generous and successful 
man. Perhaps the most revealing paragraph in the 
booklet is the concluding one, which reads as follows: 

“When working 14 to 16 hours a day in a London 
grocery shop, I dreamed of the time when I should be 
the ‘Master’ or ‘Boss,’ and no one should work those 
long hours; and now we see the realization of that 
dream and of those ambitions. I can truly say that 
I have come ‘through the furnace’ of difficulties, 
struggles, hardships, and perhaps greatest test of all— 
that of success and achievement—with an unimpaired 
(and perhaps greater) love for all that is beautiful in 
nature, art, literature and music, linked with a sincere 
desire to help those not so fortunately situated, so 
that I question very much if there are many men of 
my age who are really happier or more content.” 
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WHOLESALE STATIONERS ANNUAL CONVENTION 


The 29th annual meeting of the Wholesale Stationers 
Association held at the Biltmore Hotel, New York, 
February 28, 29 and March 1, was the largest in the 
history of the organization. Current and post-war 
plans were discussed by speakers of note and con- 
vention visitors were left with the feeling that they 
had received some very worthwhile assistance. In be- 
tween sessions the Association’s Customer Club was 
opened on the seventh and eighth floors of the Bilt- 
more, where more than 50 manufacturers held open 
house and had their merchandise on display. 


The convention was officially called to order Monday 
morning, February 28, by President M. A. Goldstein, 
Rochester Stationery Company, Rochester, N. Y. The 
invocation was delivered by David Koeller, Jr., Black- 
well Wielandy Company, St. Louis, Mo. President 
Goldstein gave the conference theme in his address 
entitled “What’s in Store for 44?” He spoke of closer 
ties between wholesalers and retailers as a “must” for 
post-war relationship. He said there must be no 
relaxing of war efforts, that all must continue to 
give their best toward a speedy winning of the war. 
He said the Association had passed through a success- 
ful year from a financial standpoint, as well as of ac- 
complishment, and thanked the members for their 
full co-operation. 


Lt. Col. John H. Chipman, Brown Brothers, Ltd., 
Toronto, Canada, second vice-president, then extended 
greetings from the Canadian division of the Wholesale 
Stationers Association. Conditions in Canada were 
described as much the same as here in the United 
States. 

H. C. Whittemore, secretary and treasurer, reported 
the Association now had the largest membership and 
was in the best financial condition in its history. He 
described the close co-operation of the Association 
with the War Production Board for the release of 
needed materials. He told of plans on which they are 
working concerning government inventories of surplus 
stocks and disposal of them, stating there are millions 
of dollars worth of materials involved. 


A series of panel discussions were presented entitled 
“If I Were ....” in which a manufacturer took the 
part of a wholesaler and vice versa. The purpose of 
the discussions was to get a comparison of views from 


opposite angles that would lead to a fresh approach 
to distribution methods. 

Herbert Held, Blackwell-Wielandy Company, St. 
Louis, Mo., A. H. Fagan, Butler Brothers, Chicago, IIl., 
Wm. Greenleaf, Bainbridge, Kimpton & Haupt, Inc., 
New York, and H. A. Holmlund, Scrantom’s Inc., 
Rochester, N. Y., were manufacturers for the occasion. 
Unusual interest was aroused and many good ideas 
were brought out, with all agreeing that co-operation 
was the key to solving their problems. 

George F. Griffiths, Noesting Pin Ticket Company, 
Larry Robbins, Eversharp, Inc., and Elmer Mayer, 
American Crayon Company, took the part of whole- 
salers. The study of markets in different geographic 
eras, the importance of education of employees by 
management in post-war planning, the cultivation of 
friendships, advertising and the giving of advice and 
service that would pay dividends later on were 
strongly stressed. 

After luncheon the guest speaker, Reverend Karl F. 
Moore, Pastor of St. Mark’s Methodist Church, Rockville 
Center, N. Y., was introduced. His topic “One World” 
was particularly well chosen, telling how man is de- 
pendent on man throughout all walks of life. Citing 
many parables and incidents which left a lasting im- 
pression on the minds of his listeners, his talk was 
enthusiastically received by all present. 

In the afternoon a bridge and tea was held for the 
ladies. Door prizes and numerous bridge prizes were 
given to reward amply the happy victors. The affair 
was well attended by wives and friends of members of 
the Association. 

The first speaker on Tuesday morning was Henry A. 
Dinegar, Director, Durable Goods and Products Divi- 
sion, Office of Civilian Requirements, War Production 
Board, Washington, D. C. His talk on problems of 
civilian supply indicated that the general policy of 
the agency would permit the resumption of civilian 
goods manufacture, after military requirements were 
met, in areas and plants affected by major cut-backs. 
New product lines, he believed, would be permitted 
certain manufacturers while others in the same field 
were still producing goods for the war effort. 


Ellis G. Bishop, Equipment and Supply Goods 
Branch, Office of Price Administration, Washington, 
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3. George Toomey, 


4. Harry Tehan, Higgins Ink Co., 


5. Bob Gooley, Acco Products, Inc.; 
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D. C., spoke on “Price Control Brought Up-to-Date.” 
OPA, he reminded, must depend on contacts and con- 
ultations with the business men in industry. Reciting 
some of the difficulties, he recalled that methods and 
techniques are now more difficult, that new commodi- 
ties and new producers had entered the picture. In re- 
viewing the pen and pencil situation he told of estab- 
lished ceiling prices, reduced production volumes and 
unit production curtailment. 

George Toomey, Accessories Unit, Consumers Dur- 
able Goods Price Branch, Office of Price Administra- 
tion, Washington, D. C., whose topic was “Pricing Gift 


Wear and Fancy Goods.” He told of a new clarified 
interpretation on selling, of interest to both manufac- 
turer and jobber, cautioning his listeners to “buy mer- 
chandise at right prices and sell merchandise at right 
prices.” He spoke of the maximum prices to jobbers, 
the general maximum price requirements and estab- 
lished maximum prices to stated classes of purchasers. 
Time was allotted for questions from the floor, both 
Mr. Bishop and Mr. Toomey being kept busy clearing 
up points for members. 

I. H. Bander, vice-president, 
Company, discussed 


McKesson & Robbins 
“The Six Questions in Merchandis- 





AMONG THOSE PRESENT AT THE WHOLESALE STATIONERS ASSOCIATION ANNUAL CONVENTION LAST MONTH 


1. Board of Control + ye David Koeller, Jr., Blackwell-Wielandy 
Co., St. Louis, Mo.; R. A. Weissenborn, National Pencil Co.; Harr 
Yager, David Kahn, Inc.; L. J. Tavernier, Fulton Specialty Co.; A. sd 
Fagan, Butler Bros., Inc., Chicago, Ill.; M. A. Goldstein, Rochester 
Stationery Co., Inc., Rochester, N. Y.; P. Moriarity, E. Morrison 
Paper Co., Washington, D. C.; H. C. Whittemore, Wheleoaio Sta- 
tioners Association; Clausen Long, Practical Drawing Co., Dallas, 
Tex.; R. A. Maish, Dennison Mfg. Co.; Louis M. Brown, Eberhard 
Faber Pencil Co.; G. F. Griffiths, Noesting Pin Ticket Co.; Harry 
Chandler, wren ™ Cushing & Foster, Inc., Boston, Mass.; G. 
Pierpont, Loewy Drug Co., Baltimore, Md.; oe, eX e Bain- 
bridge, Kimpton & Haupt. Inc., New York, N. ; ; Chive. 
Brown Bros. Ltd., Toronto, Ont., Canada. 

David Kahn, Inc., and Zelig Jinich, Cia. 

A., Mexico, D. F., Mexico. 


Head, Accessories Unit, Consumers Durable 
Goods Price Branch, OPA, Washington, D. C., and Ellis G. Bishop, 
Head, Equipment and Supplies Unit, Consumers Durable Goods 
Price Branch, OPA, Washington, D. 


and J. W. Wolford, J. K. Gill Co., 
R. C. Chapman, Oakville Co.; 


Jinbros 


Portland, Ore. 


April, 1944 


10. Standing: Alex Burkhardt, 


C. C. Shee. Oakville Co.; Joe Bell, Warshaw Mfg. Co.; D. N. 
Briggs, Sun Rubber Co. 

6. Bill Miller, General Pencil Co.; M. Sufrin, I & M Sufrin, Rudy Behr, 
Wm. Prym Co.; Arthur Edelhoff, General Pencil Co.; Chas. W. 
Lipman, Geo. B. Graff Co.; Geo. Nitschke, General Pencil Co. 

7. H. A. Holmlund, Scrantom’s, Inc., Rochester, N. Y.; Al Rebhan, 
Blake & oe Co., Boston, Mass.; Herb Held, Blackwell-Wie- 


landy Co., Louis, Mo. 
o. i. Levy. i oe Co., Inc.; Henry Levy, Silver Stationery Co., 
New York, ; H. S. Sanders, Stationers & Publishers Board of 


Trade, Hy Goldstein. Rochester Stationery Co., Inc., Rochester, 
N. Y.; E. T. MacIntyre, Defiance Sales Corp., R. A. Weissenborn, 
National Pencil Co.; Bob Gemmill, Binney & Smith Co 

i en — Jr.. Noesting Pin Ticket Co.; Louis Caracci, Nor- 
wood Co., New York. N. Y.; L. J. Tavernier, Fulton Specialty Co.; 


G.. F. Griffiths, Sr., Noesting Pin Ticket Co.; Julius oe David 
Kahn, Inc.; “Uncle” Charlie Small, Fulton soonene * o.; R. B. 
Putnam, Practical Drawing Co., Dallas, Tex.; Goldberg, 


David Kahn, Inc. 

Victor Safe & Equipment Co.; Leo 
Downey. Boorum & Pease Co.; Herb Hooks, Moore Push Pin Co.; 
F. W. Sampson, Moore Push Pin Co. Seated: Allan Murray, Victor 
Safe & Equipment Co., and Ellis G. Bishop, OPA. 
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ing.” Mr. Bander prefaced his discussion with a re- 
minder that our first duty was to co-operate fully with 
the war effort and bring it to a victorious conclusion. 
The six questions in merchandising, according to Mr. 
Bander, are: 

1. What do people want? 

2. Where can the product be best presented to the 
largest potential number of users? 

3. When is the best time to present it? 

4. Why will people buy it? 

5. How will we merchandise it? 

6. Who are the potential customers? 

Predicting that post-war production will be enor- 
mous, with more competition all along the line, he 
advises training now for efficiency in production, dis- 
tribution and selling to meet conditions to come. 

After luncheon a thrilling V-mail movie preview 
for stationers was presented, the RKO-Pathe motion 
picture “Mail Call.” It portrays the dramatic and ex- 
citing role played by V-mail in the war effort. The 
picture was shown by courtesy of Stanley Wessel and 
Company. 

The president’s reception and cocktail party held in 
the late afternoon was well attended and thoroughly 
enjoyed by all. 

A breakfast meeting was held at 8:30 a.m. Wednes- 
day by the Sales Representatives National Society of 
the Wholesale Stationers Association of the U. S. A. 


After the call to order at 10:30 a.m., with Vice-pres- 
ident Lt. Col. J. H. Chapman presiding, Chairman 
Joseph Straus, Automatic Pencil Sharpener Company, 
spoke of the newly-organized “Sales Representatives 
National Society of the Wholesale Stationers Associa- 
tion of the U. S. A.” The membership of this society 
will be confined to accredited sales representatives of 
firms that hold membership in the Wholesale Station- 
ers Association of the U. S. A. 

David Manley, editor of Modern Retailing, discussed 
“Preparing for the Approaching Buyer’s Market.” He 
spoke of the importance of the retailers’ part in the 
coming buyers’ market. He urged that some definite 
plans be made for the retailer who is the final outlet 
for all merchandise. He suggested that stores be ren- 
ovated and made attractive for the brisk competition 
to come, carry fresh merchandise and new items and 
once more become a stationery dealer. 


The installation of officers followed, with the follow- 
ing members elected to office: 

President, Max A. Goldstein, Rochester Stationery 
Company, Rochester, N. Y.; first vice-president, Clausen 
Long, Practical Drawing Company, Dallas, Texas; 
second vice-president, J. H. Chapman, Brown Bros., 
Ltd., Toronto, Canada; third vice-president, Harry 
Yager, David Kahn, Inc.; fourth vice-president, S. 
Rubin, Schranz and Bieber Company, New York, N. Y.; 
secretary-treasurer, H. C. Whittemore. 

In conclusion one of the best attended dinners ever 
held by the Association was given Wednesday night, 
March 1, at the Biltmore. Taxing the grand ballroom 
to its utmost, some six hundred guests assembled for 
a gala evening. R. J. Urmston, J. S. Staedtler Inc. 
proved to be a very able toastmaster and kept the 
program moving right along. 

After singing the “Star Spangled Banner” and “God 
Save the King” and giving a toast to the President 
and to the King, the new officers were introduced. 
There was music and dancing during the dinner and 
entertainment. Thus ended one of the most successful 
conventions in the history of the Association, the 
success of which was due in no small part to the dili- 
gence and industry of hard working committees. 

Se ee 


LOUISVILLE DEALER HAS FIRE LOSS 
The Electric Blueprint and Supply Company, Louis- 
ville, Ky., suffered a loss by fire in the afternoon of 
March 3. The damage was in the warehouse, the retail 
store not being affected. 
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MINNEAPOLIS STATIONERY FIRM 
PASSES FIFTIETH MILESTONE 


Farnham President Traces Half-Century of Progress 





1944 is the Golden Anniversary Year for the Farn- 
ham Stationery & School Supply Company, located 
in Minneapolis, Minn. “We’ve come a long way,” says 
Mr. A. J. Walker, president of Farnham’s, “and I know 
that if Mr. A. B. Farnham, the founder whose name 
the firm carries, were alive today, he would be proud 
of our organization, the extent of our growth, and the 
part we have played in the development of the North- 
west.” 

If you can remember back as far as 1894, you'll 
recall that in that year headlines told of a fire in 
Boston which destroyed 177 buildings and left 2,000 








A. J. WALKER 


people homeless; a fire in Chicago’s World Columbian 
Exposition which took a toll of $2,000,000 worth of 
buildings; Coxey’s Army reaching Washington; the 
official recognition of the Hawaiian Republic by the 
United States; and the adoption of the first Income 
Tax law (later declared unconstitutional) which be- 
came law without the president’s signature. Yes— 
and you'll remember that in 1894, Grover Cleveland 
was serving his second term as president; the national 
debt had jumped over $76,000,000 in a single year to 
reach the staggering total of $1,626,154,037. In Minne- 
sota, Wisconsin, and Michigan that year, forest fires 
raged out of control, destroyed 19 towns, killed 500 
people. 

That was the year that financial difficulties hit a 
small printing and bookbinding concern occupying the 
eighth floor of the Edison Building in Minneapolis. 
The bookkeeper of the firm, however, felt that with 
proper management the firm could succeed. This 
man’s name was A. B. Farnham. From his father he 
borrowed sufficient funds to buy control of the busi- 
ness. The next few years he waged a desperate fight 
to put the business on its feet and at the same time 
repay his debt. As one radio comedian would state it 
—‘He dood it’—and in 1900 the business was incor- 
porated as A. B. Farnham & Company, with a capital 
stock of $20,000. 

Expansion Began in 1904 

The business steadily expanded, sales mounted, more 
employees were added, and more space was found 
necessary. In 1904 an additional floor in the building 
was rented and the available space doubled. A sta- 
tionery department was then added in order to pro- 
vide a wider service for customers. A year later, in 
1905, the firm name was changed to A. B. Farnham 
Printing and Stationery Company, and capital stock 
was increased to $50,000. A. B. Farnham was president, 
George Loudon vice-president, and W. P. Budge, who 
had joined the business in 1903, was secretary. 

In 1907, having proved that his theory of business 
was correct, A. B. Farnham decided to retire. He and 
George Loudon sold their interests to G. R. Morrisey, 
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C. H. McGill, and E. S. Warner. Mr. Morrisey became 
president. Mr. Farnham moved to Washington, where 
he died in 1911 at the age of 42. 

A new employee, Arthur J. Walker, recent graduate 
of the University of Minnesota law school, joined the 
stationery department in 1909. At the end of two years 
he became manager of that department. 

Opening a stationery store at 419 Hennepin Avenue 
in 1912 was just another of the milestones of progress 
found in the story of Farnham’s. The Farnham store 
of today, although many times larger than the orig- 
inal, is in the same location. When death took Mr. 
Morrisey in 1919, his brother, W. J. Morrisey, became 
president of Farnham’s. W. P. Budge assumed the 
duties of secretary and treasurer of the firm. On the 
death of W. J. Morrisey in 1926, C. H. McGill became 
president. 

A school supply line was acquired in 1927 when the 
Williams Stationery Company was consolidated with 
Farnham’s. A year later the printing plant of the 
Farnham Company was moved to a new building 
occupying a half square block at Seventh Avenue S. 
and Fifth Street, where it was consolidated with Mc- 
Gill Lithograph Company. Other associated companies 
are McGill Paper Products Company, McGill Colortype 
Company, Syndicate Printing Company, United Type- 
setting Company, and Graphic Arts Engraving Com- 
pany. The merchandising end of the business con- 
tinued on its 50-year stand in one location in the 
Lumber Exchange. It was about this time, 1929 to be 
exact, that Farnham’s first celebrated the distinction 
of having annual sales pass the million dollar mark. 

Walker Named President in 1931 

In 1931, a holding company known as the McGill- 
Warner-Bigelow Company was formed to take over the 
capital stock of all the affiliated companies in which 
C. H. McGill and E. S. Warner held controlling in- 
terests. Mr. Arthur J. Walker was then made president 
of Farnham’s. With Farnham’s now engaged primarily 
in the stationery and school supply business, the name 
of the firm was changed in 1934 to Farnham Stationery 
& School Supply Company. 

Today, Farnham’s is serving business firms and 
schools throughout the state of Minnesota and in 
neighboring states. Two catalogs are published an- 
nually, one for office supplies and one for school sup- 
plies, and include every conceivable item from small 
pins to executives’ desk, from Scotch tape to play- 
ground equipment, from a pad of scratch paper to 
blueprinting machines. 

The loyal support of manufacturers who recognize 
the distributor as the logical outlet for their merchan- 
dise and have kept it moving to this company, even 
under present extreme conditions, has enabled Farn- 
ham’s to serve its large clientele with better-than- 
average stocks. 

Mr. Walker, who has been with the firm 35 years, 
says there is a good deal of satisfaction in observing 
a fiftieth anniversary. All other officers and depart- 
ment heads agree with him. These include M. W. 
Knoblauch, vice-president in charge of the school 
supply division; W. P. Budge, secretary and treasurer; 
Clarence Benson, manager of the stationery division; 
George Seidel, manager of the office furniture depart- 
ment; James J. Wiltrout, manager of the retail store: 
Phil Ackerman, stock manager and purchasing agent 
.... Plus all the office and store workers and nearly 
a score of outside salesmen. 

“Naturally, we’re all a bit proud,” states Mr. Walker. 
“Each one of us here feels that he or she has a per- 
sonal share in this anniversary observance. In a way 
the occasion is like a warm ‘thank you’ from our many 
friends. It is evidence that we have rendered valuable 
service and have aided materially in the development 
of our conununity and state. We do not feel that our 
job is ended when we make a sale—rather it is just 
beginning. And that’s one reason why you find so 
Many names on our customer list that have been 
there year after year.” 
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Peerless-Imperial 


vice-president, 
Company, Inc., Newark, N. J., signed the Guest Book 
February 28. On a trip which was to take him to 
Portland, Seattle, San Francisco and Los Angeles, he 
planned to spend his time principally with the com- 


James Treanor, 


pany’s local representatives. He reported important 
developments in the company’s business, with special 
emphasis on recently expanded activities in hecto- 
graph carbon paper. 


D. J. Consodine of Kansas City, Mo., Middle West 
representative of Richard Best Pencil Company, signed 
the Guest Book March 8. He had been in Chicago 
several days calling upon the trade and stayed for 
the March 10 meeting of the Great Lakes Travelers 
Club, of which he is a member. A few days before 
starting on his trip, he came across a long-forgotten 
warrant showing his appointment as corporal by D. D. 
Eisenhower, Captain, Infantry, U. S. Army. Dan was 
company clerk and spent much of his time across the 
desk from the man who recently was selected to head 
up Allied army activities in western Europe. Dan was 
a top sergeant when his Army career was ended. 


Paul C. Harris of Neal, Stratford & Kerr, San Fran- 
cisco, visited with the office of this journal by tele- 
phone March 16. Having left California several days 
previously, it would seem that he paid his 1943 income 
tax early. In Chicago for several days, he spent much 
of his time contacting manufacturers. He planned to 
continue on to Grand Rapids and then to Evansville 
and Jasper, Ind., before starting his return trip. Busi- 
ness he reported as being lively and railroad traffic 
in and out of San Francisco extremely heavy. 


Claude W. Allen of Youngstown, Ohio, assistant to 
the manager of dealer sales, The General Fireproofing 
Company, signed the Guest Book March 20. Stopping 
in Chicago with a few hours between trains, he called 
at the office of this journal and at the company’s Chi- 
cago branch before boarding a Rock Island “Rocket” 
for Des Moines. He expected to be occupied in cities 
west of the Mississippi for several weeks, his schedule 
including regional meetings of NSA at Kansas City 
and Denver. While appearances make it hard to be- 
lieve, Claude is one of the oldest employees of the 
company in point of service, having started thirty- 
seven years ago. He is well known to dealers from 
coast to coast and particularly so in the broad area 
from the Appalachians to the Rockies. 


2 
COLUMBUS BLANK BOOK PRESIDENT RE-ELECTED 


Fred M. Ellis, president of the Columbus Blank Book 
Manufacturing Company, 311-321 South High Street, 
Columbus, Ohio, has been renamed president, and 
N. M. Petersen, formerly vice-president, advanced to 
executive vice-president. T. Carl Smith, assistant gen- 
eral manager, has been named a member of the board 
of directors. Other officers re-elected include H. B. 
Perkins, secretary-treasurer and general manager; 
J. B. Heckert, assistant secretary and auditor; Mr. 
Smith, assistant general manager; and Harry E. Squier, 
production manager. Directors, in addition to Mr. 
Smith, all re-elected, include Mr. Ellis, Mr. Petersen, 
Mr. Perkins, and Frank H. Gale.—AK. 
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Loose Leaf Metals Order Eased—More Production of 


Check, Currency and Mailing Machines— Business Furni- 
ture Committee Sef Up—Containerboard Demand Up 


LOOSE LEAF METALS REGULATION EASED 


On March 16, 1944, the War Production Board issued 
an amendment to General Limitation Order L-188, 
eliminating the restriction on types of loose leaf parts 
and binders that may be produced. No metal other 
than iron, steel, or zinc may be used in fabricating 
parts or units for binders, and zinc may be used only 
for the purpose of applying a protective coating or 
plating. The net result is that a manufacturer may 
now make any type of binder or loose leaf part, 
so long as the total weight of the metal (iron, steel, 
or zinc) used by him is not in excess of 1834 per cent 
per quarter (75 per cent per annum) of the metal 
fabricated by him into metal parts and units in the 
calendar year of 1941. Section (e) of the order, refer- 
ring to assembly of parts in inventory, has been 
deleted. 

o 


LIMITED PRODUCTION OF CURRENCY, CHECK 
AND MAILING MACHINES APPROVED BY WPB 


Permission to produce check-handling, coin-han- 
dling, and envelope-handling machines, currency- 
counting machines, postal permit mailing machines, 
and stamp-cancelling machines on WPB-approved 
orders for the Army, Navy, Maritime Commission and 
for essential industries, was granted February 26 by 
the War Production Board. Each manufacturer also 
is permitted to produce these office machines in suffi- 
cient quantity to maintain an inventory equal to 
20 per cent of the dollar value of the same class of 
machinery billed by him during 1941. 

At the same time, permission was granted for pro- 
duction of a limited quantity of autographic reg- 
isters, change-making machines, and shorthand-writ- 
ing machines. WPB approval of orders for this equip- 
ment will not be necessary since control is maintained 
by limiting production of these machines to a dollar 
value of not more than 20 per cent of the dollar value 
of the same class of machinery billed to customers 
during 1941. 

Production of all these machines has been pro- 
hibited, for the past year and a-half. Inventories now 
are exhausted and resumption of production is neces- 
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sary if requirements are to be met, WPB explained. 

Application for WPB approval of orders from essen- 
tial industries and for export, for check, coin and 
envelope-handling machines, currency-counting ma- 
chines, postal permit mailing machines and stamp- 
cancelling machines should be submitted on Form 
WPB-1688, while orders from the Army, Navy, and 
Maritime Commission are approved on Form WPB-2798. 

The action was made effective by an amendment 
to Order L-54-c, Service Equipment. 


o 


OPA SETS UP INDUSTRY ADVISORY COMMITTEE 
OF BUSINESS FURNITURE MANUFACTURERS 


Appointment of 18 representatives of office, institu- 
tional, commercial, industrial and public building fur- 
niture producers to an industry advisory committee 
was announced on March 18 by the Office of Price 
Administration. Simultaneously came an announce- 
ment that a questionnaire had been sent to producers 
in this field to gather factual information on base 
period and current conditions in the industry. 

When the returns from the questionnaire are in, 
they will help provide a basis for discussions between 
the new industry advisory committee and OPA’s na- 
tional office on the present price situation and the 
question of whether an increase in the producers’ 
present maximum prices is necessary. The dates for 
these discussions have not been set. 

The industry study announced on March 18 parallels 
that completed by OPA in the case of manufacturers 
of wood household furniture, who on December 17, 
1943, were granted a five per cent increase in their 
ceiling prices. At that time, the commercial furniture 
industry was not analyzed, OPA said. The order per- 
mitting the increase to wood household furniture pro- 
ducers (Order 1052 under Maximum Price Regulation 
188) specifically excluded “furniture and equipment 
for offices, stores, restaurants, commercial and indus- 
trial users,” and “public seating furniture such as 
opera, theater, or auditorium seats, bus seats, passen- 
ger car seats, and pedestal chairs.” 

OPA pointed out that the current study of condi- 


(Turn to page 144, please) 
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Cheer Up, Rag. FIRST THING 


TOMORROW WE'LL PUT A SUPER-ULTIMO 
RIBBON IN YOUR TYPEWRITER. THEN 
YOU'LL BE ABLE TO LEAVE AT FivE, TOO! '' 
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© @ That's right! When your typists use Super- 





Ultimo ribbons, production and tempers im- 
prove. You'll be proud to sign the letter they 


proudly hand you. 


FOR CLEAR, CRISP LETTERS —STRONG, READ- 
Save time, and brighten up the work with this | ABLE COPIES—CLEAN, SMUDGE-FREE HANDS. 


sheer, long-mileage ribbon. Six degrees of high 
pigment content inking are available and the 
fabric is identified. The right ribbon for you and 


your de partment is waiting for you. 


Another outstanding product of the orig- 
inators of 2-color Hectograph Uni-Masters! ‘ 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


COAST TO COAST DISTRIBUTION 
(ss T HIRO AVENUE ° BROOKLYN S27... Tas 
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ACME ANNOUNCES “VERI-VISIBLE,” COMPACT 
NEW VISIBLE UNIT FOR RECORD-POSTING 

A pygmy user of floor space but a giant in capacity 
is the Veri-Visible, a new type of record equipment 
recently introduced on the market by Acme Visible 
Records, Inc., 122 South Michigan Avenue, Chicago 3, 
Ill. Designed to provide unusual advantages of vis- 
ualized control for machine- and hand-posted records, 
the new unit will accommodate cards from eight to 12 





VERI-VISIBLE, NEWEST UNIT OF THE ACME LINE 


inches in height and in any needed widths. Moreover, 
according to the makers, the cards have three visible 
margins, each of which can be supplied in any desired 
visibility. 

The Veri-Visible, which occupies only about six 
square feet of floor space, is finished in olive green 
to match other Acme equipment. It may be moved 
easily from place to place on its ball-bearing swivel 
casters, which are fitted with locking devices to hold 
the unit in place when in use. 

Illustrated literature and price lists are available 
to dealers requesting additional information from the 
makers at the above address. 

A a _ 

MEILICKE PRESENTS NEW 1944 EDITION OF WITH- 
HOLDING AND 0O.A.B. TAX CALCULATOR 
Meilicke Systems, Inc., 3458-60 North Clark Street, 
Chicago 13, Ill., has just announced its new with- 
holding tax calculator for payroll offices for 1944. The 
chief advantage of the new edition, according to its 
makers, is that it gives the exact answers for proper 
deductions, to the nearest half-cent, of income and 
Victory tax withheld. The new calculator also shows 
the correct Old Age Benefit tax deduction on all wages 

and salaries. 

The calculator is an attractive and durable device 
with a fabricated base and rubber feet. The cards, 
representing earned pay in five-dollar steps to $250, 
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are mounted upright in a slanted rack, and drop into 
convenient reading position. Contrasting colors and 
celluloid-reinforced tabs arranged in ascending rows 
permit left-hand operation of the device, leaving the 
right hand free for writing. Earned pay appears on 
each card in red, with the “tax answers” arranged in 
columnar form in black, according to family status. 

Complete descriptive literature and prices may be 
obtained by communicating with the manufacturer 
at the above address. 

— 


NOISELESS CARBON MARKETED BY CARTER’S 

A new noiseless carbon paper, available in Midnight 
brand and in several other grades, has recently been 
announced by The Carter’s Ink Company, Boston, 
Mass. According to the makers, the new carbon is 
the result of long and painstaking laboratory research, 
is intensely black and produces unusually sharp copies. 
Long life is promised, together with a new standard 
in cleanliness. 

Samples of the various grades of the new noiseless 
carbon are available on request. 

ec 


BUSINESS EFFICIENCY AIDS PRESENT NEW FILES 

Designed to speed office routine and make possible 
the instantaneous location of any paper or corre- 
spondence are the two new file units—Swing-Dex and 
Tab-File—recently introduced by Business Efficiency 
Aids, makers of TIME-SAVER office equipment, Box 
258-J, Skokie, Ill. 

The Swing-Dex may be used as a four-purpose unit 
—a follow-up file, an alphabetic file, a subjective file 
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[ SWING-DEX 





Business Efficiency Aids 





THE NEW “SWING-DEX” FILE UNIT 


or a collator. The unit consists of a complete set of 
31 durable file pockets, suspended on a sturdy wood 
frame, and is designed to be placed lengthwise in 
the front of the deep desk drawer or placed upon the 
desk. All file pockets are equipped with four patented 
Ver/Tabs file hooks, holding them erect at all times. 
The hooks are permanently attached and there are no 
parts to be lost or mislaid when pockets are removed 
for use. The overall height is ten inches; the frame 
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Corona Portable Typewriters are not yet available 


for general civilian distribution* 


Recent news of limited resump- 
tion of office typewriter manufac- 
ture by our Syracuse plant has 
started a flood of inquiries about 
portable typewriters also. 

But our facilities for portable 
machine manufacture are still 
almost totally required by our 
armed forces; and the trickle of 
new portables now made is com- 
pletely absorbed by Army, Navy, 
and Maritime Commission, plus 
authorized export allocations. 
So civilian orders cannot now 
be filled. 

However, this widespread 
demand for Coronas leads us to 


make you this definite promise: 
We will not lose one unnecessary 
hour in getting back into portable 
production when authorized. 

As earnest of this intention, 
we announce that when portable 
manufacture is resumed, we shall 
concentrate our facilities on the 
four popular pre-war models 
illustrated below; we will not 
wait for the perfecting and test- 
ing of post-war refinements. 

Put it this way. You want port- 
ables ...lots of them. We can 
make lots of them... fast... 
if we don’t take time out to re- 
tool for changed designs. So 


while undoubtedly we'll have 
new designs to offer some day, 
we'll postpone that job until 
later... and give you as fast as 
possible the four fine portables 
that America was buying so 
heavily before the “‘freeze.”’ 


We hope you will approve this 


decision. 
\ ‘ 
Ea 
=e : 


—— 


\ Groton Plant 


SMITH-CORONA 


Typewriters 


LC Smith& Corona Typewriters Inc Syracuse1NY 


*Subject to possible changes in regulations subsequent to going to press; consult your local Smith-Corona Branch Office or Dealer. 
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CORONA ZEPHYR DELUXE 
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measures 14 inches in length and 12 inches in width. 

The Tab-File is a 20-drawer, hardwood cabinet of 
unusually rugged construction. Measuring 25’ inches 
inside, the drawers are of dovetail construction and 
have smooth sides, minimizing the danger of Slivers. 





DRAWER CONSTRUCTION OF THE “TAB-FILE” 


Designed to stack perfectly, they have plastic handles 
and drawer pulls. Hand-holes are provided to facili- 
tate carrying. Immediate shipment on orders is prom- 
ised by the manufacturer. 

Additional information on the above two file units 
may be obtained from the maker at the above adress. 














THE NEW REX-O-GRAPH MASTER SET 
(The description of this new product, manufactured by Rex- 
O-Graph, Inc., Milwaukee, Wis., appeared in the March 
issue of “Office Appliances”.) 


PRIORITY-FREE DESK FLUORESCENT AVAILABLE 


Santos and Company, 49 West 45th Street, New 
York 19, N. Y., has announced the immediate avail- 
ability, without priority, of an all-metal fluorescent 
desk lamp in crackle brown finish. 

Called the Model DL8, the lamp is 13 inches high 
and has an overall width of 18 inches. It is fitted 
with an 18-inch, 15-watt tube. Made to retail at $15, 





THE DL8 ALL-METAL DESK FLUORESCENT 


the new lamp is available in either A.C. or D.C., the 
price of the latter type being slightly higher. The 
Model DL8 is of solid, sturdy construction and its per- 
formance is guaranteed. 
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DIXON OFFERS NEW DRAFTING EQUIPMENT LINE 

Recently placed on the market by the Joseph Dixon 
Crucible Company, Jersey City 3, N. J., is a new low- 
priced line of rulers and protractors. Included in 
the line is a 12-inch ruler utilizing the metric system 
of measurement and a combination try square and 
protractor with French curves. Ail the mechanical 
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NEW DIXON MECHANICAL DRAWING AIDS 


helps necessary for simple draftmanship at home and 
at school are provided in the new offerings. 

Dealers may obtain additional information by con- 
tacting their Dixon representative, or by communi- 
cating with the company at the above address. 

aes, See 
NEW ELLIPSE GUIDES CUT DRAFTING TIME 

A new series of precision-cut ellipse templates is able 
to effect savings up to 50 per cent of the time formerly 
consumed on production illustration jobs (visuals), 
according to the claims of the makers of the device, 


— 





THE NEW LIETZ ELLIPSE GUIDES 





The A. Lietz Company, 913 South Grand Avenue, Los 
Angeles 15, Calif., and 520 Montgomery Street, San 
Francisco 11, Calif. Meeting professional accuracy re- 
quirements, these guides are .020 thick celluloid tem- 
plates and are made in a set of 10, with angles from 
15° to 60° by 5° increments. Templates of 60°, 55°, 50°, 
45° and 40° have ellipses from 14g” to 3%” increasing by 
32ds, then by 16ths to 1”, then by 8ths to 2”. Templates 
of 35°, 30°, 25°, 20°, and 15° progress the same, but 
start with sizes of 5/32”, 3/16”, 7/32”, 1/4” and 3/8”, 
respectively. 
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Who 





says carbon papers 


are all alike? 


ODAY—right now—the Roytype 
line of carbon papers is cracking 

all previous sales records! 
That fact alone should prove to you 
that carbon papers are NOT all alike. 


And when you consider that Roy- 
type* Carbon Papers are made by the 
Royal Typewriter Company—you 
have further evidence that the Roy- 
type line is really different! 


If Royal doesn’t know—who does? 


Who could be expected to know more 
about the manufacture of carbon pa- 
pers—and ribbons, too—than the mak- 
ers of the “‘World’s Number One Type- 
writer’’?. 

Royal’s experience in solving every 
typing problem . . . Royal’s enormous 
Scientific resources . . . make it only 
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natural for Royal-produced carbon pa- 
pers and ribbons to be unrivalled. 


For example, our matchless ex- 
perience has resulted in Roytype 
Park Avenue Carbon Paper. Its 
deep-inked surface permits one 
sheet to be used not just the aver- 
age 20 times, but up to 60 times, 
cleanly and clearly. 


Roytype Free-Flowing Ribbons 
work on a similar principle. The 
ink is soaked deep into the fabric 
and flows into the spaces where 
the type bar strikes the ribbon, 
constantly renewing its life. 


See the big difference? It’s this big dif- 
ference that makes BIG SALES! 
Here’s another “big difference”! 


Remember this— Roytype is the most 
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powerfully promoted line of carbon 
papers and ribbons in the country. A 
dramatic advertising campaign in 
LIFE Magazine—in big space—is con- 
stantly boosting Roytype’s advan- 
tages, holding old customers, winning 
new ones. 


Get in step with this advertising. 
Start pushing the Roytype line! Now! 


*TRADE MARK REG. U. 8. PAT. OFF. 





a ROYTYPE iss 


Carbon Papers and Ribbons 
made by the 


ROYAL 


TYPEWRITER COMPANY 
2 Park Avenue, New York 16, N.Y. 2 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch tn charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland. 
4 St. Bride Street, London, E. C. § 


London, February 29, 1944. 

Pay-As-You-Earn.—A modification of the official 
scheme has been suggested by the accountant of a 
firm of engineering contractors and builders and has 
received the approval of the Inland Revenue author- 
ities. Cumulative tables provided by the authorities 
effect either payment or repayment automatically 
from the current week’s earnings. The modified 
scheme effects any necessary adjustment after every 
third pay-day, making it the subject of a separate 
repayment which is added to the sum due to the em- 
ployee on the next pay-day. Non-cumulative tables, 
called simplified tables, are provided and the method 
followed is:— 

First, the weekly tax deduction can be read from 
the simplified tables and entered directly on the wage 
sheets; after the rush of pay-day the earnings and 
tax deductions are transferred to the employee’s tax 
deduction cards. These are totaled every third week 
and the total tax deducted is then compared with the 
cumulative tables. If the amount of tax deducted to 
date exceeds the amount shown by the cumulative 
tables, the difference is entered on the tax card below 
the total of deductions and the necessary repayment 
is entered and transferred to the repayment column 
of the wage sheet for the next week. 

In approving the scheme it is indicated that an em- 
ployer adopting the modified scheme may make the 
adjustments weekly or fortnightly, if preferred, but 
any adjustment at longer intervals than three weeks 
will not be permitted. 

The demand by industry on the very limited sup- 
plies of office machinery, to help them carry this 
additional burden on already overworked staffs, has 
created a very serious problem for the office appli- 
ance trade. 

* ok * 

The Passing of One of the Industry’s Famous Per- 
sonalities.—Born in 1881 at Canandaigua, near Roches- 
ter, U. S. A., Mr. Frank M. O’Brien had a remarkable 
career. He was the son of a farmer, but the land had 
no attraction for him. He started his business life in 
a boot and shoe factory, but quickly transferred his 
young energies to diverse occupations in a variety of 
industries. 

He first found scope for his inherent abilities by 
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becoming a salesman for a boot polish firm which took 
him to nearly every state east of the Mississippi River, 
and the experience he thus gained contributed in no 
small measure to his subsequent success in business 
life. 

His ambitions were, however, far from satisfied. Af- 
ter a few years he resigned and came to England at 
the age of 24. 

Mr. O’Brien and his two brothers (who predeceased 
him) were pioneers of the carbon paper and typewriter 
ribbon industry in Europe. They founded in 1904 the 
Kolok Manufacturing Company, which started in a 
very modest way in an old mission hall for working 
men in Paxton Road, Tottenham, the rent of which, 
inclusive of rates and taxes, was £1. a week. These 
premises were gradually enlarged to cope with the 
rapidly increasing business, and in 1907 the one-time 
mission hall was entirely reconstructed. Further ad- 
ditions were necessary from time to time until, in 
1913, the first instalment of the present factory, 
Rochester Works, Tottenham, was built. 

The next big development was in 1926, when an 
addition of two and a-half times the original floor 
space was completed. Immediately prior to the out- 
break of the present war a further large extension 
was contemplated, but the new conditions made it 
impossible to proceed. 

Mr. O’Brien was very well known in his industry. He 
was a member of the executive council of the Type- 
writer Trades Federation of Great Britain and Ire- 
land and took an active and keen interest in other 
allied trade associations. 

In 1923 he became a naturalized British subject. In 
the same year he joined the livery of the Stationers’ 
Company, serving as a renter warden in 1933-4. 

He had been in ill health for a long time, and be- 
fore the war wintered in South Africa to obviate the 
adverse effects our trying climate had upon him. 

He passed away peacefully on Monday, February 
14, 1944. 

His two sons hold commissions in the Army. His 
elder son, Major F. Basil O’Brien, a director of the 
company, is in Italy, and his younger son, Lt. James 
E. O’Brien, is in Ceylon. 

The funeral took place on Friday, February 18, 1944, 

(Turn to page 119, please) 
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k f OPENS PERFECTLY FLAT @ 
: NOW AVAILABLE ...WITHOUT PRIORITY 


Modification of WPB Limitation Order L-188 now permits manufacture of 
t the prewar model Shif-Dex binder. 
A recognized timesaver for all types of record keeping, Shif-Dex will help 
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“ solve current problems of reduced office personnel and wartime increase in vol- 
e ume of records. Shif-Dex will meet with a welcome reception on demonstration. 
a 
g SHIF-DEX FEATURES 
a, 
3e A complete line of modernized stock @ Opens perfectly flat—affords perfectly flat writ- 
a : ; : . ing surface. 
1e forms available in choice of sizes. : ; 
@ Single lever, finger-touch operation — opens 
% binder instantly to working position or for 
sheet changes. 
se @ Balanced construction—assures smoothness of 
n action with minimum effort. 
or @ Built-in automatic shift—opens space at any 
t- desired place for insertion of sheet; closes 
n space when sheet is removed. 
it @ Shift-lock—A safeguard against accidental shift- 

ing and disarrangement of record sequence. 
le @ Metal hinged covers of heavy binders board 
o= bound in black Levant grain imitation leather, 
a with “Resistal’”’ steel rims extending around 
er four sides—assure lasting service. 
@ Patented Sheet Lifters — Automatically guide 
ve sheets into — position when closing binder 
. and preserve sheet punchings. 
* Write for further description and prices 
ry 
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EASTERN NSA MANUFACTURERS CONFER 

A. J. Kerin, Tower Crossman Corporation, New York 
City, Governor of the 13th District, was the guest 
speaker at the conference of eastern manufacturers 
of the National Stationers Association on March 2 
at the Biltmore Hotel. This was the largest group yet 
assembled at this series of informal conferences be- 
tween manufacturers. 

Introduced by Chairman H. B. Van Dorn, Joseph 
Dixon Crucible Company, as a prominent educator 
and stationer, Mr. Kerin observed that it was an un- 
usual experience for him to have opportunity to get 
together with manufacturers and discuss mutual 
problems. All of us in business today are confronted 
with serious problems which are connected with the 
war and which, when considered by themselves, are 
of tremendous importance. But when considered in 
comparison with the entire after-war effect on the 
whole world they fade in proportion. If war con- 
tinues for another four to six years, Mr. Kerin believes 
we in America will be fortunate if we are able to 
retain our capitalistic system. Under this system we 
must think of an economy of abundance—more of 
everything must be produced better and sold at a 
lower price—labor must receive greater return than 
ever before—our people must make more money and 
buy much more and American production must reach 
a height greater than any one person can visualize, 
declared Governor Kerin. The alternative to this pro- 
gram, the speaker declared, will be a downward adjust- 
ment of the American way of life. He stated his belief 
that after the war we are due for a great upward 
surge in business, for we are going to set to work the 
enormous facilities then available for civilian pro- 
duction. 

In conclusion, Mr. Kerin observed that the dealer 
and manufacturer are inseparable, both being impor- 
tant elements in the scheme of getting merchandise to 
people to use and consume. Thus, dealers are entitled 
to all the help a manufacturer can render. He em- 
phasized the belief that manufacturers ought to deter- 
mine whether they are going to sell direct to con- 
sumers or distribute through dealers and, having come 
to a conclusion, stick to it and not try to ride both 
horses. 

A discussion of the points emphasized by Mr. Kerin 
followed and then the conference turned to the ques- 
tion of “distributor inventories and present distrib- 
utor buying tendencies.” In this discussion, much of 
the ground previously traversed was re-emphasized 
and led to the same conclusions—that distributors 
stocks were generally at a fairly low ebb. Instances 
were cited which proved some important distributors 
had highly unbalanced inventories which were already 
causing some measure of distress. 

C. C. Shee, Oakville Company, recounted his com- 
pany’s experiences in helping dealers to reach a sound 
inventory basis by training their salesmen thoroughly 
in proper procedure and insisting that salesmen use 
their knowledge to help their dealers attain and main- 
tain a elean stock. He cited one example wherein 
they were able to revive a poorly-operated business 
and convert it into a sound establishment, thus pre- 
serving for themselves a real potential outlet for 
post-war. 
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H. S. Sanders, Stationers & Publishers Board of 
Trade, substantiated Mr. Shee’s viewpoint by declaring 
that it was essential that inventory be classified 
according to class of products, not individual items, 
in order to get a clear view of the picture. Any effort 
manufacturers might expend to get dealers to keep 
their inventories that way was bound to reflect on the 
credit side of the ledger, he concluded. 

Harold F. Graves, Wilson Jones Company, explained 
how his company has been able to assist dealers to 
attain this end by supplying them with suitable stock 
records which were kept in order by Wilson Jones 
men. This resulted in cleaning up many dealers’ stocks 
and keeping them in prime condition thereafter. 

Chairman Van Dorn began a discussion on dealers’ 
inventories of products which were limited by govern- 
mental edict. Admitting the potential hazard to sales 
forces involved, he suggested that merchandise ought 
to be sold only to accounts whose total inventory of 
all brands of such merchandise was low. He sugg2sted 
salesmen ought not be over-persuasive to sell accounts 
who already had an adequate supply of such merchan- 
dise, even though wholly competitive. 

R. A. Jonas indicated that Oxford Filing Supply 
Company had tried such a plan, hoping to obtain that 
exact result, but found it lacking due to the human 
element as well as to the unequal need in different 
territories. 

Mr. Shee related how Oakville Company had man- 
aged to effect the result required by judicious use of 
a quota system based on base period purchases with 
allowances for territorial factors. 

Discussion was then launched as to the probabilities 
of freight embargos or restrictions in the near future. 
The consensus of opinion seemed to be that there will 
be some such embargos—to what extent and when 
will be dependent upon the fortunes of war. Opinion 
seemed quite unanimous that when the European 
fracas is settled, east-to-west shipments would en- 
counter some restriction, if not complete embargo. 

R. A. Jonas cited three methods by which salesmen 
could be procured after the war: 1. Manufacturers’ 
best prospects are to be found in dealers’ organiza- 
tions. Dealers should first be consulted, however, be- 
fore advances are made to such men. 2. Members of 
manufacturer’s inside organization who evidence both 
a desire and aptitude for selling. 3. Advertise need 
in trade papers. 

From the discussion that followed it is obvious that 
future salesmen are going to be chosen more scientifi- 
cally than has been the practice in the past, largely 
through the use of aptitude tests. 

After more round-table discussion occasioned by 
remarks of several who conversed on their individual 
problems, the conference adjourned to be called again 
at the judgment of R. A. Jonas. 


———— = 2 

PENNSYLVANIA GROUP TO HOLD DINNER DANCE 

The April meeting of the Stationers Association of 
Western Pennsylvania will be held April 17, 1944, at 
the Roosevelt Hotel, Pittsburgh Pa., at 6:30 P.M. 
Dinner, followed by dancing and entertainment, will 
highlight the evening’s festivities. The meeting will 
be open to members, travelers and their guests, and 
all visiting stationers and travelers are invited to 
attend. 
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1. IT MEETS WITH UNIVER. 
SAL ACCEPTANCE 


2. IT WEARS LONGER 
3. IS EASIER TO 
HANDLE 


4. PRODUCES MORE 
THAN 500 CLEAN 
COPIES 


IMPERIAL Spirit Carbon wig-wags an exciting 
message to Secretaries and Office Managers. A 
message about a superior hecto that has all the 
virtues . .. sharp legibility, rich tone, long-distance 
stamina PLUS COMPETITIVE PRICE. Consider all 
the factors and you must agree that IMPERIAL is 
America's best hecto buy. 









DEALERS and CARBON SPECIALISTS know that 
handling the PEERLESS-IMPERIAL line is equiva- 
lent to money in your pocket. Because PEERLESS- 
IMPERIAL inked ribbons and carbon papers come 
in a variety of grades, weights and finishes to 
suit every commercial need—whether it is a one- 
man office or a huge industrial plant. 


Now IMPERIAL Spirit Carbon offers you another splendid profit opportunity. Available in MEDIUM 
and INTENSE grades with a LONG DISTANCE carbon good for more than 500 clean, clear copies. 





GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 


NEW YORK OFFICE: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manvlacturers with the declers' viewpoint 
DETROIT, 37 Linden St., River Rouge, Mich * CHICAGO, 179 W. Washington Street 
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SALES TRAINING FOR DEALERS’ OUTSIDE MEN 
DISCUSSED AT NSA CHICAGO MEETING 


Witn an attendance of 22, the fourth meeting in the 
monthly series for the western group of manufactur- 
er members of the National Stationers Association was 
conducted under the chairmanship of J. Ed. Conlon, 
vice-president of the manufacturers’ division of NSA, 
in the Palmer House, Chicago, Tuesday, March 14. 
William Hoge, manager of dealer sales for the General 
Fireproofing Company, was scheduled to guide the 
discussion on the subject, “Training Dealer Salesmen 
for Outside Selling,” but he found it impossible to be 
present. Mr. Conlon took over in able fashion. 

An unexpected and particularly welcome visitor was 
Harry Anderson of The Globe-Wernicke Co. His spe- 
cial knowledge in the field of selling was of great 
benefit in discussing the various factors involved in 
the training of dealers’ salesmen. One of the points 
he suggested for careful consideration was how to help 
dealers’ salesmen to adjust to post-war conditions. 
Many of these men are receiving more than they earn, 
under current conditions. Actually, they aren’t selling. 
Business comes to them without effort. When they are 
forced to sell again, many will need assistance in 
order to carry on. 

Vernon Duke of the A. B. Dick Company pointed 
out that the easy selling attitude usually works from 
the top down. This makes it incumbent upon all in 
sales management positions to analyze their attitudes 
and correct them where necessary. 


Salesmen Must Be Aggressive 


Salesmen are the lifeblood of any merchandising or- 
ganization, was the opinion of George Holt of the 
W. A. Sheaffer Pen Company. Unless they are aggres- 
sive, the organization is almost bound to fail. Making 
easy money in large amounts has accustomed many 
salesmen to higher standards of living than they 
formerly enjoyed. Perhaps that will urge them to 
work harder than ever before when the break comes, 
in order to continue having the better and finer 
things in life. 

Another optimistic note was struck by George Cor- 
mack of the Wilson Jones Company, who referred to 
the intensive study and training being given young 
men in the Army and Navy as a factor that will help 
them respond rapidly and effectively to sales training 
programs when the war is over. He averred, however, 
that the training must be practical, with demonstra- 
tions supplementing the trade literature and text 
books. 

Because selling is easy, resolving itself very largely 
into order-taking, dealers are expanding their store 
business to the neglect of outside, specialized selling. 
In view of this, George Holt suggested that dealers be 
urged to plan now on building a sales organization that 
will be composed of men who will go out and sell when 
merchandise is readily available again. That is where 
the manufacturers’ salesmen come in. They are, or 
should be, instructors rather than salesmen. They 
should teach dealers’ salesmen how to sell. If dealers 
are given a printed outline of basic, fundamental sales 
methods for use in training their salesmen, the manu- 
facturers’ salesmen can follow up with effective train- 
ing on individual lines. 

Harry Anderson recalled the questionnaire he used 
in conducting a survey for NSA among dealers for the 
purpose of finding out how salesmen are found, de- 
veloped and retained. One discovery was that only 
one man in four who is tried out makes good as a 
salesman. Further, it takes an average of 18 months 
before a salesman becomes profitable to his employer, 
and the training process costs about a $1000. Obvious- 
ly, a successful salesman is a big investment. Dealers 
must be ready to make this investment in manpower. 

Al Aigner, G. J. Aigner Company, suggested that a 
simple manual of selling that would present the fun- 
damentals might be prepared and printed by NSA 
for distribution to dealer members. Ed Conlon ex- 
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pressed approval of the idea and then referred to the 
series of articles on various lines in the industry 
which were presented in the National Stationer a few 
years ago. He thought that it might be worth while 
to revise the articles so that they would be up-to-date 
and be worthy of inclusion in the suggested manual. 

In attempting to solve the problem of salesman 
shortage, George Baxter, Diebold, Inc., said his ex- 
perience indicated that sales literature had functioned 
fairly well as a substitute for personal representation. 
From another angle, sales literature and printed matter 
can be used effectively to train men as they are re- 
leased from military service. They will be eager to use 
every means at hand to get the training they will 
need to fit them into civilian life. Well-organized, well- 
prepared, and well-presented printed matter will do a 
job for them as well as manufacturers and dealers. 

Charles Hunt, Universal Paper Products Company, 
gave further emphasis to the idea that dealers must 
be trained to be real sales managers of their own 
staffs. And there is just as much need for skillful 
management when the sales corps consists of only two 
or three men as when it runs into the hundreds. 

At the conclusion of the meeting, Ed Conlon and 
George Holt were asked to present a resumé of the 
ideas and suggestions evolved in the preceding dis- 
cussion to those assembled at each of the coming 
NSA regional meetings. 

John Henn, Stanley Wessel & Company, was asked 
to serve as chairman of the next meeting of the man- 
ufacturers’ group, scheduled for Tuesday, April 11. 
The subject for discussion tentatively selected is, 
“Training Dealers’ Salesmen for Inside Selling.” 


——— = 2 —___ 


PENN-MAR-VA TRAVELERS STAGE FAREWELL 
LUNCHEON FOR PVT. RAY WILLIAMS, U. S. A. 


A farewell luncheon was given on Wednesday, Feb- 
ruary 9, to Ray Williams, Acco Products, Inc., who had 
edited the PENN-MAR-VA TRAVELER since it was 
first issued. The luncheon took place at the Hotel 
St. James in Philadelphia and at the head of the table 
sat Uncle Sam’s new recruit, Pvt. Ray Williams, U.S.A. 
Thirty-one of Ray’s fellow travelers and personal 
friends contributed to present him with a beautiful 

















RAY WILLIAMS 


wrist watch and additional cash to buy any miscel- 
laneous items a soldier needs. 

Governor Tom Stagg of the Third Regional District 
presented Ray with a Parker “51” pen and pencil set. 
Al Williams furnished the bottled “cheer.” Quart 
Graves was asked by Master of Ceremonies Bill Vogel 
to make the presentation and he expressed the warm 
feeling and good wishes of those around the table. 

Those who attended the luncheon, or made the 
affair possible, were—Kip Edwards, Millard Jackson, Al 
Williams, Bill Vogel, Ben Wachtel, Tom Stagg, Burt 
Brewster, Stan Woodruff, George Harscheid, Bill Pugh, 
Pete Peterson, George Leonard, Ed La Gasse, Henry 
Riegel, Dave Price, Norman Grass, John Kerns, Ralph 
Henriques, Ernie Eilers, Quartus Graves, Ed Johnson, 
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GOOD BUSINESS to sell 
AND 
c ST COLORED 
VOLUME down but PROFITS UP! 
STANDARD OF THE WORLD a longer, more generous margin of Profit. Now is 
means the famous “'Castell’’ brand. There will 
right away. We will give you every assistance. 


, 3 to GOOD SENSE and 
the PROFITABLE TDG 
4 
FA R Yes, Sir—Profit-wise Dealers quickly solved the 
Vencrec et". N Production Limitation order on Pencils by concen- 
¢ trating on the quality A. W. Faber line which yields 
the time when people want the best—are glad 
to pay for the best—and the best universally 
never be a better time to win your share of the 
Quality market, the Profit market. Let's get going 
Fi Write for samples and price schedule. 
= a No. 9101 etc. The Champion among Copying Pencils 


CASTELL COPYING produces clear, deep, indelible 

6 “MAJORS” lead the impressions and transfers with neatness and durability. 

A. W FA BER Made with extra-strong lead, its quality has never been 

° f ° matched for duplicating. Widely used by salesmen, 

Pp, insurance, postal and railroad workers and Govern- 

orit Parade ment Agencies. Available in No.9101 Hard, No. 9117 

. CASTELL Indelible and Colored Extra Hard and No. 9121 EXTRA Extra Hard. 

“et No. 9609 etc. CASTELL COLORED COPYING 


. WINNER Techno-TONE Draw- 


item Raul —2 foe She Thin Lead —an ideal substitute for ink. This ‘dry 


penholder’’ produces impressions of great intensity 
. COMMODORE Colored In- and copies clearly and neatly in the same color as 
delible Pencil — 10¢ the lead. Perfect for all color work, checking, signa- 


- ae tures— wherever a colored pencil is needed. An 
Pea ae ee Colored A. W. Faber profit standby" . . . are you getting your share? 
rayon Pencil — 
. COLUMBUS Thick Colored No. 9609 Red; No. 9610 Blue; No. 9611 Green; No. 9612 Yellow; No. 9111 Violet 


Crayon Pencil—10¢ 
. COLUMBUS Quality Black Lead 
Writing Pencil —5¢ FABER INC. NEWARK, N. J. 
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Earl Prentzel, Bob Farnum, Miles Jones, Dude Scott, 
Walt Nyce, Stanley Wright, Bob Lukens, Bob Gemmel, 
Bill Corbett and George Ragland. 

THREE EASTERN CITIES HOLD JOINT OFFICE 
MACHINE MEETING IN WASHINGTON, MARCH 13 


Attending the joint meeting at the Statler Hotel 
in Washington, D. C., on March 13, were strong dele- 
gations from three important office machine dealer 
associations of the East—Philadelphia, Baltimore and 
Washington. 

The business session was conducted by the three 
respective presidents, C. E. Bush, Washington; G. A. 
Harrington, Baltimore: and E. J. Toussaint, Philadel- 
phia. Principal subjects discussed at the one-hour 
meeting were the disposal of Government surplus ma- 
chines and the future of rationing. Some very interest- 
ing and enlightening views were expressed. 

immediately after the meeting, a very wholesome 
and enjoyable dinner was served in the Federal Room, 
where the many Government guests and association 
members were introduced. Among the former present 
were Harvey Mansfield, Ellis Bishop and Joe Hicks, all 
of OPA; Cameron Lynham, WPB; and Clarence Jones, 
War Department. Among the trade representatives 
present were Nick Fucci, president of NOMDA; Irving 
Ritchie and Mrs. Jessie Taylor, president and secretary, 
respectively, of the New York association; Charles 
Krause, Jr., NOMDA attorney; J. W. Densford, chair- 
man of the legislative committee, and the Washington 
and Baltimore branch managers of the typewriter 
manufacturers. 

Featured speaker of the evening was W. G. Tur- 
quand, Underwood Elliott Fisher Company, New York, 
who talked on “The Future of the Typewriter Busi- 
ness. 

Dancing started in the beautiful ballroom immedi- 
ately after the banquet, and continued until the wee, 
small hours. 





Oe 
CANADIAN OFFICE MACHINE GROUP MEETS 


At a special dinner meeting held by the Canadian 
Typewriter and Office Machine Dealers Association 
held on February 14 at the Queens Hotel, Montreal, 
Quebec, the group was honored by the presence of 
F. S. Kaszas, Administrator of Office Machinery and 
Supply, and his assistant, P. J. Jones. Out-of-town 
members included Howard Soulis, Halifax, N. S.; 
Gerald Martineau, Quebec City; E. Lacouline, Quebec 
City; R. Blackburn, Chicoutimi, Que.; A. Whitley, 
Windsor, Ont.; and Peter Roda, Toronto, Ont. The 
meeting was presided over by Joe Rubin. 

One of the important questions discussed at the 
meeting was the one of machines and equipment 
owned by the Government and Government-controlled 
companies which eventually will be put up for dis- 


posal. 
a 


AT CALCULATING MACHINE MANA- 
GERS’ MARCH MEETING IN RICH- 
MOND, VA.—War exigencies, new de- 
velopments and future possibilities of 
modern adding and calculating ma- 
chines brought this group together on 
March 9. Everyone present spoke 
briefly. J. F. Howison, of Remington 
Rand, Inc., promoted the meeting. Front 
row, left to right, F. A. Lee, Bur- 
roughs Adding Machine Co.; E. M. 
Avery. Marchant Calculating Machine 
Co.; John C. Lentz, Felt & Tarrant Mfg. 
Co.; Irving Owings, Friden Calculating 
Machine Co.; J. F. Howison, Remington 
Rand, Inc. Standing, Carl M. Dunlop, 
Marchant Calculating Machine Co.; 
E. V. O'Brian, Allen-Wales Adding Mca- ' 
chine Corp.; F. W. Wiles, National Cash 
Register Co.; R. P. Winston, American 
Typewriter Exchange: W. E. Crowder, 
Victor Adding Machine Co. 
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NOMDA’S REGION NO. 4 HOLDS SUCCESSFUL 
MEETING IN CLEVELAND ON FEBRUARY l11 


The NOMDA Merchandising Bulletin of March 8 
carried the following report on the recent successful 
meeting of 4th Region of the National Office Machine 
Dealers Association: 

“The Cleveland Hotel was the meeting place for the 
splendid Regional Meeting held in Cleveland on Feb- 
ruary 11. Chairmanned by Regional Vice-president 
W. J. Garrison of Marietta, Ohio, this meeting was 
highlighted by the presence of the president of 
NOMDA, Nicholas H. Fucci, and NOMDA’s legal coun- 
sel, Charles Krause, Jr., both of New York. 

“Working in co-operation with the local association 
in Cleveland, the meeting was first opened by Paul 
Speiss, president of the Cleveland Association, who 
presented Vice-president Garrison. Mr. Garrison wel- 
comed the group to Cleveland and introductions of all 
those present were made, so that each would know 
who was present and from what section of the Region 
they had come. 

“President Fucci talked about the Association and 
its activities and results. His splendid talk was fol- 
lowed by that of Charles Krause, Jr., who gave dealers 
information about the progress of retroactive legisla- 
tion. Mr. Garrison then made a report on ‘Ethics 
and Standards, the national committee of which 
he is chairman. Al Schlecht of Cleveland then pre- 
sented an excellent talk, ‘Making the Most of Your 
Membership in the National and Local Association.’ 
W. G. Turquand of Underwood, New York, talked on 
‘The Future of the Typewriter Business.’ Mr. Krause 
then returned to the platform to make a report of 
the legal counsel of NOMDA in which he covered the 
excise tax and selective service problems. 

“Vice-president Garrison gave a talk on the Post- 
war Planning Committee and read to the group the 
questions contained in Chairman Gene Taylor’s splen- 
did outline of the Committee’s activities. M. C. Hull, 
manager of Royal, and Mr. Fred Bafferman, of Under- 
wood in Cleveland, then were called upon and made 
splendid brief talks. The meeting then entered into a 
discussion of all matters pertaining to the business 
and this was followed by an informal dinner. Five 
dealers in Cleveland became members of the Associa- 
tion which took the membership of NOMDA up past 
the 900 mark.” 

9 
PACIFIC NORTHWEST STATIONERS CONCLAVE SET 
FOR PORTLAND, ORE., APRIL 19 AND 20 


President Horace Kilham urges every Northwest 
Stationer to attend the wartime business conference 
to be staged at the Multnomah Hotel in Portland, 
Ore., on April 19 and 20. This year’s convention, the 
35th annual meeting of the group, is expected to be 
one of the most important in the area’s history. Brass 
tack questions and direct answers on wartime business 
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” What Did You Do Today? 
S By Lieut. Dean Shatlain, Tank Commander 
yf Written on a battlefield of Africa) 
What did you do today, my friend, 
n From morning till the night? 
i How many times did you complain 
oO That rationing is too tight? 
|- When are you going to start to do 
ll All the things you say? 
W A soldier would like to know, my friend, 
n What did you do today? 
d We met the enemy today 
i And took the town by storm. 
. Happy reading it will make 
+S For you without a thorn. 
h You’ll read with satisfaction 
- The brief communique 
ir We fought, but are you fighting? 
ie What did you do today? 
n 
se My gunner died in my arms today, 
of I feel his warm blood yet: 
1e Your neighbor’s dying boy gave out 
A scream I’ll ne’er forget. 
t- On my right a tank was hit, 
- A flash and then a fire, 
1 The stench of burning flesh 
. Still rises from the pyre. 
le , , 
a What did you do today, my friend. 
$8 To help with the task? 
ve Did you work hard and long for less, 
i, Or is that too much to ask? 
st ‘“‘What right have I to ask you this?’’ 
You probably will say, 
| Maybe now you’ll understand, 
T You see . . . I died today. 
st (Note: Lieut. Shatlain amputated his foot with a jack- 
nife and thought he was dying as he wrote this poem. 
ce He was rescued by Americans after two hours of hiding 
d, and is now recuperating in a hospital in England) 
2e 
e 
SS 
SS 
Christianity has not been tried and found wanting: 
it has been found difficult and not tried .... - 
G. H. Chesterton 
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These are days when it is easier to induce your customers 
to change to a better type of filing folder than perhaps 
what they have been using. And for a folder for the or- 
dinary run of office use you cannot offer them a better one 
than our Duo Top. Made double thick at the top where 
the wear is greatest. Why not use some of our No. 65 
attractive Duo Top circulars or blotter No. B166 to distri- 
bute to your customers. 
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Changing from indexes with plain, unprotected tabs to 
Weis Cell-U-Seal with the pliable, cleanable, protected tabs 
is comparable to a woman changing from one face powder 
to another. You’ve got to convince them. And we’ll 
gamble our Cell-U-Seal indexes will stick longer than the 
powder. Made in Letter, Cap, Check and 3x5, 4x6, 5x8, 
6x9 card sizes in Bristol, Manila and Pressboard. Why 
not tell your customers about Cell-U-Seal by distributing 
our circular No. 13 or blotter No. B176. 
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One of the most popular numbers we make, because of 
its adaptability to individual use. Three finishes—Oak, 
Mahogany and Walnut. Dealers who have used our 
No. 22 circulars for distribution have reported excellent 
response and results from same. 


The Weis Manufacturing Company 


Monroe, Michigan 


New York The Weis Mfg. Co., 54-56 Franklin St Chicago: Associated Stationers Supply Company 


Boston: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
Omaha Oklahoma City Fort Worth Kansas City 
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problems are to be the program theme during the 
two-day meeting. 

At least six NSA representatives are expected to 
attend the conference—President R. D. Latsch, Latsch 
Brothers, Lincoln, Nebr.; J. E. Conlon, Rockwell- 
Barnes Company; George Holt, W. A. Sheaffer Pen 
Company; Horace Van Dorn, Joseph Dixon Crucible 
Company; Ted Caswell, F. S. Webster Company; and 
General Manager Charles P. Garvin. 

SS aa 
OFFICE EQUIPMENT DINNER CLUB MEETS 

Attended by over 60 members, the regular monthly 
meeting of the Office Equipment Dinner Club was held 
on March 14 at the Advertising Club in New York 
City. President Moe Turman, Metwood Office Equip- 
ment Corporation, New York City, opened the meeting 
with an earnest appeal on behalf of the Red Cross, 
urging everyone to do their utmost. Seymour Nathan, 
Charles Nathan and Company, New York City, as 
chairman of the committe for the Dinner Club re- 
ported on the progress of the drive. The members ob- 
served a moment of silence in memory of the departed 
Harry Hertwig, former sales representative of the 
Allen Chair Company. 

Mr. Turman then introduced the subject of ‘Post- 
war Disposal of Surplus Government-owned Merchan- 
dise.” He pointed out that every dealer is vitally in- 
terested in this, and suggested that now is the time 
to look ahead, gather all available information and 
make plans for the future. 

W. H. Wolowitz, United Typewriter & Adding Ma- 
chine Company, Washington, D. C., chairman of the 
Office Equipment & Supplies Group, Surplus War 
Materials Committe of the New York Board of Trade, 
was then introduced. Mr. Wolowitz told of the en- 
deavors of this group to obtain information and effect 
a uniform plan for the disposal of surplus war ma- 
terials which could be used as the basis for legislation. 
He pointed out that governmental officials and legis- 
lators logically could be expected to give an attentive 
ear to clearly-defined plans, especially when they rep- 
resent an entire industry. That the members present 
might have a part in formulating such legislation, he 
suggested the appointment of a committee which 
would consult with the membership and present a 
definite plan designed to effect an orderly disposal of 
surplus office equipment. In closing, Mr. Wolowitz 
assured his listeners that it was not the desire of our 
Government to act in any manner which would be 
detrimental to manufacturers of new products or in- 
terfere with the normal function of industry. 

President Turman was prompt in appointing a com- 
mittee to act in the capacity suggested by Mr. Wolo- 
witz. Inasmuch as this office furniture dealers’ organ- 
ization in New York was thought to be the only one 
of its kind in the country, Mr. Turman has extended 
an invitation to dealers anywhere to send in their 
ideas on the subject. 

The next meeting of the Office Equipment Dinner 
Club will be held April 17 at the Advertising Club, 
New York City. Sherwood Gay, Lackawanna Leather 
Company, will be the guest speaker. 
= 
N. Y. OFFICE MACHINE GROUP MEETS IN MARCH 


The North Ballroom of the Hotel New Yorker was 
the scene, on March 14, of one of the most interesting 
and lively monthly meetings ever held by the Office 
Machine Dealers Association of New York, Inc. 

Principal speaker of the session was Cameron B. 
Lynham, Service Equipment Division, War Production 
Board, Washington, D. C., who presented to the assem- 
blage of dealers and manufacturers’ representatives 
his ideas on the prospects of the near future in the 
typewriter and office machine field, along with in- 
formation on the post-war disposal of Government- 
owned equipment. Though he confessed that he 
couldn’t look into the immediate future, he could and 
did recommend that all dealers join the local and na- 
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tional office machine dealers associations to bring 
about the utmost co-operation in assuring a fair and 
equitable result for all. 

Brought up for open discussion at the meeting by 
President Irving R. Ritchie, Addressing Machine and 
Equipment Company, New York, N. Y., was the subject 
of “Post-war Planning on New and Used Office Ma- 
chines.” Enthusiastic responses and worthwhile sug- 
gestions were the result of this open-forum session. 

A welcome guest at the meeting was Mrs. Marion 
Farrell, National Typewriter Company, Hartford, Conn. 
Also present were K. P. Phelps, vice-president and New 
York sales manager of Allen Calculators, Inc.; A. C. 
Kienly, eastern sales manager of Royal Typewriter 
Company; H. S. Yaffa, New York sales manager of 
L. C. Smith & Corona Typewriters, Inc.; L. L. Allen, 
Newark sales manager of L. C. Smith & Corona Type- 
writers, Inc.; and Harold F. Ronan, New York manager 
of Remington Rand, Inc. 

An urgent appeal for contributions to the Red Cross 
drive was made by M. S. Stevenson, Remington Rand, 
Inc., representing J. A. Zeller of the same organization, 
Red Cross chairman for the office machine industry. 
Members were asked to double last year’s contribution, 
because the need this year is greater than ever before. 

= 

DIST. NO. 3, NSA, TO MEET IN PHILADELPHIA 


If plans now afoot are carried to completion, the 
Third District Regional Convention, National Station- 
ers Association, scheduled for the Benjamin Franklin 
Hotel in Philadelphia, Pa., May 22 and 23, will be one 
of the most instructive, comprehensive, yet entertain- 
ing conventions to appear on the 1944 calendar. 

Built around the theme, “What’s in Store for your 
Store in 1944,” the meeting will attempt to draw out 
comprehensive statements of stationers’ problems from 
those attending, and every effort will be made to sup- 
ply useful, practical answers to these queries. 

Some of the topics already scheduled for discussion 
at the conclave include: 

“How the Manufacturer Can Help the Stationer” 

“How the Stationer Can Help the Manufacturer” 

“Standardizing the Stationery Industry” 

“Digest of Five Important Questions” 

“Office Devices in Post-war” 

John Kerns, entertainment chairman for the event, 
is interested in adding other names to his list of those 
responding as volunteer entertainers. Fourteen actors 
have signed*up to work with the group. Others inter- 
ested in adding their talents to those already sched- 
uled are asked to contact Mr. Kerns immediately. 
STATIONERS 12:30 CLUB DONATES TO RED CROSS 


The regular monthly meeting of the Stationers 12:30 
Club on March 13 at the Advertising Club, 23 Park 
Avenue, New York City, was well attended. Every 
member did full justice to a delightful chicken dinner 
and then voted unanimously to donate $50 to the Red 
Cross. In discussing plans for entertainment it was 
decided that they forego a dinner and dance which 
had been under consideration. The meeting then ad- 
journed and the balance of the evening was devoted 
to the usual friendly pastimes. 

susie glee 

REGION NO. 9, NOMDA, MEETS AT WICHITA 

As this issue of Orrice APPLIANCEs is “put to bed,” 
the meeting of NOMDA’s Region No. 9 will be getting 
under way at the Lassen Hotel, Wichita, Kan., on Sat- 
urday, March 25. 

The meeting, scheduled for 1 P.m., consisted of an 
afternoon session, a banquet and an evening session. 
Early returns received by Regional Vice-president 
John Sizemore indicated that attendance at the con- 
vention would be heavy. 

Slated to speak on the program were Irwin Vincent, 
chairman of NOMDA; Harry Turner, executive secre- 
tary of NOMDA; Frank Coleman, Coleman Typewriter 
Company, Wichita, Kan.; Wilbur Walker, Wilbur E. 
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Walker Company, Wichita, Kan., Sam Hindman, 
American Writing Machine Stores, Kansas City, Mo.; 
and Lamont Wood, Jr., Midwest Typewriter Company, 
Kansas City, Mo. A number of other well qualified 
men were scheduled to address the group on matters 
of vital interest to every typewriter dealer in the 
area. 

All typewriter and office machine men in the region, 
whether members of NOMDA or not, were urged to 
so arrange their businesses that they would be able 
to attend this open-forum session. 

2 
BOARD OF TRADE FORUM SCHEDULED FOR MAY 5 

The annual forum and dinner of The Stationers & 
Publishers Board of Trade, Inc., one of the most im- 
portant industry affairs of the year, will be held on 
May 5 at the Hotel Biltmore, New York City. 

A number of important speakers will address the 
forum group. Among these will be Dr. Norman Vincent 
Peale, pastor of the Marble Collegiate Church, New 
York City, well-known radio speaker who held his lis- 
teners at the forum spellbound last year. By popular 
request, Dr. Peale will again address the group this 
year. Another notable speaker at the meeting will be 
Charles E. Murphy, of the New York law firm of Mur- 
phy, Block, Sullivan & Sawyer. Mr. Murphy is a di- 
rector and past president of the Advertising Club of 
New York, is attorney for the Sales Executive Club of 
New York, and has numerous other connections of a 
similar nature. His efforts in Washington were largely 
responsible for the defeat of ceiling prices being placed 
on salesmen’s commissions. 

As in the past, the forum will be followed by a 
cocktail hour, dinner, entertainment and dancing. 


peg 
WELLS OFFERS $500 IN WAR BONDS FOR BEST 
IDEAS ON POST-WAR OFFICE FURNITURE 

The ten best answers to the question, “What New 
Features Would You Suggest for Post-war Office Fur- 
niture and Accessories?,” will bring their authors a 
total of $500 in War Bonds during the next two 
months in a contest sponsored by Wells Office Furni- 
ture Company, 410-12 South Wells Street, Chicago 7, 
Til. 

The Wells organization has based its contest on the 
premise that new trends and needed changes in mer- 
chandise design should be first detected by dealers 
and their sales personnel on the “firing line” before 
becoming generally apparent to others. In short, the 
contest represents a conscientious effort to provide 
dealers with precisely the type of merchandise best 
suited to the needs of the trade. 

The competition is open to everyone, and contest- 
ants are urged to submit ALL their ideas, no matter 
how trivial or unimportant they may appear. A seem- 
ingly inconsequential suggestion may be one that will 
shortly be translated into reality. And for those ideas 
lending themselves to practical sales development, 
Wells will arrange a mutually satisfactory agreement 
with the originators. 

Statements are limited to 250 words, and should 
set forth the new ideas, new features and develop- 
ments the contestant would like to see in post-war 
furniture and accessories. Entries will be judged on 
merit of ideas, rather than on composition. The con- 
test officially gets under way on April 15, and closes 
June 15. Winners will be announced in the August 
trade press. 

A total of $500 in War Bonds will be given away to 
the ten individuals submitting the most stimulating 
ideas, in the opinion of the three impartial contest 
judges. The first prize will be $200 in War Bonds, the 
second prize a $100 War Bond, and the next eight 
prizes will consist of $25 War Bonds. 

Contest judges announced by Wells are as follows: 
John A. Gilbert of OFFICE APPLIANCES, United States 
District Attorney J. Albert Woll of Chicago, and 
General Manager Charles P. Garvin, National Sta- 
tioners Association, Washington, D. C. 
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SNELLING RESIGNS FROM HORDER STAFF 

Walter L. Snelling, for many years head of the 
purchasing division of Horder’s, Inc., Chicago, resigned 
his position early in March, effective April 1. All of 
his business life, nearly 32 years, Mr. Snelling has 
been a member of the Horder organization. Joining 
when the business was small, he advanced to increas- 





WALTER L. SNELLING 


ingly important responsibilities as the Horder enter- 
prise grew to its present extensiveness. 

During his long career in the field of purchasing, 
work necessarily allied closely with merchandising be- 
cause the buying was done for the purpose of resale, 
Mr. Snelling has built a wide circle of personal friends 
among manufacturers and their representatives. Al- 
though he has no definite plans for the immediate 
future except to enjoy a vacation for a few weeks, he 
assures his friends that he expects to stay within the 
industry. 

ais ~<a. 

BOSTON FIRM CELEBRATES 56TH ANNIVERSARY 

On March 1, Adams, Cushing & Foster, Inc., Boston 
stationers, observed the 56th anniversary of the com- 
pany’s founding with a luncheon at Filene’s Restau- 
rant. Walter F. Cushing, treasurer of the organization, 
was host at the affair. 

Among those present at the gathering were Harry 
L. Chandler, vice-president and general manager; 
William H. Bigglestone, a former vice-president who 
now heads the American Blank Book Company; Mrs. 
D. W. Mason, secretary; and Misses Abbie A. Berry 
and Elizabeth M. Liddell, in charge of the factory 
office force for more than a quarter-century. 

Miss Mary Watt, known to her associates as the 
“Queen Mother” of the Moore Pen Company, was a 
special guest. During the luncheon, Mr. Cushing pre- 
sented her with a framed picture of an association 
banquet 28 years ago, when she was given a substan- 
tial sum of money in token of appreciation for her 
loyal and capable service. 

Mr. Cushing was honored in the evening of the same 
day the luncheon was held by being presented with a 
50-year membership certificate from Mount Hermon 
Lodge, A.F. & A.M., of Medford, Mass., his home city. 

<< o—__ 
SIX NEW MEMBERS ADDED BY GLTC 


At the regular monthly business meeting of the 
Great Lakes Travelers Club, held in the Sherman 
Hotel, Friday noon, February 25, the following were 
elected to membership: Floyd C. Leonhardt, Victor 
Safe & Equipment Company; M. Shondell, Modern 
Stationer; Harry Calvin, Wilson Jones Co.; Phil Hack- 
ett, Geyer’s Topics; E. A. Dahl, Business Efficiency 
Aids, and A. R. Skibbe, Associated Stationers Supply 
Company. 

Two out-of-town dealers graced the meeting with 
their presence—George Schumacher, Siekert & Baum 
Stationery Company, Milwaukee, Wis., and William 
Brass, Office Supply Company, Indianapolis, Ind. 
1944 
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If your records are not giving you all the vital facts you 
need— instantly, when you need them—they are not 
doing the job—find out all about the NEW... 


ACME ae 


A Modern Visible Record System for 
Machine Posted and Hand Posted Reeords 












x ae FOR HAND POSTING 
IF YOU are considering a new 


record system it will be to 
your benefit to see Acme’s new 
Veri-Visible, the time saver for 
Government and for Industry. 


FOR MACHINE POSTING 






illustrated 
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*Made by Acme Visible Records, Inc., makers of famous time-saving Vis. 


ACME...INSITE...FLEXOLINE... VISION ible Equipment, 
and SUPER-VISIBLE systems. Over 25 years : Facts in nie 
Be ae pao i i ; ns . =D) : ictures 
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of specialization —Visible Record Systems exclusively a vist tell the ste 


ACME VISIBLE RECORDS, INC. — 


122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 





Copyright 1944, Acme Visibie Recoras, Inc. 


Reprint of our Message in National Magazines, April, 1944 
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REPORTS OF 
ACTIVITIES OF THE MONTH 


AMES SUPPLY NAMES TWO VICE-PRESIDENTS 

Mrs. D. R. Ames was elected executive vice-president 
and Edward W. Staats, vice-president of the eastern 
division of the Ames Supply Company, Chicago, IIl., 
at a meeting of the board of directors held at the 
home office on March 15. 

Mrs. Ames, widow of the late Charles Ames, is ex- 
ceptionally well qualified for her new post, having 
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MRS. D. R. AMES EDWARD W. STAATS 
spent a number of years with the organization in an 
executive capacity. 

Mr. Staats, who received his early training in the 
typewriter business under the late Charles Ames, has 
been with the organization for the past 11 years. His 
success in his new appointment is assured by his af- 
fable, dynamic personality, plus an unusual ability to 
ferret out and solve dealers’ problems. 

—-—_ 


REMINGTON RAND ANNOUNCES APPOINTMENTS 

Five important personnel changes in the typewriter 
division of Remington Rand, Inc., were announced 
recently by C. B. Waters, general sales manager of 
the organization. The appointments were made as a 
part of a general program designed to strengthen th2 
organization in preparation for competition in the 
post-war market. 

T. E. (Ted) Gray has been named director of the 
agency-dealer department, returning to the home 
office from an emergency assignment as manager at 
Miami, Fla. Mr. Gray joined Remington Rand, Inc., 
in 1934 on the West Coast, where he was originally in 
charge of the home sales operation. Later he was 
transferred to the wholesale portable department, in 
which he established an enviable record in the appoint- 
ment and handling of dealers. He first came to Buffalo 
in 1939, and is happy to return there after nearly a 
year’s sojourn in Florida. 

H. O. (O’Brien) Johnson moved to Memphis as 
branch manager on February 1. He was formerly a 
district manager at Austin, Tex., but for the past 
several months has been detailed to special Govern- 
ment work. Mr. Johnson has been with the company 
since 1935, beginning as a Remington salesman at 
Fort Worth, Tex., where he remained for three years. 
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In 1938 he was transferred to Kansas City and* two 
years later returned to Texas to accept the Austin post. 

William A. Commerford, a member of the Rem- 
ington Rand, Inc., organization since 1928, was named 
branch manager at Manchester, N. H., on February 1 
to succeed G. E. Lundh, who has joined the Army. 
Trained by Joe Leary, veteran of the Manchester 
branch, Mr. Commerford has been district manager 
in Burlington, Vt., for many years. He will be suc- 
ceeded in the Burlington post by H. L. Wennerstrcm 
who worked as his associate for 13 years. 

E. M. (Morg) Ferree has been named to succeed 
Ted Gray at Miami. Mr. Ferree has been with Rem- 
ington Rand, Inc., since 1932, when he joined the 
organization at South Bend, Ind. More recently he 
has been located at Louisville, Ky., where his excellent 
record has prepared him well for the opportunities 
that Miami presents. 

A. H. (Art) Barsh, another former home office man, 
has been returned to Buffalo as assistant director of 
personnel and training. Mr. Barsh began his career 
with Remington as a junior salesman at the Dallas, 
Tex., branch. Later he was transferred to the home 
office, from which he visited nearly every branch in 
the country as a special representative. A wartime 
assignment as branch manager at St. Louis was cut 
short when he was commissioned in the Navy. His 
Navy career was terminated by sinus difficulty, how- 
ever, and his return to the home office followed his 
recent honorable discharge. 

IH, 
DICTAPHONE RECONVERTING TO REGULAR LINE 

The late months of 1943 brought an appreciable 
changeover from munitions output to the company’s 
regular line, a conversion aided by the easing of re- 
strictions, according to the recent annual report of 
Merrill B. Sands, president of The Dictaphone Corpo- 
ration, 420 Lexington Avenue, New York, N. Y. If 
modifications permit, further increases in the normal 
lines will follow in 1944, he stated. 

Regular and munition inventories are at a low point, 
he elaborated, with the 1943 year-end total off approx- 
imately $1,000,000 from that of the preceding year. 

a os 
DICKINSON NEW AMITY VICE-PRESIDENT 

John E. Dickinson has been appointed vice-pres- 
ident and sales director for Amity Leather Products 
Company, West Bend, Wis., according to a March 13 
announcement by Robert H. Rolfs, president. 

Associated with Amity since 1935, Dickinson also was 
elected to the company’s board of directors. In the 
past he has filled various executive positions with 
Amity in the merchandising and selling fields—BJ 

ere 
AMERICAN TYPE FOUNDERS PROMOTES PROCTOR 

C. D. “Bud” Proctor has been made sales manager of 
the American Type Founders Sales Corporation, Eliza- 
beth, N. J. Since 1940 he had served as sales develop- 
ment manager. Before that he was promotion man- 
ager of the American Sales Book Company for seven 
years. At one time in his business career he was gen- 
eral promotion manager of Remington Rand, Inc. 
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PICTURE OF 
The Globe-Wernicke 


EVERY DAV FUE si 
Globe - Wernicke 


EVERY DAY FILE 
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with the ORIGINAL S/w 
EVERY DAY FILE! 


Dealers, here’s an old standby that’s topping sales on every buy-way. 
Reason is, it’s the greatest little work organizer ever to grace a desk. Tests 
in thousands of busy offices have proved it saves valuable time and helps 
create top efficiency. It’s a sure-fire seller for sorting correspondence, for a 
tickler file, for a follow-up file and for dozens of other important jobs 
around any office. 

What’s more, it’s the original Every Day File on the market and no 
imitator can match its fine construction. It is strongly reinforced with 
long strips of cloth and has cloth index tabs. In addition, all operations in 
the assembly are made by hand! These points will tell in the selling! 
Stock it—talk it and sell it NOW. The Globe-Wernicke Co., Cincinnati, 
Ohio. Headquarters for Modern Office Engineering. 


BUY MORE WAR BONDS! 











More of those Fast-Selling yj 


GLOBE-WERNICKE ~~ 
PROFIT MAKERS 





Box Files Nearleather Envelopes Stationery Cabinets 

Binding Cases Nearleather File Pockets Card Index Trays 

Arch Files Nearleather Folders Card Cabinets 

Clip-Boards Manila Envelopes Agate Card Trays 

Waste Baskets U-Mak-A Index Tabs Filing Shelf 

Storage Cases Globe Desk Trays Correspondence Distributors 


Accesso Desk Trays 


— saad 


Globo - Wernicke x 











Office Furniture 


EVERY DAY FILE Bookcases 
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PASADENA FIRM OBSERVES GOLDEN 
ANNIVERSARY 

Vroman’s Book Store, pioneer Pasadena firm dealing 
in office furniture, general office supplies, stationery 
and books celebrated the fiftieth anniversary of its 
founding on March 14. 

The company, which now occupies three different 
locations in Pasadena and conducts a large wholesale 
and retail business, was established in March, 1894, 
by A. C. Vroman. The beginning was a very modest 
one in the first location at 60 East Colorado Street. 
The city at that time was small, but was already 
coming into national prominence as a wintering place 
for wealthy Easterners. 

In 1920 the firm moved to much larger quarters at 
329 East Colorado Street, and the main store was again 
moved in 1936 to 469 East Colorado Street. A whole- 
sale store was established at 695 East Colorado Street, 
and quite recently a very large office furniture store 
was opened at 1271 East Colorado Street. 

Typical of all major pioneer businesses in this city 
of wealth, Vroman’s went in for quality merchandise 
from the very beginning. It is the boast of the man- 
agement that there has never been any deviation from 
this original policy. Realizing that a permanently 
successful business must build up a more or less per- 
manent personnel, Vroman’s has established a tradi- 
tion of long tenure among its salespeople. 

The founder, A. C. Vroman, died many years ago, 
but the original name of the firm has been retained. 
Present officials are as follows: President, A. D. Shel- 
don; vice-president, Leslie I. Hood; and secretary- 
treasurer, J. V. Sheldon. The president has his office 
at the store located at 469 East Colorado Street, while 
the vice-president also acts as manager of the whole- 
sale store. Mr. Hood has been with the firm longer 
than any other person with the one exception of Miss 
Annie Drummond, who has served for more than 25 
years. She began as bookkeeper and is now head of 
the accounting department. L. E. Walrath, manager 
of the store at 1271 East Colorado Street, has been 
with the firm for 14 years. Prior to that he had con- 
siderable experience as an employee of The Pacific 
Desk Company in Los Angeles and also as proprietor 
of a store of his own, which he operated for some years. 
Miss Alice Dilworth is another employee with a long 
service record. 

During the day of the fiftieth anniversary Vro- 
man’s was the recipient of congratulations from a 
large number of Pasadena firms, as well as many in 
neighboring towns.—JET 


a 


FRANKLIN PRINTING EXECUTIVE NAMED HEAD 
OF TOLEDO RETAIL MERCHANTS ASSOCIATION 

Lucius J. Sears, president and general manager of 
The Franklin Printing and Engraving Company, To- 
ledo, Ohio, was elected president of the Retail Mer- 
chants Association at the annual meeting of the 
organization on February 21. 

The new president of the association is an active 
Rotarian. He is the father of three children, and only 
recently became a grandfather. His two sons are in 
the service—Lucius Jackson Sears, Jr., being stationed 
at New London, Conn., and Henry J. seeing active 
service with the Navy somewhere in the South Pacific. 
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VROMAN’S NEW OFFICE FURNITURE 
STORE IN PASADENA.—Most recent ad- 
dition to the growing Vroman organiza- 
tion is this attractive location at 1271 East 
Colorado Street. The original unit was 
established by A. C. Vroman in 1894. 


BILL FOR RETROACTIVE TYPEWRITER PRICES 
INTRODUCED IN HOUSE BY REP. BOREN 

Well on its way through the legislative mill is H. R. 
4409, the long-awaited bill designed to secure retro- 
active payments for typewriter dealers and their cus- 
tomers who sold machines to the Treasury Depart- 
ment during the first six months of the Procurement 
Program. The bill was introduced on the floor of the 
House on March 14 by Representative Lyle H. Boren, 
fourth district, Oklahoma, and was referred to the 
Committee on Expenditures in the Executive Depart- 
ments. 

Its synopsis reads as follows: “A bill to make retro- 
active as of June 1942 the increase in the purchase 
prices paid by the Procurement Division of the Treas- 
vry Department on and after January 14, 1943. for 
Class A used nonportable typewriters to be used by 
the armed forces, and to provide for payment of such 
increase in prices to all persons, public schools, col- 
leges, firms and corporations who sold such type- 
writers to the Procurement Division of the Treasury 
Department prior to January 14, 1943.” 

Chairman J. W. Densford, of the legislative commit- 
tee of NOMDA, spent several days in Washington 
prior to the bill’s introduction, and has reported that 
virtually no opposition to its passage is expected. He 
stated that the legislative group he heads will be 
asked to appear in behalf of the bill, as soon as it is 
taken up in committee. 

The legislative committee of the National Office 
Machine Dealers Association asks that all dealers con- 
tact their congressmen at once, notifying the legis- 
lators of their personal interest, and that of the 
schools, in its passage. Congressmen should be urged 
to ask that the committee report the bill favorably, 
and letters should stress the injustice of the penalty 
against those who sold machines early as against 
those who delayed and received $7.00 more per 
machine. 

ee ee 

CAVE NEW DIRECTOR OF COLUMBIA GROUP 

J. Russell Cave, of the Columbia, S. C., office of 
the Burroughs Adding Machine Company, has been 
nominated for the post of director of the Columbia 
Merchants’ Association, representing the stationery 
and office appliance industries—JHR 





ra Use BCS, FLEA SE 


The March issue of OFFICE APPLIANCES carried a 
story of the February meeting of the Office Machine 
Dealers of New York, Inc. In it, Samuel Hutter of 
the Checkwriter Company, New York City, was VERY 
erroneously termed Samuel Hitler by our reporter. 
Actually, the gentleman is not, and has never been, 
a relative or admirer of the Munich paperhanger. Our 
sincerest apologies for this slip of the pen. 

snileclaaipttia ic ssilanace 

On page 92 of the March issue of OFFICE APPLIANCES 
appeared a brief story of the promotion of J. W. (Bill) 
Goodhew, Jr., to the rank of major in the Quarter- 
master Corps at Camp Blanding, Fla. We neglected 
to state that not only is he in the Corps, but IS the 
Quartermaster. We sincerely regret the omission. 
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THE HALL-MARK OF DEPENDABILITY 


The maintenance of an established reputa- 
tion synonymous with dependability and 
excellence of craftsmanship, is no easy task 
these days, when speed of manufacture, only 


too often is looked upon as a substitute for 


quality. That is why the buyer of M & V fine 


carbon papers and ribbons, “Need Not Beware’ 


when they see the letters M & V that stand 
for the Roman numerals, Thousand and Five. 
They likewise represent the 1005 quality 
products so meticulously manufactured by the 


M & V Guild of Craftsmen under this distin- 


guished trademark that serves as a symbol of 


reliability and a guarantee service. 





MITTAG AND VOLGER, 


INC. 


ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS 
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PARK RIDGE, NEW JERSEY 
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MODERN EFFICIENT 
a 
Sypwline VESks 


By -LEUPULOD 





Builders of Fine Office Furniture since 1876. 


In their Streamline Suites Leopold offers accommodations in the contem- 
porary spirit. A welcome departure from the threadbare conventional 


desk types. 


Like masterpieces in any field of art or craftsmanship, these Suites are 
designed for functional simplicity — yet with most inviting appoint- 


ments of convenience. 


Moderate in price, Leopold’s Streamline Suites have the distinctiveness 


that marks a tailor-made product—fitted to your ease and comfort. 


THE LEUPULU CUMPANY - Hurlington, lowa 
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PASSED AWAY 


WILLIAM H. KIEHNE 


William H. Kiehne, secretary and general manager 
of The Missourian Printing and Stationery Company, 
Cape Girardeau, Mo., died of cerebral apoplexy at the 
Southeast Missouri Hospital on February 24. He had 
been in ill health for the past eight years and three 
weeks ago underwent an operation. He was 55 years 
old. 

Mr. Kiehne was born in 1888 on a farm near Gordon- 
ville, Mo., and was educated in that community. He 
later graduated from a business college in Quincy, II1., 
taking his first job as a clerk for the Santa Fe Rail- 
road at Marceline. Later he was transferred to a 
similar post in St. Louis. He moved to Cape Girardeau 
in 1910, where he worked as a bookkeeper for The 
Missourian, climbing to the post of business manager 
of the newspaper and job printing plant; he served in 
this capacity until the two businesses were separately 
incorporated in 1922. Since that time he has served 
in the executive position he held at his death. 

An active civic worker, Mr. Kiehne was instrumental 
in the organization of the Optimist Club, and had 
taken particular interest in the Salvation Army, Boy 
Scout and Red Cross movements. Since the age of 13, 
he had been a member of the Lutheran Church. 

He is survived by his wife, two sons, William A. and 
Charles; three daughters, Mrs. Glenn L. Poe, Tacoma, 
Wash.; Miss Eileen, St. Louis, Mo., and Miss Kathleen, 
at home; his mother, Mrs. Sophia Kiehne, Dutchtown, 
Mo.; three brothers, Otto C., Gordonville, Mo., Robert, 
Sikestown, Mo., and Carl, Advance, Mo.; and three 
sisters, Mrs. Robert Eggimann, Dutchtown, Mo., and 
Mrs. L. L. Thompson and Mrs. Albert Weiss, both of 
Cape Girardeau, Mo. 

+ - f 


CARL H. WOLFERT 


Carl H. Wolfert, owner of the Wolfert Office Equip- 
ment Company, 325 Erie Street, Toledo 2, Ohio, died 
of a heart attack on February 2. 

Mr. Wolfert first entered the office equipment field 
in Toledo in 1911, when he opened a store in which 
Meilink steel safes and filing equipment were handled 
exclusively. Later he branched into general office 
equipment, handling the entire Shaw-Walker line for 
a number of years. In March, 1925, he sold his store 
to the Shaw-Walker Company and went to Florida. 
In the fall of 1925 he joined Shaw-Walker as a sales 
representative in the southern states. He was married 
the following year. 





Mr. and Mrs. Wolfert re-entered the office equip- | 
ment field in Toledo in 1933; the business will be | 


continued under the same name and at the same 
location by Mrs. Wolfert. 

Mr. Wolfert became identified with the Preferred 
Products organization, makers of Non-Spill pen and 
ink sets, in 1941, and two years later personally per- 
fected the pressed glass bulb used in the Non-Spill 
inkwell. 

He is survived by his widow, Mrs. L. C. Wolfert. 


le Aes 
MERL TABOR 


Merl Tabor, 43, secretary and general manager of 
The Hall Lithographing Company, Topeka, Kans., died 
of a heart attack on February 23 near Plankinton, 
S. D. He was en route from Topeka to Sioux Falls on 
a business trip when death occurred. 

Mr. Tabor was born in Carter County, Ky., in 1899, 
moving to Nebraska with his parents when he was 
three years old. He was educated in the city schools 
of David City, Nebr., completing his schooling in 
Lincoln. 

He represented a large printing company in Lincoln 
for a number of years, moving to Topeka in 1925 to 
become associated with a printing plant there. After 
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A Policy 


faithfully followed 
for over 41 years 
in the interest of 


Office Machine 


Dealers 


A policy of which 
we are justly proud 
and which we be- 
lieve merits your 
serious considera- 
tion: 


Always 
Your Friend 


Never Your Competitor 


USE AMES SERVICE 
TO 
“KEEP ’EM TYPING” 





Ames Supply Company 


564 W. Randolph St., Chicago 6 

















37 Murray St., 583 Market St., 
New York 7 — San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES * 11 Pryor, St., 
Dallas 1 Atianté 3 
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your customers need 





TUBULAR EDGE 
INSERTABLE 


INDEXES 





for their Post War Planning 
Data and Sales Presentations 


‘a Here’s why 


Everywhere manufacturers are mak- 


ing plans for their post-war products, AICO-GRIP 
en ted sen = INSERTABLE 
ig ata to be prep INDEXES 

All this data must be segregated, are superior 
sales presentations, sales training 


manuals are in preparation—making 
a ready market for AICO Indexes. 

Alert dealers are capitalizing on 
this profitable and growing demand, 
a made-to-order market for AICO 





Indexes. — Rem 
. . ; arallel sides hold in- 

In the AICO line, you will find serted title firmly. 
indexes of every type, made by spe- 2. Molded Tubular edge 


cialists in this field, the originators 


i tab. 
of the tubular edge index ta >. ialabaad Tuteter “élies 


SPECIAL IMDEXES - will not crack. 


The G. J. Aigner Company is par- 
ticularly well equipped to fill your 
special indexes 6. 


nates warping. 


Titles are easily in- 
serted and changed. 


5. Skirt is best quality 
linen. Will not fray. 


requirements in 
promptly and exactly to specifica- \ 
tions. Inquiries are invited. 





and once applied is 
there to stay. 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and 





ACCESSORIES 
SHOP TICKET HOLDERS 


¢ 
LY, Uythe Ong 
503 S. JEFFERSON ST., CHICAGO, ILL. 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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Adhesive is odorless | 


adds strength, elimi- | 


operating a small shop of his own, an enterprise 
which was destroyed by fire, he joined the city sales 
staff of the Hall organization, advancing steadily to 
the post he held at his death. 

Mr. Tabor was active in civic affairs, was a member 
of the Chamber gf Commerce, the Lions Club, and of 
several Masonic orders. He was an active member of 
the First Presbyterian Church in Topeka. 

Surviving are his widow, Dorothy Erb Tabor; two 
children, Sally and Mary Lou; his parents, Mr. and 
Mrs. Tinsley Tabor, David City, Nebr.; two brothers, 
Milton Tabor, Topeka, and Arthur Tabor, Seattle, 
Wash.; and two sisters, Mrs. Russell Dorthe and Mrs. 
Lucille Criger, Omaha. 

+ - | 
PERRY MacKAY RIGGS 


Perry MacKay Riggs, 35, who formerly owned the 
Springfield Typewriter Exchange in Springfield, Mo., 
and was later connected with Remington Rand, Inc., 
was killed in an automobile accident the night of 
March 2. The accident occurred in Nebraska between 
York and the Fairmount Army Air Field near there. 

Riggs, together with three soldiers, was driving from 
York in an Army car when a head-on collision oc- 
curred. The crash was said to have been caused by a 
fog which obscured the driver’s vision. 

After Riggs sold the Springfield Typewriter Ex- 
change in 1927 or 1928, he was employed in the service 
department of Remington Rand, Inc., in Milwaukee 
and in Sheboygan, Wis., and in Springfield, Ill. Later 
he was employed in Remington Rand’s sales division 
in Decatur, Il. 

After war broke: out Riggs was sent to school by 
the Emerson Electric Company, and after three 
months’ training was sent by the company to Ten- 
nessee and to Florida before being sent to York. He 
was employed as civilian instructor in the operation 
of the electric turrets on bombing planes. 

Surviving are his widow, Elsie; one son, John Perry; 
his father, W. S. Riggs, who lives near Springfield, 
Mo., and one sister, Mrs. Marie Brooks, of Kansas City, 


Mo.—EVH 
> } 


JOHN A. DOUGHERTY 


At the age of 66, John A. Dougherty, an executive 
of Curtis 1000, Inc., St. Paul, Minn., died suddenly 
of heart failure Wednesday morning, February 9, 1944, 
at his home in White Bear Lake, near St. Paul. A resi- 
dent of White Bear Lake for the past 39 years, Mr. 
Dougherty was born in St. Paul. During his youth he 
was employed briefly in the circulation department 
of the St. Paul Dispatch and Pioneer Press. For the 
first 40 years of his business career he was associated 
with the Pioneer Company and then spent some time 
with the H. C. Boyeson Company. His last seven years 
were devoted to executive activities with Curtis 1000, 
Inc. 

Funeral services were conducted at St. Mary’s Cath- 
olic Church, White Bear Lake, on Friday morning, 
February 11. Surviving Mr. Dougherty are his widow, 
Anne; four daughters, Grace, Margaret and Anne of 
White Bear Lake, and Mrs. J. W. Fahey of St. Paul; 


| a brother, T. B. Dougherty, and two sisters, Hannah 


and Aurelia, all of St. Paul. 
+ - - 
HARRY C. PRINZ 


Harry C. Prinz, pioneer stationer of the firm of 
Jarvis and Prinz, Pasadena, Calif., and a resident of 


| that city for 53 years, died at his home, 256 North 


Madison Avenue, on February 28. 

Mr. Prinz was born in Iowa City, Iowa, residing in 
Marshalltown just prior to moving to Pasadena 53 
years ago. Shortly after his arrival he formed the sta- 
tionery partnership, Jarvis and Prinz, with his brother- 
in-law, the late Lucius Jarvis. 

During his entire residence in the California city 
the deceased had been an active member of the 
1944 
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FLUID 
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TYPE CLEANER 
* 
HECTO FLUID 
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ED FEATHER 


STREAMLINE PRODUCTION 
ADDS TO DEALER PROFITS 














RED 


Our Saving in Production Costs are Shared 


A substantial saving in cost of produc- 
tion is effected by the development of 
an entirely new type of machinery 


and equipment. 


Streamline production and efficient 
factory methods enable the econom- 
ical manufacture of duplicating 
stencils and supplies in enormous 
volume in our new, modern, air con- 


ditioned plant. 


Wi y TODAY FOR NEW, 


FEATHER 


Redwood City 
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with Our Dealers and their Customers. 


a 


This enables our Dealers to sell a 
superior product at a competitive 
price and still make a very generous 


profit. 


Over a period of years we have earned 
a reputation for fair dealing and for 
making speedy adjustments with our 
dealers who have proved to their satis- 
faction that it pays to Standardize on 


the Red Feather Line. 


DESCRIPTIVE CATALOG 





PRODUCTS LTD. 


California 
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MILLIONS 
OF ’EM! 


Marching off the automatic machines at Quality got 
Park is a continuous parade of envelopes—millions 








of ‘em—in more kinds and styles than can be 





indicated here. Yet, at times, we can’t completely 
fill all orders. Why? Because Uncle Sam's demand 
for envelopes is terrific and, of course, war orders 




















come first. Then, too, there is a substantial increase 





in demands through our regular dealers and at the 





same time paper stocks have been limited. But we 













are doing the best we can. We are making en- 
velopes— millions of 'em—and we're being fair 
about distribution to dealers. Fairness, like quality, 
is an old custom at Quality Park. Your inquiries 
and orders will have our prompt attention and we'll 
do our level best to keep you supplied with Quality 
Envelopes from Quality Park. 


Sold through Dealers Only! 








ENVELOPE COMPANY 


General Office and Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe Street 
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Oxford Single top Manila 
—Letter size in 8 points, 9 
points, and 11 points, legal 
and invoice sizes in 11 points. 
Broadway Single top Manila 
— Letter size in 8 points and 
11 points, legal size in 11 
points. 
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Duratab Kraft — Letter size Duratab Manila—Letter size 
in 8 points and 11 points, in 8 points and 11 points, 
legal size in 11 points. legal size in 11 points. 


Meets dealer and consumer needs 


“Specialists in filing supplies” is the reason! Every 
energy of the Oxford organization has been concentrated 
on keeping available the filing supplies needed on the 
home front. 


How well the job is being done is indicated by the 
completeness of this Oxford war-time filing folder line. 


Today, your $64 question is “where can I get the wid- 
est choice with the least delay?” The answer is, Oxford. 
Now, and post-war, you will be better served by 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn 6, N.Y.* 125 S. 8th St., St. Louis 2, Mo. 
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been deacon and head usher. 

He is survived by his widow, Blanche; two daugh- 
ters, Mrs. Clara L. Wilcox of Pasadena and Lulu I. 
Barton of Riverside; a sister, Mrs. Fred Fischbeck; a 
prother, Charles H., of Oakland; three grandchildren 
and three great-grandchildren. 


-  f 
JOSEPH TAXIS 


Joseph Taxis, for many years a well known office 
specialty salesman, passed away at the St. Bernard 
Hospital, Chicago, March 27, following an illness which 
kept him in bed more than five months. The imme- 
diate cause of his passing was heart trouble. He is 
survived by two sons—one in the Armed Services, 
the other in defense work—and a daughter. His wife 
preceded him in death by about a month. Mr. Taxis 
for years was Chicago manager for Rapid Addressing 
Machine Company. Later when Rapid was taken over 
by Elliott he served Elliott Addressing Machine Com- 
pany in the same capacity. For brief periods he also 
served Addressograph-Multigraph Corporation and an 
office specialty dealer. 

+ + - 
H. B. GOOCH 


H. B. Gooch, founder and proprietor of the Ala- 
bama Typewriter Company, Birmingham, Ala., died 
at his home Sunday afternoon, March 12, at the age 
of 62. Funeral services were conducted at the First 
Presbyterian Church in Birmingham Tuesday, March 
14. Survivors include the widow, a sister, Mrs. J. W. 
O’Neill, and a half-brother, Alfred T. Kerr, all of 
Birmingham. 

~- - | 


CHARLES C. MULLER 


Charles C. Muller, formerly manager of the State 
Book Store, Columbia, S. C., died early in March. Mr. 
Muller, who had retired in 1939, had been with the firm 
for 20 years. Funeral services were held March 6, 
with interment in Elmwood Cemetery—JHR 


+ + - 
LAWRENCE W. CASE 
Lawrence W. Case, president and general manager 
of Case Brothers, Incorporated, Manchester, Conn., 
died on February 16, 1944. The Case company manu- 
factures press board for file guides. 
——— 2 
FORMER OFFICE EQUIPMENT MAN WINS NEW 
WAR DEPARTMENT SERVICE RIBBON 


Among the many recipients of the new war depart- 
ment service ribbon, issued to civilians for faithful and 
meritorious service to the War Department, is a former 
office equipment executive, Gene Franke. 

Gene is well known to all typewriter and office 
equipment dealers, through his many years of per- 
sonal and correspondent contact as sales promotion 
manager, Portland Typewriter Division, Underwood 
Elliott Fisher Company. 

Unwilling to wait until he was drafted, Gene went 
to Detroit, leaving his wife with relatives for the dura- 
tion. Unsuccessful in his attempt to join the armed 
forces, either American or British, he volunteered his 
services to the Army Service Forces of the War De- 
partment and was assigned to the development branch 
of the tank automotive center, where he acts as an 
administrative executive. 

Although the nature of his work is a military secret, 
Gene states that the stenos of the tank automative 
center are regarding and treating their typewriters 
and other office machines with new respect, care and 
affection. “Preventive Maintenance”—a_ religion 
with the A.S.F.—is scrupulously applied to office 
equipment as well. 

Gene thinks that “Preventive Maintenance” will be 
a strong selling point and profitable source of business 
for dealers after Victory. 
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“ALL THE QUALITY THE MONEY WILL BUY”! 


J. 3S. See OTCER,INC. 


53-5SS WORTH STREET 
NEW YORK,N._Y. 








It’s the last lap... 
the hardest lap... . 


that spells Victory 








> FILING SUPPLIES 


During the all-out war period when America’s 
surpassing productive capacity is taxed to the 
utmost to win the war, office filing supplies hold 
a position of unparalleled significance. It is 
always the long home stretch that tests the real 
efficiency of the office . . . that speeds the quick 
flow of business. 

Today, GF and its dealers are privileged to 
supply, quickly and efficiently, a complete line 
of quality filing supplies. GF Filing Supplies 
are duty-matched to every type and size of 
requirement. 

The paper stocks used in every item in our 
filing supply line are of the weights and grades 


... available today... that long experience and 






tests have shown to be best suited. Maintained 
uniformity, quality and craftsmanship character- 
ize the line and contribute to increased speed 
in record handling. In today’s emphasis upon 
efficient utilization of office manpower, proper 
packaging is important. It provides GF Filing 
Supplies protection against transit damage and 


handling inconvenience. 


GF Filing Supplies are available now ... plus 
the services of our men trained in filing tech- 
nique. When the war ends, GF and its dealer 
organization will again supply the desks, tables, 
chairs, filing cabinets and all other items of 
office equipment required in postwar. GF is 


proud to serve. 


THE GENERAL FIREPROOFING COMPANY 





Youngstown 1, Ohio 














To "LIGHTEN" 
War Work... 


Suggest VAN DYKE 
FLUORESCENT 


Adequate illumination means a great deal to office 
workers. It also means a lot to management be- 
cause equipment that helps to eliminate errors pays 
for itself. Today—with industry straining every 


nerve to prepare the "knock out'’ blow of the Axis, 
it is more essential than ever to provide the finest 
lighting obtainable. Van Dyke will continue to fur- 
nish fluorescent for essential war-time uses. 















No. 1000 Walnut Wood Base. 


Wood Uprights. 


Instantaneous man- 
ua » switch 
and bailast. 


eh 
wee 


THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 
Morocco finish. A. C. 

Model No. 1280 for 15 watt tube. Extension 15”, height 
24”, reflector 18”, weight 12 Ibs. 

Model No. 1280-A has 24” arm extension, weight 1!2'/2 Ibs. 
Model No. 1281 for 20 watt tube, reflector 24”, weight 
13 Ibs. 

Model No. 1281-A has 24” arm extension, weight 13!/2 Ibs. 
No. 1280-2 for 2 I5 watt, 18” tubes. Extension 15”. 

No. 1281-2 for 2 20 watt, 24” tubes. Extension 15”. 





NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, IIlinois 
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V-MAIL MANUAL PREPARED BY WAR ADVERTIS- 
ING COUNCIL ASKS CO-OPERATION OF RETAILERS 

In line with the campaign sponsored by the Office 
of War Information and the War and Navy Depart- 
ments to bring about a greater use of V-Mail, the War 
Advertising Council, 60 East 42nd Street, New York, 
N. Y., has just prepared and released a 30-page man- 
ual designed to enable dealers to tie in with this pro- 


| gram in an active and effective manner. Featured on 


early pages of the bulletin are reproductions of letters 
written by Lt. Gen. Brehon Somervell, Army Service 
Forces, and by Gen. Dwight Eisenhower, supreme 
commander of Allied forces in the European theater, 
both heartily recommending the use of V-Mail in 
maintaining the postal contact between the “home 
front” and the fighting forces in battle areas. 

One of the outstanding arguments in favor of V-Mail 
is presented by a graphic comparison between the cus- 
tomary handling of mail, which may take weeks, or 
even months, to reach its destination by slow-traveling 
ship convoys, and V-Mail, which is processed almost 
immediately, and customarily reaches its destination 
in a matter of hours. Seldom, it was pointed out, does 
it require V-Mail more than two or three days to reach 
the fighting man, even though stationed as far away 
as New Guinea or New Zealand. 

To aid the retailer in his co-operation with these 
Government agencies, a powerful series of newspaper 
layouts, together with accompanying copy, have been 
prepared by the War Advertising Council. In addi- 
tion, the Office of War Information has available pre- 
pared scripts of various types of radio announcements 
and commercials, as well as V-Mail publicity in the 
form of editorial releases, special stories and newsreel 
material. This material is available by writing to 
O.W.I., Bureau of Campaigns, Washington 25, D. C. 
V-Mail merchandising aids in the form of display, 
radio and publication publicity and advertising ma- 
terial, are available to both local and chain retailers 
by writing direct to The Special Merchandising Com- 
mitte on Army and Navy V-Mail, 480 Lexington Ave- 
nue, New York 17, N. Y. Retailers desiring to use 


| V-Mail outdoor posters as a part of their campaign 


should contact the War Advertising Council, 60 East 
42nd Street, New York, N. Y., for details. 








WEODODOI’N &@ Ss 





Larry Schubert and Helen Chandler, both well- 


known in the realm of Globe-Wernicke, decided re- 


cently that the opportune time had arrived to “altar” 
their plans. They were married on Saturday, March 4, 
in Fort Wayne, Ind., and spent their honeymoon in 


| Chicago. 


Mr. Schubert has been with Globe-Wernicke since 
1937, chiefly as Middle West representative of the com- 


| pany. He spent about a year during the latter part 


of 1941 and early 1942 in the armed forces of Uncle 


| Sam, most of his overseas service being in Egypt. 


The bride, a filing expert, has an eight-year record 
During the latter part of her 
tenure she worked for Art Frey, manager of G-W’s 


| filing systems and stationery division. Prior to that 


she was in charge of the statistical department. 


John K. Stone, owner of the Atlas Office Supply 
Company, 1717 McKinney Street, Houston, Tex., and 
Miss Fanny Weil were married March 2 in the study 
of Temple Beth El in Houston. The newlyweds will 
reside at 4411 Fannin Street, Houston. 

Mr. Stone, who formerly owned an office supply 
business in Austria, has been in the United States since 
1940. He established a small business in carbon paper 
the following year in Houston, and today his firm 


| has developed into one of the outstanding office supply 
| Stores in the Texas metropolis. 
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VELVETURN 





Just as ‘‘all-wool and a yard wide’”’ signifies 
VALUE in every-day conversation... ‘‘ALL- 
WOOD and 20” WIDE”’ stands for an unusually 
GOOD Value in Sikes Business Chairs. No. 901 
UL, with a roomy seat 20” in width, continues 


the Sikes reputation for ALL-DAY WORKING 
COMFORT. 


Orders carrying essential end uses or priority 
ratings will receive preferred attention. 


He | TKES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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F. E. Berry, Manager, E. R. Connor 
& Co., Fort Worth, Texas, writes: 
The year 1943 was a very 
successful year, and we feel that 
you have played a major part in 
bringing about this success. We 
know that with your continuous 
support and help, we will have 
equally as good a year in 1944, 


MORSE 


utRy @ichel Mm lla lic ¥. 


3 ALWAYS...the best files 
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= BaczA BROWNE-MORSE 








NOW ... wood files 


2 AFTER VICTORY... 
steel files 


When the wheels of peacetime 
industry again start turning, the 
soundness of the Browne-Morse 
plan will be quickly demonstrated. 
For, this plan is no fabrication of 
gossamer-textured dream products, 
it is a dealer merchandising plan 
which incorporates all the essentials 
for continuous profitable operation. 
Your Browne-Morse representative 


will tell you about it. 
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NEW BRUNSWICK NEWS NOTES 

S. C. Henry has succeeded R. B. Ford as manager of 
the Remington Rand, Ltd., branch at St. John, N. B. 
For the past seven years, Mr. Henry has been on the 
staff of the sales division of the office appliance com- 
pany at Windsor, Ont. Mr. Ford, who had been mana- 
ger at St. John about ten years, has been transferred 
to the sales division of the company at Montreal. 
Mrs. Henry will leave Windsor to join her husband at 
St. John as soon as living accommodations are avail- 
able. Mr. Henry, in his first announcement after as- 
suming the branch managership, said, “Typewriters for 
essential users are readily avalable now, the govern- 
ment having relaxed the stricter regulations previously 
in force, and the Remington Rand company stands 
ready to serve the needs of all.” The St. John branch 
covers the provinces of New Brunswick and Prince Ed- 
ward Island on sales and service of the office appliances 
manufactured and distributed by Remington Rand. 
The St. John branch has an attractive showroom, a 
workshop and storage space, all on the street floor. 

* * K 

Cecil Bell has been appointed district sales and serv- 
ice representative of McCaskey Systems at St. John, 
N. B. He will cover the province of New Brunswick. 
Mr. Bell has announced that a limited number of add- 
ing machines are available at his sales and service 
quarters. 

* ~ ok 

G. R. Soulis, of St. John, N. B., a veteran office ap- 
pliance dealer, is chairman of the boys’ work com- 
mittee of the St. John branch of the YMCA. He re- 
cently presided at the annual comers’ family night, 
which included a supper and entertainment. Mr. Soulis 
has long been active in YMCA work, and also in boys’ 
work sponsored by the Kiwanis Club.—WM 

exinccnticsegiuiailiest 

VETERAN UEF EMPLOYEE RETIRING AFTER 54 

YEARS’ SERVICE AS A TYPEWRITER BUILDER 


Charles J. Bond, 74, 28 Hopkins Street, Hartford, 
Conn., has at long last decided that he’s earned a 
rest. He retired early in March, after devoting 54 years 
of his life to building typewriters, minus brief inter- 
ruptions during World War I and World War II, when 
he switched to ordnance work. During the first Euro- 
pean struggle, he was a maker of rifle gauges at the 
Greenfield Tap and Die Company, while his most 
recent work at UEF has been in the building of car- 
bines for the Army. 

Mr. Bond started in 1890 with the Densmore Type- 
writer Company in Springfield, Mass., later switching 
to jobs at various Remington plants before moving to 
Hartford. He has been with Underwood Elliott Fisher 
for the past 23 years. 

He plans to retire to his farm at Rowe, Mass., where 
the snaring of the wily brook trout and the raising of 
chickens will occupy the major portion of his time. 

—————_— oe —___- 


G. A. LOVE MOVES STORE TO LARGER QUARTERS 


The opening of a new store in larger quarters at 
21 North Sixth Street, Vineland, N. J., was announced 
late in February by Owner-Manager George A. Love. 
The firm operates under the name of “Typewriter 
Specialties” and will, as in the past, specialize in the 
buying, selling, renting and repairing of office ma- 
chines. A complete stationery line will be added to 
present inventories in the immediate future. 

Mr. Love, who covers most of southern New Jersey 
and is a service representative of the McCaskey Reg- 
ister Company, Alliance, Ohio, has been in the type- 
writer and office machine industry for 26 years. He 
began work as a cleaning boy for the Best Typewriter 
Service, Cleveland, Ohio, back in 1918. Subsequently 
he became a bench mechanic for Underwood, Rem- 
ington, Royal, and later for the L. C. Smith organ- 
ization. He has worked for some of the largest office 
machine dealers in the New York City and Phila- 
delphia areas. 
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A TYPEWRITER 
IS ONLY AS GOOD 
AS ITS RIBBON! 


E 


“GRAND 
PRIZE 


TYPEWRITER RIBBONS 
AND CARBON PAPER 





You too will find that “Grand 
Prize” Ribbons and Carbon Paper 
are most effective in obtaining best 
results from war-weary equipment. 
Let “Grand Prize” do the work for 
you! 


More than 50 per cent of the "Grand 
Prize’’ output goes to government 
agencies, the armed forces and war 
industries, where it's helping to 
speed the paper work of production 
and victory. 





BUY AN 
EXTRA 
WAR BOND! 


pk * 











PACIFIC CARBON & 
RIBBON MFG. COMPANY 


J. Francis O’Connor, 


Pres. 


Head Office and Factory: 
1451 Harrison Street, San Francisco 3 








77 











et 



































= Manyof 
= Americas Post War = 
= Problemswillbe = 
— Solved on... 








IMPERIAL DESKS 





Reconversion of 


BUSINESS 


Long before the conclusion of this war, 
plans will be shaped for peace-time activ- 
ities. Reconversion of industry will occupy 
the attention of American's executives. 
Across the tops of thousands of 
IMPERIAL DESKS will pass the blueprints 
and plans that will herald a new era in 
American industry. We salute our dealers 
who are doing such a worthy job in plac- 


ing IMPERIAL DESKS in essential business 


channels. 





company 
INDIANA 


Benngperncnae 
desk 
EVANSVILLE 7, 
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| HOSTETTLER MOVES TO NEW ASHLAND LOCATION 


The Hostettler Typewriter Company on March 4 
Staged a grand opening at its spacious new quarters, 


| 10 West Main Street, Ashland, Ohio. To publicize the 
| event a double spread was featured in the Ashland 
| Times-Gazette, unusual values and suggested office 





ATTRACTIVE WINDOW AND INTERIOR OF THE NEW 
HOSTETTLER TYPEWRITER STORE, ASHLAND, OHIO 


needs occupying prominent space, together with pic- 
tures of the sales staff and an offer of a ten cent 
War Stamp with each dollar of merchandise purchased. 
Generous portions of the total advertising space were 
also devoted to the promotion of the products of 
nationally-known manufacturers. 

Don T. Hostettler, owner and manager, is rounding 
out his twentieth year in the typewriter industry. He 
entered the field in 1924 with the L. E. Spiece Com- 
pany at Bucyrus, Ohio, and five years later took over 
the southern Ohio territory for Royal Typewriter. He 
opened a business in Mansfield in 1930, and two years 
later moved to his original Auto Club location in Ash- 
land. The addition of cash registers, adding machines 
and other office machinery in 1935 forced a move to a 
larger location on Church Street. Two co-partners 
were taken into the business in 1942—Raeanna Coss 
and Woodrow Wilson, now in the Seabees. 

The addition of school and office supplies, and a 
full line of stationery followed the Government cur- 
tailment of office machinery after Pearl Harbor. A 
complete service department and letter shop is main- 
tained at Hostettler’s. 


9 
| RAMSEY AND McLANE VISIT WITH GREAT LAKES 
TRAVELERS 

Charlie Ramsey of Ever Ready Calendar Manufac- 
| turing Company and Albert McLane of Reliance Pencil 
Corporation attended the Great Lakes Travelers lunch- 
eon March 17. Since both spend most of their time 
in the East they are infrequent, but welcome, visitors. 
Plans for participation at the Fifth District meeting 
in Columbus were discussed. 
1944 
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The post-war loose-leaf market will be different. In addition 
to the market for ‘staple’ loose-leaf, there will be a vastly 
increased demand for products designed to simplify and speed 
up record work. 


There will be two loose-leaf markets — and your greatest 
opportunity for increased sales and profits will be in that second 
market — for exclusive Specialties such as MASTER-CRAFT 
Kopi-Spot Pay Roll Checks and Forms which permit four 
records to be made in one operation. 


Prepare today for tomorrow. Find out how YOU can supply 
tomorrow's double loose-leaf market with the 2-in-| MASTER- 
CRAFT Line which provides BOTH staple goods and exclusive 
Specialties. Write and let us outline the possibilities of secur- 
ing the exclusive MASTER-CRAFT Post-War Franchise. 


MASTER-CRAFT CORPORATION, Kalamazoo, Mich. 


Division of The Shaw-Walker Co 





A MESSAGE FROM 


SHEAFFER'S 


W. A. SHEAFFER PEN COMPANY 
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These are days that try the strength and courage of men 
and nations. This is a period that also tests the character 
of an American business institution. How a firm meets 
today’s challenge determines how it will serve you in the 
time of peace to come! 


WE HAVE KEPT FAITH WITH OUR DEALERS! The war 
has not shaken us from a life-long policy of equitable 
treatment. What may have been “Temptation” for others 
was for us a clear indication that we could not afford a 
fractional deviation from a policy of fairness to all! 


Sheaffer's policy is to allow no dealer an advantage which 
is not open to the entire Sheaffer dealer organization! No 
new Sheaffer dealers have been established since early, 
1942. Existing dealers have first call on available mer- 
chandise! Sheaffer has not taken unfair advantage of 
conditions to force ‘’special deals”’ on the dealer! Sheaffer 
rebated dealers on the basis of 1942—not 1943 when 
failure to make peacetime quotas was no fault of the 
dealer! 


WE HAVE KEPT FAITH WITH THE CONSUMER! The 
conditions of war cannot force us to manufacture mer- 
chandise not having the same quality and value for which 
the consumer has come to respect the name of Sheaffer. 
We are not producing—and will not produce—inferior 
“duration” merchandise! The quality and value for which 
Sheaffer is famous is being maintained today and will 
be increased in the years ahead. 


SHEAFFER IS LOOKING TO YOUR FUTURE! LOOK 
AHEAD WITH SHEAFFER! 
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NEW YORK ADVERTISING FIRM ANNOUNCES NEW 
CIRCULAR SERVICE FOR TYPEWRITER DEALERS 


Typewriter and office machine men who normally 
are able to devote only a limited time to the prepa- 
ration of direct mail and other types of advertising 
will be interested to learn of the new service offered 
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YOUR FIRM NAME 


ADDRESS TELEPHONE NO. CITY 








ONE OF THE RECENT CIRCULARS PRE- 
PARED BY THE MAIL-MEN FOR DEALER 
USE.—Illustrated and printed in two colors, 
the circulars are available to only one dealer 
in each city at a nominal cost. Feature cap- 
tions and the firm name, address, telephone 
number and city are printed in red. 


by The Mail-Men, 342 Madison Avenue, New York 17, 
N. Y. The Mail-Men is a syndicated advertising serv- 
ice for office equipment dealers and stationers directed 
by Stanley Moss, formerly advertising manager of In- 
ternational Office Appliances, Inc., and Addressing 
Machine and Equipment Company, and well known to 
OFFICE APPLIANCE readers as the conductor of the Ad- 
vertising Clinic. 

Briefly, the service offered functions as follows. Each 
month a new two-color illustrated circular is prepared 
for subscribers to the service at a cost substantially 
below what the dealer would ordinarily pay for such 
direct mail material. Distributed to subscribers in 
units of 1,000, the circulars come ready-folded and im- 
printed with the dealer’s name, address and telephone 
number; all the user has to do is insert them with 
bills, statements or correspondence without the ex- 
pense of extra envelopes, postage or addressing. 

Provided also with the service are three complete 
suggested newspaper ads—plus the privilege of using 
the services of the agency for other sales promotional 
work at a nominal cost. The Mail-Men service is 
handled on a “first-come, first-served” basis, only one 


dealer being serviced in each city. 
———31—e 


MARCHANT WINS THIRD ARMY-NAVY “E” AWARD 

The Marchant Calculating Machine Company, Oak- 
land, Calif., has announced the winning of their third 
Army-Navy “E” Award for consistent and continued 
performance in meeting all war production schedules 
on time. The award was made early in March. 

Upon receiving the official award from Robert P. 
Patterson, Under Secretary of War, President Edgar B. 
Jessup stated: “It is a great honor for Marchant to 
be one of the few selected companies in this area 
privileged to fly a production award pennant to which 
two stars have been added—an honor deeply appre- 
ciated by both employees and management.” 
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June Savor 
““SWING-DEX”’ 


Finding is as \ 
important as | 
Filing 








Used in 
Desk File 
Drawer 


List, Unit §— 00 
Complete 


(F.0.B. Skokie, III.) 


Hardwoed Frame—Placed lengthwise in the front of deep desk 
drawer; top of desk; crosswise in drawer (file department as 
a sorter). 


Personal Alphabetic File—Capacity over 1000 letters. 
Daily Follow-Up—1-31—Combined with alphabetical system. 


Subject File—Special printed labels (also blank labels) take 
care any type subject or ‘Personal Affairs’ items. 


A Collator—Used to collate papers destined for general or 
permanent files. 


A display on your floor or in your window should result in an 
attractive volume of additional profits. Prompt shipment. 
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WING-DEX 


Business Efficiency Aids 


















Swing-Dex as used in or on desk. 


BUSINESS EFFICIENCY AIDS 


Box 258-A Skokie, Illinois 
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529 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 
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ARKANSAS NEWS NOTES 

Morris E. Morgan has been appointed eastern Ar- 
kansas representative for Parkin Printing & Sta- 
tionery Company, 215 Main Street, Little Rock. 

x * * 

Charles Long of the Arkansas Printing & Litho- 
graphing Company, 1000 Center Street, Little Rock, 
has been named a member of the petit jury for the 
spring term of Pulaski County circuit court. 

* * * 

Raymond Hanggi who was with the Democrat Print- 
ing & Lithographing Company, Second and Scott 
Streets, Little Rock, until his induction into the Navy, 
has been promoted to petty officer, second class. He 
is serving with the Naval Air Corps in the Caribbean 
area. 

* * * 

Theo Pattee of the Pattee Printing Company, 210 
West Eleventh Street, Little Rock, has been named a 
member of the 1944 Pulaski County grand jury. 

* ok x 

Ben R. Hamilton, sales manager for the Democrat 
Printing & Lithographing Company, Little Rock, has 
been named chairman of the sales executives’ com- 
mittee of the Little Rock Chamber of Commerce. 

* * *x 

W. C. Allsop, member of the firm of Allsop and 
Chapple, 307 Main Street, Little Rock, has been named 
a member of the aeronautics committee of the Little 
Rock Chamber of Commerce.—ADR 


oa Na 
FIRST ISSUE OF “M & V ANALYST” APPEARS 


The maiden issue of the M & V Analyst, new house 
organ of Mittag and Volger, Inc., Park Ridge, N. J., 
was published in February of this year. Designed to 
help boost the sales of inked ribbons and carbon 
papers for M & V dealers, the new magazine is printed 
on excellent stock with a page size of 8% x 11 inches. 
The contents is of such a nature as to prove valuable 
not only to dealers, prospective dealers, distributors 
and salesmen, but to office managers, purchasing 
agents and head stenographers as well. Consequently, 
distribution will not be limited to sales outlets of the 
company. 

The February issue contained an interesting story 
of how a piece of typewriter ribbon served as a decora- 
tion for Rear Admiral Kirk, USN, as he became an 
honorary member of the Atlantic Fleet Correspond- 
ents Association, a brief discussion of the much-talked- 
of Dvorak keyboard, a treatise on the color problem 
of carbon paper, and helpful hints on the effective 
use of ribbon and carbon paper. A page was devoted 
to “Tips from The Analyst,” relating how several 
actual sales problems were overcome by conscientious 
members of the M & V sales organization. 

Present plans call for the publication of the Analyst 
every three or four months during the first year, with 
the expectation that it will become a bimonthly in 
subsequent years. 

— —~<—te  — 
SPRINGFIELD EXECUTIVE UP ON WORLD TOPICS 

Frank C. McClure, president and general manager 
of the Inland Printing Company, 475 St. Louis Street, 
Springfield, Mo., finished with the highest score when 
the local Lions Club recently held their annual struggle 
with the current affairs test distributed by Time mag- 
azine. 

McClure’s score was 83 correct answers to the 105 
questions. His award was a world globe. On the art 
and literature questions, McClure’s answers were 100 
per cent correct. He also scored 100 per cent on war 
strategy problems. Mr. McClure says he is not a 
reader of Time. 

Ed Brazeal, manager of the Brazeal Typewriter 
Agency, 404 South Jefferson Street, also was among 
the 15 Lions’ Club members who finished the test with 
more than 50 per cent correct. Brazeal scored 63.— 
EVH 


OFFICE APPLIANCES, April, 1944 














Art Metal 


Jamestown. New York 
US. As 








Wataly COINS SUPPLE WC Wane OD US 
T Hf 
I C@F> i 


\CINDEXING> / 





on the road to postwar profits! 


ae \ 
Zs I WORX 


io 
y Pg Ee 
. aa YN N 


‘, 


. . » 
Ae, aie, 


% 





OU won't go wrong, you can't go 
y satan if you rely on these trade-marks 
for postwar sales. They’re soundly estab- 
lished trade-marks, long identified with ad- 
vanced engineering of office equipment, 
with visible indexing, and with efficient 
supplies and services. Businessmen all over 
the country are impressed with the way Art 
Metal, Postindex and Wabash have helped 


solve office problems. 





In addition, we're backing you today and 
making more customers for tomorrow with 
our advertising campaign now running in 
Business Week. Our Mr. Expediter, Doctor 
of Offices, is becoming nationally famous, 
and he’s telling his ever-increasing audience 
how much you can do to lighten the work 
of the office manager, how you can make 


offices run smoothly and efficiently. 


Dealers interested in securing information 
about an Art Metal franchise are invited to 
write Agency Division, Art Metal Construc- 


tion Company, Jamestown, New York. 


ART METAL STEEL OFFICE EQUIPMENT 
POSTINDEX VISIBLE RECORDS 
*WABASH FILING SUPPLIES 


#a subsidiary company 
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IT 1s the stern, resonant chant of 


American will-to-win. It is the battle hymn 
of courageous young men meeting death and 
the homing song for a mission accomplished. 
It is the song of freedom which crescendos in 
thundering volume to the finale of Victory. 
Composed by American genius and orches- 


trated by American ingenuity, its notes come 


from millions of Americans in thousands of 


plants throughout the nation. And the Allen 


organization contributes some of them. As the 
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demands of war are relinquished, the Allen pro- 
duction capacities will be re-directed to mak- 
ing business machines which bear that name 


—R. C. Allen 


synonymous with dependability 


K.C.Allen 
Business Machines 


ALLEN CALCULATORS Inc. 
W.. GRAND RAPIDS, MICH 
e 
Mokers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines + Book- 
keeping Machines + Cash Registers - Statement Machines + All-Purpose 
Office Machines, Electric or Hand Operated 
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Then, A-S-E office equipment will replace the huge quan- 
tities of war products now being produced in A-S-E plants. 

Then, you can look for A-S-E office equipment, which again 
will have the high quality, the nation-wide acceptance and the 
consumer preference that have helped so many dealers establish 
sales and profit records. 

Then, you will be able again to sell better features anda 


more complete line of A-S-E office equipment. 


ALL - STEEL-EQUIP COMPANY, INC. 


604 JOHN STREET, AURORA, ILLINOIS 
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Acco 


2-PIECE 


Covers 


Low price plus maximum usability make 
ACCO Two-Piece Covers doubly popular. 
They are standard for transfer filing—and 
thousands of firms use them for binding 
active papers because of their almost un- 


limited capacity. 


Acco Covers with Acco Fasteners have the 
same advantages of expensive ring and post 
binders —easy interchangeability, positive 
binding, large expansion — without the cost. 


You can sell them in quantity for countless 


uses. 


Acco Two-Piece Covers are just one of the 
Acco Quality Products that have helped to 
make business more efficient. Are you stand- 


ardizing on Acco? 


a> & O 


PRODUCTS, Inc. 


39th AVENUE and 24th STREET 
LONG ISLAND CITY, N. Y. 











Calendar of Industry 
Activities 


Chronological Arrangement of Major 
Events For Easy Reference 


April 2 and 3. N.S.A., District 10, Hotel Cosmopolitan, 
Denver, Colo. E. G. Hopper, Governor. 


« » 

April 11 and 14. N:S.A., District 12, Hotel Biltmore, 
Los Angeles, April 11 and San Francisco, April 14. 
Omar Boyd, Governor. 

« » 

April 19 and 20. N.S.A., District 11, Multnomah 
Hotel, Portland, Ore. Horace Kilham, Governor. 
« » 

April 24 and 25. N.S.A., District 7, Hotel Pfister, Mil- 
waukee, Wis. Charles Mixter, Governor. 


« » 
April 28 and 29. N.S.A., District 6, Edgewater Beach 
Hotel, Chicago. Eldon Just, Governor. 


« » 

May 2 and 3. N.S.A., District 5, Deshler-Wallick 

Hotel, Columbus, Ohio. W. F. Thomas, Governor. 
« » 

May 22 and 23. N.S.A., District 3, Benjamin Franklin 

Hotel, Philadelphia, Pa. Thomas Stagg, Governor. 
« » 

October 2, 3 and 4. National Stationers Association 
Annual Convention, Palmer House, Chicago. Charles 
P. Garvin, General Manager, 740 Investment Build- 
ing, Washington, D. C. 





DIXON WINDOW DISPLAY AT MARLBOROUGH’S 
WHOLESALE SCHOOL SUPPLY STORE IN NEW 
YORK.—Featured in the window were Dixon Ty- 
phonite Eldorado pencils, backed by a complete 
tie-in of advertising and selling features. Of par- 
ticular interest to professional men, students and 
teachers were the reproductions of pencil draw- 
ings by the late Earl Horter, well known American 
artist. A Dixon magazine advertisement, built 
around blueprint reproduction for student guid- 
ance, was also an important part of the display. 
GLOBE-WERNICKE ELECTS DIRECTORS, OFFICERS 

At the annual meeting of stockholders of The Globe- 
Wernicke Company, Cincinnati, Ohio, held on Febru- 
ary 23, 1944, the following directors were re-elected: 

Dewitt W. Balch, H. E. Coombe, R. H. Hammer, Nor- 
man S. Hill, S. E. Hurdle, Frank H. Kunkel, H. W. 
Nichols, John J. Rowe, J. S. Sprott. 

Officers elected by the board were as follows: Presi- 
dent, J. S. Sprott; secretary and treasurer, R. H. 
Hammer; assistant secretary, C. G. Lindeman; assist- 
ant treasurer, F. E. Kebler. 
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Unaffected by 


Atmospheric Humidity... 


No longer need strength of color be lacking in 


pencil leads that feature insolubility. Now, through 
EBERHARD FABER genius, intense color that 
makes for eye-comforting visibility is introduced 
in the new Weatherproof Van Dyke Colored 
Pencils. For quickly convincing proof test a 
sample at your Stationers... or attach the coupon 


(below) to your business letterhead. 


For all who make the most of 
color in spite of humidity or prev- 
alent moisture— @ For Checking 
e For Charting @ For Making 
Changes or Corrections @ For Map 
Indications @ For Color-Coding 
@ For Personalized Signatures ... 
Available in a rainbow of 24 
graded colors, in boxed sets of 
12 and 24—or in single colors. 


Leadership~r IN FINE WRITING MATERIALS SINCE 1849 





EBERHARD FABER 
37 Greenpoint Ave., Brooklyn 22, N.Y. 


Please have your salesman get in touch 
with me to talk over sales angles on your 
new Weatherproof VAN DYKE line. 

Name___ 

Position____ 

Firm Name 

Firm Address 

eae 
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NORTHWEST TRAVELERS NOTES 


Merrill D. Hasty, Correspondent 





One of the finest examples of kindness and true 
friendship was demonstrated on March 11, when Bob 
Davis, Ray Smith, Al Nagele and Mrs. Ralph Camp- 
bell, all of Miller-Davis Company, Minneapolis, each 
gave a pint of blood for Bob Valleau, who underwent 
a lung operation at St. Mary’s Hospital in Minneapolis. 
Bob came through the operation successfully and the 
latest reports are that he is getting along fine. 

* * * 

Jim Foreshew, Foreshew Supply Company, Pierre, 
S. Dak., is now a petty officer, second class, in the Sea- 
bes. He is at Camp Perry, Williamsburg, Va. 

* * * 

Arnold Berglund, Joseph Dixon Crucible Company, 

one of our news reporters, has just received some very 
sad tidings. His brother, Bemarr Berglund, was killed 
recently in a bomber while in action over Germany. 
Another brother of his was wounded on the recently- 
established Anzio beachhead. 
* * 
Oscar Nordian of A. and E. Supply Company, Duluth, 
is back on the home front. He returned in January 
from Hawaii, where he was in service as a military 
police. Welcome home, Oscar. 


a * * 


* 





Cliff Cody of Dubuque, Iowa, recently received the 

news that his son has been promoted to captain. 
* * * 

Ed Friedman, of Le Page’s, Inc., has just celebrated 
his twenty-fifth year with the company. Le Page’s 
sure sticks good men to their job. His friends in 
Wisconsin and in Iowa City, Cedar Rapids, Waterloo, 
Dubuque and Ottumwa, Iowa, will all be glad to know 
that Ed has his old territory back and will be seeing 
them soon. Best of luck, Ed. 

* * Bd 

Warren Krough will soon join forces with Miller- 
Davis Company, Minneapolis. Warren leaves a host of 
friends in Milwaukee, where he was associated with 
Siekert and Baum Company for years. 


2 .# 


Rolla W. Colby, 64, an all-around salesman who pre- 
sided at the fountain pen counter at Miller Davis 
Company, Minneapolis, died of phelitis on February 26. 
He had been with the Miller-Davis organization for the 
past 18 years. A native of Plainview, Minn., and well 
known throughout the southern part of the state, 
Colby was hailed as a great cornet player. He was 
survived by his wife, Huldah M. Colby. 

——o— 
ARMY SERGEANT DESIGNS PORTABLE FIELD DESK 

Staff Sergeant James Baker of Camp Ellis, Ill., no- 
ticed that the GI Army field desk, which is part of 
the equipment of an overseas officer, was too small 
for his commanding officer. So he worked out a new 
model which, while large enough to hold a typewriter 


|} and the necessary papers, weighs only 75 pounds, a 


little more than the standard type. The new desk 


' can be folded up and carried like a suitcase, and in- 


cludes a homemade swivel chair. The desk was built 


F of scrap lumber but could readily be made from fibre 
} like that used in standard desks, in which case it 
+ would be much lighter.—GET 


Se 
BATES PRIORITY-FREE REFILLS AVAILABLE 
Bates B-5 stapler refills are now available without 


} priority, according to a recent announcement issued 
by The Bates Manufacturing Company, Orange, N. J. 
} Shipments can be made promptly to those customers 


who have no preference ratings or who have inadver- 
tently destroyed their old spools, it was stated. 
Orders with ratings will continue, however, to take 
first preference, with orders accompanied by empty 
refills coming next in precedence. 
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No. 110-CA 
ARM SWIVEL CHAIR 
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"DESIGNED TO LOOK/LIKE STEEL” 


No. 140-CA 
SWIVEL CHAIR 





No. 125-GL 
SIDE ARM CHAIR 





No. 222-FR 
OPERATOR CHAIR 








No. 175 
SIDE CHAIR 
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THESE ARE BUT A FEW OF THE MANY 
WAR PLANTS USING LIBERTY BOXES 


Kaiser Company, Inc. 
Hercules Powder Company 
Consolidated Steel Corporation 
Phelps Dodge Corporation 
Foote Bros. Gear & Machine Corporation 
E. |. DuPont de Nemours & Co. 
Houston Shipbuilding Corporation 
U. S. Naval Ordnance Plant 
Studebaker Corporation, Aviation Division 
Douglas Aircraft Company 
Allis-Chalmers Mfg. Co. 

Radio Corporation of America 
Ralston Steel Car Company 
Nash Kelvinator Corporation 
Continental Motors Corporation 
Edward E. Budd Mfg. Co. 
Harring Hall Marvin Safe Co. 
Emerson Electric Mfg. Co. 
Waltham Watch Co. 
Consolidated Vultee Aircraft Corp. 
Owens-Illinois Glass Co. 
Hoosier Lamp & Stamping Corp. 
Graham Paige Motor Co. 
Jeffersonville Boat & Machine Co. 
Electro Motive Corp. 
Aluminum Company of America 
Glenn L. Martin Co., Aircraft 
Bellanca Aircraft Corporation 
American Can Company 
A C Spark Plug Division—G. M. C. 
International Cellucotton Products Co. 
Aviation Engine Plant—Buick Motor 
Inland Steel Co. 

Baldwin Locomotive Works 
General American Tank Car Corporation 
Browne & Sharpe Manufacturing Co. 
Illinois Ordnance Plant 
Calumet & Hecla Cons. Copper Co. 
Des Moines Ordnance Plant 
Kingsbury Ordnance Plant 
Carnegie-Iilinois Steel Corporation 
Stewart-Warner Corporation 
Dow Chemical Company 
Allison Division—General Motors Corp. 
Fairchild Engine & Airplane Corp. 
American Optical Company 
United States Rubber Co. 

Berlin Tool & Die Co. 

Boeing Airplane Company 
Goodyear Tire & Rubber Company 
United American Bosch Corp. 
Great Lakes Steel Corporation 
Chevrolet Motor Corporation 
Grumman Aircraft Engineering Corp. 
North American Aviation 
Ingalls Shipbuilding Corporation 
Timken Roller Bearing Co. 
Liberty Aircraft Corporation 
United Airlines Transportation 
Bell Aircraft Corporation 
Western Electric Company 
Scintilla Magneto Division 
Wright Aeronautical Corporation 
Truscon Steel Corporation 
Otis Steel Company 
Newport News Shipbuilding & Drydock Co. 
American Airlines 
Westinghouse Electric & Mfg. Co. 
Lone Star Ordnance Plant 
Kewanee Shipbuilding & Engineering Corp. 
Marion Machine Foundry & Supply Co. 
Caterpillar Military Engine Co. 








For Economical Record Storage Filing — The National Standard for Over 25 Years 
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That we will blast barbarism from the face of the earth is 
certain. That American ingenuity and efficiency will be largely 
responsible is equally certain. As it is almost axiomatic that 
a nation cannot reach such a colossus of production without 
employing efficient methods, it is only common sense to pre- 
serve an integral part of that efficiency—its records. 

In any of the typical war plants listed here one will find system 
is a science developed to a fine point of perfection. This list 
is unique in one respect—they are all users of Liberty Boxes. 
They, along with thousands of others, have found that Liberty 
Boxes consume a minimum of labor and materials yet keep 
their vital records orderly and instantly available—a prime 
necessity to our rapid fire production of war materials. 


@ 


REG US PAT OFF 


STORAGE BOXES 





TO OUR DEALERS: Every order you send 
us must carry your customer’s name, 
address, his priority rating or percentage 
of war work, and sizes and quantities of 
Liberty Boxes ordered by each customer. 


& 
4 


BANKERS BOX COMPANY...CHICAGO 5, ILLINOIS 


Re. 
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ADVOCATE COMPLETES 2ND YEAR IN BUSINESS 

Two years ago the April issue of OFFICE APPLIANCES 
carried a story of the formal opening of an office 
supply and equipment division of The Advocate Print- 
ing Company, Newark, Ohio, newspaper publishers and 
commercial printers for 121 years. The new enterprise, 
known as The Advocate Store, opened its doors for 
business at 27 West Main Street, Newark, on Febru- 
ary 26, 27 and 28, 1942. 

On February 25, 1944, a five-column display adver- 
tisement in The Newark Advocate and American 
Tribune announced that The Advocate Store had 
reached its second birthday and that progress toward 
the pledge “to make this the most complete store of 
its kind in central Ohio” was a fast-moving reality. 
More than 10,000 items are carried in stock at The 
Advocate Store and plans are being advanced to add 
duplicating machines, addressing machines, mail room 
equipment, fireproof files, safes, burglar-proof money 
chests and kindred lines when materials for their 
manufacture again become available. 

Present lines carried in stock at this modern office 
supply organization include Globe-Wernicke business 
equipment, Wilson Jones loose leaf devices, bound 
books and machine bookkeeping equipment, American 
Sales Book products, Columbia ribbons and carbons, 
Sanford inks and paste, Hoosier desks, Pendaflex files, 
B. L. Marble chairs, Eberhard Faber pencils, Do-More 
chairs and numerous Lyon products. 

The store is under the management of John H. 
Duncan, a veteran of 27 years’ experience in the office 
supply trade. 


—_- oo = - 2 





FORMER ROYAL MAN ATTAINS CAPTAINCY.—Galen 
F. Lane, who prior to joining the AAF was a portable 
field man with the Royal Typewriter Company, re- 
cently was promoted from first lieutenant to the rank 
of captain. He began his Army service in June, 1942, 


and has been at Robins Field, Ga., since last May. 
(Official War Department Photo) 
eS ee 


MORGAN CO. BUYS COLUMBUS BUSINESS SITE 


Harry L. Morgan Company, one of the city’s leading 
office equipment firms, has purchased the four story 
and basement building at 208-210 and 210% South 
High Street, Columbus, Ohio, for an amount involving 
approximate $55,000. 

The Morgan concern occupies the three upper floors 
of the building, while the William C. Kennedy & Son 
Company is on the first floor. The property has a 
frontage of 41 feet and a depth of 187% feet. Imme- 
diately north of the Morgan holdings is a 20-foot four- 
Story building which was formerly part of, and con- 
nected with, the building purchased. 

Three years ago the Morgan and Kennedy firms pro- 

cured long-term leases on the building, at which time 
a remodeling program was carried out. 
, Harry L. Morgan, president of the office equipment 
firm, said his organization has operated here for 25 
years. He said his son, James Morgan, now in the 
armed services, will resume his connection with the 
company at the close of the war. Theodore A. Yaple is 
secretary of the company.—AK 
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BANKS 
OFFICES 
HOTELS 

PUBLIC UTILITIES 


INDUSTRIAL 
USERS 


THESE PENS WILL BRING YOU 
MORE BUSINESS 




















OVAL POINTS 
FOR PUBLIC WRITING USE 


Esterbrook’s Oval Point steel pens are made 
to serve better where pens take a beating. Here 
are the reasons why: 
1. More economical—last longer...low 
first cost ...low replacement. 
2. Smooth writing—Oval Point Design 
does it. 
3. Users like then—Oval Point fits 
almost any style of writing and 
many writing jobs. 


PRECISION MADE 


Precision and craftsmanship have made 
the name Esterbrook the “write” word 
wherever writing has a job to do. 


bstectrvok 


PENS 


THE ESTERBROOK PEN COMPANY, CAMDEN, N. J. 
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TOPS IN SERVICE AND SALES POTENTIAL! 


DISPLAY, DEMONSTRATE ... AND SELL! Your war plant 
customers need these tough, long-lasting folders (Nubian or 
Pressboard, Steel Tab, punched for fasteners). Ideal for 
special Government job files which require constant handling. 
Nubian Fibre is practically indestructible. Get samples now! 


Your Postwar opportunity is here 
now, because filing systems must be installed, to be 
ready for postwar work. Awaken your customers 
to the need they will have for well-kept records of 
pre-war customers and operations the minute the 
war ends! Tell them how important it is to get 
these records in shope now, and to provide for the 
expansion which will be inevitable when the dam- 
med-up national buying power is again released! 
It will pay you well! Postwar planning must begin 
with records and this is the ideal time to sell 
Wabash Natural System or Alphamerical. May we 
tell you about them? Write us. 











NEWS NOTES FROM DISTRICT No. 8 





Gene Mitchell, Correspondent 





Our old friend, Karl Kiesel, of Carters Ink Com- 


| pany, was seen hobnobbing with the St. Louis dealers 
.| recently and he carried a well-filled order book. 
* 


oF 


Mr. and Mrs. Willard Harrison, Schooley Printing 
and Stationery Company, Kansas City, entertained 
several friends at a dinner of enviable delicacies re- 
cently. Present were Mr. and Mrs. J. D. Landes. Mr. 
and Mrs. Ross Roe, Roy Moreland, all of Schooley’s, 
and Izzy Voda of Wallace Pencil Company. Later in 
the evening, as Mr. Moreland was delivering Mr. 
Voda to his hotel, his car became gasless and refused 
to move (Weather—5 above zero). However, “Prac- 
tical Moreland,” after having Izzy very worried about 
a possible hunt for an open gas station, searched his 
car diligently and found a two-gallon can of gas in 
his trunk .. . so, on their way they went, much to 
Izzy’s relief. 

ok cs * 

Midland Stationery and Supply Company, Jefferson 
City, Mo., was recently purchased by Von Hoffman 
Press of St. Louis, owner and operator of the Midland 
Printing Company. Mr. Bob Brown remains in charge 
of the retail store. 

* *” x 

Chet Smith of Codo Manufacturing Company, and 
Herb Beckman of Boorum & Pease Company, were 
seen traveling together in Kansas in March, each 
seemingly doing a nice business. 

* * * 

Augie Krohn, American Pencil ambassador in these 
parts, was seen trying to talk the Allis Hotel, Wichita, 
out of a room he swore he wrote for, but some one 
failed to reserve. Next time try the Y.M.C.A., Augie. 

* * * 


Carl Shutz of Eagle Pencil fame was seen in Arkan- 
sas and Missouri points recently. 
* * * 


Newell Auger, president of Wallace Pencil Company, 
says there are sO many pencil men around these 
parts looking for orders that he decided to hike to 
more foreign ports for business. So caught a train for 
the West Coast late in March. 

* * * 

St. Louis attendance at the 8th Region meeting 
looks mighty promising at this writing. Planning t) 
20, with reservations made, are: Wm. Schmiederer, 
Buxton & Skinner Printing and Stationery Company, 
Frances Adams, Walter Ruedy and Walter Weihe of 
S. G. Adams Company, George Beiter of Comfort 
Printing & Stationery Company, Al J. Bartens of 
Shallcross Printing & Stationery Company, Hugh 
Alexander of Skinner & Kennedy Stationery Company, 
Chester A. Kennedy of Wm. J. Kennedy Stationery 


| Company, Ernie Blest of Oxford Filing Supply Com- 


pany, Izzy Voda, Wallace Pencil Company, Mr. Steeger 
of Old Town Ribbon and Carbon Company, Bill Bo- 
hart, Eberhard Faber Company, and your correspond- 
ent. It is hoped that others will join the caravan be- 
fore leaving time. 

a a * 

Charles Hick of Art Metal Construction Company, 
and the writer toured Missouri and Kansas in search 
of orders, recently. “Ganging up” on the dealers this 
way brought fine results. 

* * * 

Earl Scott of Goldsmith’s, Wichita, was seen leaving 
Wichita hurriedly recently. We thought there might 
have been some GOOD reason for the wild rush, but 


found out it was only a business trip to Kansas City © 


and points beyond. 
* * * 


There will be many new faces greeting the travelers rs 
on their rounds from now on—even many more than in§ 


The armed services are taking innumerable § 


the past. 
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*Another reason why Parker 


MICKO-HILM BLA UW 


is ideal for every office use! 





*Photographs perfectly! 


“Microfilm negatives, positives, and en- 
largements are difficult to obtain unless 
the right ink is used. Laboratory tests 
and comparisons show that Parker 
‘Micro-Film Black’ Quink meets the ex- 
acting requirements of microphotog- 
raphy ... yields superior results!” 


MICROSTAT CORPORATION 
Ralph De Sola, Technical Director 


ant to make more sales 
to big users? See how this 
remarkable ink makes a com- 


plete story for itself! 


Writes black—stays black! Brilliant, smooth-flowing, fast-drying—a 
permanent record ink that’s ideal for all correspondence. records and checks. 
Won’t Fade! Even when subjected to hundreds of hours of blazing sun- 
light, records written with Micro-Film Black Quink stay clear and sharp. 
Resists Water! Actual tests show that tons of water fail to wash out ree- 
ords written with Micro-Film Black Quink. Guards against water dam- 
age resulting from fires or floods. 
PI : : alias PA 
votographs Perfectly! Its clean, sharp strokes—devoid of feathering gf AER 


—reproduce clearly. Ideal for all photographic processes of keeping records. MICROFILM BLack 


Contains Solv-x! Exclusive ingredient that cleans pens as they write- ; ON; 
ends clogging and gumming. Saves time and money for offices by stop- Lf 
ping most pen troubles before they start. nth 


If you haven’t a stock of Parker “Micro-Film Black’’ Quink—order some 
today. You'll find it’s easy to sell big users this remarkable, all-purpose 
ink. Parker Pen Company, Janesville, Wisconsin, and Toronto, Canada. Dnata ine 


Copr. 1944, The Parker Pen Company 


FREE! 


Attractive, 2-color book- 
let that shows-all, tells- 


all about “Micro-Film 

e Black’? Quink. Filled 

with facts, photographs, j 

and testimonials... proof 

: 3 : of Quink’s superiority. A handy selling aid 

Ltt COZ y, SOLX you'll want to show your prospects! Write 

AMMUMYG Parker Pen Company, Dept. “N”, Janes- 

ville, Wisconsin . . . for your free copy today! 
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No. 3618C 
Combination Storage 
and Wardrobe 
Cabinet 


Equipped with 4 shelves 
and 1 coat rod 
36” x 72”H x 18”D 


$56.75 





No. 3618S Storage Cabinet 


Equipped with 4 adjustable shelves 


STORAGE AND 
WARDROBE CABINETS 


Steel-like storage and 
wardrobe cabinets made 
of pressed wood. Stur- 
dily constructed. Fin- 
ished in olive green 
enamel. The doors are 
thoroughly reinforced 
and are equipped with a 
locking device controlled 
by a paracentric lock in 
the right hand handle. 





No. 3618R 
Wardrobe Cabinet 


Equipped with 1 shelf 
and 1 coat rod 
36”W x 72”H x 18”D 


$50.00 





36”"W x 72”H x 18”D 


$55.00 





WOOD DESK TRAYS 


Round cornered, seasoned plywood. 1 Tray 


Beautiful appearance. Full felt bot- 
tom protects desks surfaces. Can be 
stacked to any desired height. Fin- 


ished in olive green. 


\ 


No. C1292 LETTER SIZE 


2 Tier Tray 


Additional Set “Build Up” Posts 
$1.00 per set 


_.. $2ZOO 
$500 








BLUE PRINT CABINETS 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
prints to sizes 2454” x 39”. Made of seasoned plywood. 
Drawers glide smoothly and easily. Material filed will 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order. Cabinets can 
be bolted into solid batteries. 33%” high including 
base. 


















PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 


Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove 
designed for eye- 
letted operation. 


No. 458W 
$29.00 
Height 30” 


Lower compartment 
123%” =x 11° x 24” 


Upper compartment 
1234” x 10%” x 24” 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 


NEW YORK 
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sales people from our dealers’ stores, so much so that 
it has become a very weighty and difficult problem for 
employers to solve. More work and less help means 
more overtime for those still on the job. The telephone 
will have to play a big part in the replacement of 
salesmen. 


* * * 

Matt Dillon of Associated Stationers Supply Com- 
pany, completed a circle tour of his Midwest territory 
in March, having covered many points in Minnesota, 
Iowa, South Dakota, Nebraska, Kansas and Missouri. 
In the northern sections, Matt was covering part of 
Herb Morgan’s old territory, Herb having moved to 
the Far West for National Blank Book Company. 

. 


* * 

Herbert Held of Blackwell Wielandy Company, St. 
Louis, reports the following: “Lionel Colomb, the ‘hu- 
man phonograph’ of Weis Manufacturing Company, 
recently had his wings, not singed, but clipped, when 
visiting St. Louis. While singing the praises of the 
quality and service of the Weis organization in his 
usual manner, I remarked: ‘You don’t believe all that; 
why, you don’t even know how many pages there are 
in The Bible.’ Lionel admitted he was stumped, and 
turning to a fellow peddler, genial Teddy Barthel of 
Boorum and Pease Company, asked if he knew. Teddy 
also had to admit he did not know. The truth of the 
matter is it depends on the page size as to the number 
of pages within the cover. 

* * * 

Word comes via V-mail from England of the arrival 
there of Pvt. Paul Baird of Kansas City, and Capt. 
Richard (Dick) Steding of St. Louis. Both of these 
boys are anxious for letters from “home,” and their 
respective addresses are: APO No. 7346, c/o Postmaster, 
New York, N. Y.; and Headquarters, 470th Quarter- 


masters Group, APO No. 9616, c/o Postmaster, New | 


York, N. Y. 


* * * 

Fred Schaefer, the new vice-president and sales 
manager of Sanford Ink Company, after all these many 
years of travel, made his FIRST stop in St. Louis in 
March. He was accompanied by “Chuck” Lofgren of 
the same firm. We hope Fred not only saw many 
orders written for his products while with Chuck, 
but also enjoyed the hospitality of the local dealers 
and took time out to see the “sights” of the metropolis. 

* * * 

Hugh Alexander, newest addition to the stationery 
department of Skinner & Kennedy Stationery Com- 
pany, St. Louis, spent several March days in his former 
locale, Little Rock, Ark. He visited his former em- 
ployers, Parkin Printing & Stationery Company, and 
other friends. Mr. Alexander joined his present firm 
last fall as buyer and co-manager of his department. 

* na * 

Both the “Coal Dust Twins’—Harold Hoffman of 
Smead Manufacturing Company, and Dan MacDougall 
of Stationers Loose Leaf Company, and the “Gold Dust 
Twins”—Bill Smith and Herb Walsh of Ace Fastener 
Corporation, were seen traveling in pairs in Oklahoma 
and Texas recently. After attending the Texas Regional 
meeting, they quickly moved north to be on hand for 


the 8th Region meeting at Kansas City. 
* * * 


_ The St. Louis stationers report having had calls dur- 
ing March from Elmer Krumweide, the “Stationers 
Mart” mogul, Chuck Lofgren of Sanford Ink Company, 
Augie Krohn of American Pencil Company, John Pyd- 
lik of Blaisdell Pencil Company, and a couple of local 
boys who were working the home trade—“Bob” Lewis 
of Dennison Manufacturing Company, and “Bill” Bo- 
hart of Eberhard Faber Pencil Company. 
* * * 

Two officers of the Buxton & Skinner Printing and 
Stationery Company, St. Louis, who have been em- 
Ployed by the firm for a total of 106 years, were pre- 
sented wrist watches on March 4 by J. S. Skinner, 
president of the company, in appreciation for their 
Services. The men are Fred Jones, manager of the 
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The cost of ink for the average 


duplicating job is only 12 cents 


per 100 copies. 


Why not recommend the best? 


MILO HARDING COMPANY 


436 WEST PICO BOULEVARD + LOS ANGELES 
617 COMMONWEALTH ANNEX « PITTSBURGH 


Makers of famous TEMPO Film Stencils 





95 

















Jume Saver 


“TAB”- FILE 


TEN valuable features that make this 
file a sure sales producer: 


a. 
2. 


3. 


Suspension Uprights— 
Letter and Legal Front and rear views of TAB drawer. 


SC PHMNAWSD 


Hard Woods 
Positive—Precision—Compressor 

(All Important) 

Dove-Tail Drawer Construction—''Cabinet 
Construction" 


. Smooth Drawer Sides—''No Slivers"’ 
. Attractive Plastic Handles and Drawer Pulls 


"Hand-Hole" for Carrying 

Drawers Designed to Stack 

20 Drawers to Cabinet (25!/,” inside) 
Users Have Said "The Strongest We Have 
Seen" 


. Immediate Shipment 


— ALSO — 


Upright Card Cabinets 
—Double Compart- 
ments—5x3, 6x4 8x5 


AND 





2, 3,4 and 5 Drawer Note opening at back for carrying. 


BUSINESS EFFICIENCY AIDS 


“TIME-SAVER” FILES 


Box 258A Skokie, Illinois 
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printing department, who joined the firm in 1888, and 
George Tatum, secretary, who joined the firm in 1894, 
* * ~ 

A member of the St. Louis industry to make his first 
visit to a regional meeting will be “Bill” Bradburn 
of Spies-Bradburn Company, who plans to be on hand 
at the 8th Region convention at Kansas City. His 
partner, Roland Spies, made his initial appearance at 
the National Convention last October. 

* * * 

The sincere sympathies of the Midwest Travelers and 
the dealers of the 8th Region go to the family and co- 
workers of the late W. H. Kiehne, former secretary and 
general manager of Missourian Printing and Stationery 
Company, Cape Girardeau, Mo., who passed away Feb- 
ruary 25. A more complete article about Mr. Kiehne 
appears elsewhere in this issue. 

* * * 

Jack C. Kern Company of Dallas, Texas, manufac- 
turers’ representatives throughout the central, south- 
ern and southeastern states, presenting a fine list of 
high-grade products, is certainly to be complimented 
upon the aid and co-operation given the Governor of 
the 8th Region and the Midwest Travelers Club in 
their voluntary mailing piece, broadcast to the region 
mailing list in March. 

6 ee 
TYPEWRITER DEALER USES UNIQUE LETTERHEAD 

If a man is a typewriter dealer it would seem to be 
a good idea for him to have letterheads that look the 
part. At least that’s what Roy A. Davis, The Type- 
writer Man of Colorado Springs, Colo., thought. So he 
had a letterhead printed with typewriter type liberally 
used, giving him a letterhead that is quite unusual 
and most suggestive of the business. The entire let- 
terhead is in typewriter type with the single exception 
of a name cut in his own handwriting, a sort of trade 
mark that is used in the neon sign in his window and 
elsewhere in his store-——-RRV 


ee tod, 
mien 


Sa, 


FX 


AN AIR MAIL STATIONERY WINDOW DESIGNED FOR 
ACTION.—Featured recently in one of the display windows of 
Hale Brothers, progressive stationery store of Sacramento, 
Calif., was this eye-catching display of Sky-Rite air mail sta- 
tionery, manufactured by the Agency Paper Company, New 
York, N. Y. Note the attractive array of boxed stationery and 
the prominent place given the price card, both carefully 
planned for immediate action on the part of the observer. 
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ac. Once there was a Famous Horseman who leaped upon his 


3; ~~ horse and rode off in all directions! Well, throughout 1944... 
nted 





D in FAMOUS TICONDEROGA PENCILS 
ep » £2 Bon 
we, Will ride vist ner and wide 7= bes ‘and handsome 
i fie ; 
tion and in all directions! 
and HERE’S HOW 
In the magazines in 1944 oF 


In Life... Time... Liberty or Saturday Evening Post i 


A lively, dramatic, eye-catching Ad-a-week, every week 
for 52 weeks, opening markets and making sales! 


iron On the Air in 1944 
ee | 
(A Impressive, exciting, all-American program 
“TICONDEROGA MINUTES” 
Selling pencils for you day after day! 


LISTEN... TIE IN... FEATURE TICONDEROGA 


Display it . . . put it out in front! 


Non-stop, non-skip Radio and Magazine Advertising is rolling ahead 
of you, selling for you, helping you to make a pleasant profit in 1944 { 


It will pay to display “The advertised pencil” 





FOR 
rs of 
nto, 
sta- 
New 
and 
ully 
ver, PENCIL SALES DEPARTMENT 98-J4, JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 
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SSAGE TO MILLIONS jy 1944 









Month after month, we are going to hammer 
home to millions of readers, the importance of 
the ROBINSON REMINDER as a war-time essen- 
tial. Life, Time and twelve other leading publica- 
tions will consistently and continuously tell this 
important message. 


As for service to our dealers, we are maintaining 
the outstanding reputation we attained in 1943. 


Our Special Service Plan is responsible for our abllity to give QR 





Immediate Shipment. 





Write today for details about this Plan and for a Catalog. 


ROBINSON REMINDERS 


Westfield, Massachusetts 


NEW YORK OFFICE * 200 FIFTH AVE. & TEL. ORCHARD 4-3028 
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UNCLE SAM, TOO 
RECOGNIZES THE TIME SAVED 
BY 











THE ARMY THE NAVY 






FORCE 


HIS NEEDS, OF COURSE, MUST 
COME FIRST! 








WHEN SPEED COUNTS 
AS NEVER BEFORE 


our Government is requisitioning an un- 
precedented number of Ace Staplers. 
These commitments must have preference 
for these finely built machines are serving 
a definite purpose in war. In Government 
Departments, war plants, in army camps 
%) and overseas Ace Staplers save valuable 


time through increased efficiency. 
Obviously, these war demands have 

worked a serious hardship on many of ACE’S NEW WARTIME MODEL NO. 402-V 

our loyal dealers. But, we are optimistic 


Consumer acceptance has definitely placed the 
about the future. It is our sincere hope 


seal of approval on this fine stapling machine. It 


that in the months to come, as more and is precision-built by skilled workmen, from the 
more metals become available for civilian finest materials obtainable. It’s a machine that 
use, that an ever increasing supply of Ace serves a definite wartime need. 

Stapling Equipment will find its way into SHIPMENTS WILL BE ALLOCATED TO THOSE 
es Maske of car dealers. QUALIFYING WITH PRIORITY RATINGS 








~Gns- 


ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE + CHICAGO - 





14 OFFICE APPLIANCES, April, 1944 99 














They Lead 
the Parade! 


DOPP-CRAFT = <=: 
Cases & Utility Kits é 


Pioneers in national adver- 

tising and product im- ie 
provement in the leather 
goods industry, DOPP- / ff 
CRAFT cases and DOPP- J/ 
KIT are the famous favor- 
ites of the trade and the 
public alike. And they will continue to “lead the 
parade” after the war too, for post-war plans for 
new products—improved products—smart design 
and new conveniences—bigger and better adver- 
tising, are all going forward unceasingly. DOPP- 
CRAFT will continue to maintain leadership for it 
will continue to merit that position. 


CHARLES DOPPELT & CO. 


Fine Leather Goods 
412 N. Orleans St. Opp. Merchandise Mart 
Chicago 10, Ill. 


NATIONALLY ADVERTISED SINCE 1937 e HARPERS MAGAZINE 
TIME e ESQUIRE e NEW YORKER e MADEMOISELLE 
FORTUNE e HARPERS BAZAAR e ATLANTIC 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





While there will be a few men lost to the armed 
forces through the latest draft, a survey among the 
stationers and business equipment firms of this city 
shows that these firms have already contributed their 
shares and have reorganized their staffs to meet cur- 
rent conditions. 

The Paul Anderson Company has been the hardest 
hit, having lost 23 men from an average staff of 45. 
Maverick-Clarke leads the field in numbers inducted, 
35 of their men having entered the service. The Clegg 
Company, an old-established firm with an organiza- 
tion of veterans, has been pretty fortunate, having 
lost only 11 men. G. L. Davis, branch manager for 
Royal Typewriter Company, reports that seven men 
have been inducted through his office, while the local 
branch of the Burroughs Adding Machine Company 
has lost nine. 

* * * 

Continuing in a military vein, Paul Anderson Jr., 
son of the head of Paul Anderson Company, who en- 
tered the service some months ago, is expected to get 
his wings in May. And J. D. Linton, formerly a city 
salesman for this firm, is now a lieutenant colonel in 
the armed forces. 

ca ~ * 

Richard Jones, formerly connected with the Corpus 
Christi branch of Maverick-Clarke, has been trans- 
ferred to this city, where he will have charge of the 
business machine department. 

Miss Nora Farquaharson has been added to the com- 
mercial department sales staff of Maverick-Clarke. 
Mrs. Jeannette Higgins and Mrs. Dorothy Young are 
new Salesladies in the social stationery department. 

* * * 

Remington Rand was the first firm to report a wed- 
ding, Miss Winnie Johnson of the office staff being 
married to Phil Bohnstedt on March 4. 

” * * 

A. L. Henricks has joined the local branch of Royal 
Typewriter Company as city salesman. 

Richard Van Klavenen, who has been connected 
with the service department of this branch, has re- 
signed to enter the U. S. Navy. 

Miss Carolyn Jenner has also joined this branch as 
secretary to Mr. G. L. Davis, branch manager. She 
succeeds Mrs. Lois Rives, who has resigned on account 
of poor health. 

Those wishing to command the attention to Mr. 
Davis may make their approach by opening up one of 
two subjects—gardening and movies. Mr. Davis planted 
his Victory garden early this year, has carefully tended 
it, and now has a fine garden coming along in good 
shape. 

Movies is Mr. Davis’ hobby. He has a 16-mm. movie 
camera and has produced some fine films, including 
a sports picture, a fishing trip, and two rodeos. In 
addition, he has a short feature, “Another Man’s Fam- 
ily,” which has been well received wherever shown. 
It consists of intimate “shots” of the Davis family at 
home, Mrs. Davis working at her household duties, 
Mr. Davis working around the home, and so on. 

* * * 

Mr. Frank C. Hall, local branch manager for Elliott 
Underwood Fisher, has adopted a practice that other 
men in similar positions might well follow with profit. 
Mr. Hall makes all deliveries personally. If a firm 
phones in for a ribbon, Mr. Hall makes the delivery, 
installs the ribbon, inspects the equipment while in 
the office, and puts in a good word for UEF. 

Through this practice, Mr. Hall not only retains 
contact with all UEF customers, as well as others or- 
dering ribbons, but is able to build up good will both 
among the users as well as the heads of the firms. If 
a repair job or overhaul is needed, he is in a good posi- 
tion to get the order. He also keeps well informed 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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How to Obtain a Maximum of Output 
with a Minimum of Office Personnel 


Contains over a hundred definite suggestions 
for improvement, saving time and cutting 
costs in these departments by use of items 
that YOU can supply: 








Accounting Mailing Production | 
Advertising Maintenance Purchasing gE "rae : 
Drafting Order Sales — | 
Filing Personnel Shipping 


and 11 other departments 


| tt tien dee 3 


This hard-hitting, sales building booklet tells 
how items you supply can be used to do a 
better, speedier job. Get a supply for distribu- 
tion to your customers... free, in reasonable 
quantities. 


WRITE TO Department OA a: ~ 
LOUIS MELIND COMPANY 


362 W. CHICAGO AVE., CHICAGO 


~~ A ee 
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MANUFACTURERS OF Molt STATIONERY PRODUCTS 


ty 
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of new businesses entering the city, and in every 
way keeps UEF to the front with those firms using 
typewriters and typewriter supplies. 

—een ao 


NEW WORD — “FIND-I-TIS” —INTRODUCED BY 
GLOBE-WERNICKE IN ADVERTISING CAMPAIGN 

Almost everyone has by now become familiar with 
such idiomatic expressions as “Pink Toothbrush,” 
“B.O.,” “Halitosis,” and “Five o’Clock Shadow,” with- 
out being fully aware of just when such advertising 
themes came into popular usage. These terms, plus 
dozens of others which began as advertising “’punch” 
words, have been popularized largely through their ex- 
pressiveness, their ability to describe a condition or 
situation in a few colorful, dramatic words. 

Now comes “Find-I-Tis” a word coined by The Globe- 
Wernicke Company, pioneer makers of office furniture 
and filing equipment systems, to describe a malady 
prevalent in many business offices, the inability to find 
things that have been filed. 

The Globe-Wernicke people have decided to make 
“Find-I-Tis” a part of the American language. Initial 
copy on this theme is appearing in Newsweek. The 
first ad of the series leads off with the following top 
caption: “Has ‘Find-I-Tis’ Got You Down?” The illus- 
tration shows a frantic office manager tearing his hair 
while an equally distraught secretary is fumbling 
through a messy file trying to find the letter the boss 
evidently has asked for. Remedy for the situation is 
found in the caption under the illustration — “Get 
Relief with Globe-Wernicke ‘Safeguard’ System and 
Wood Files.” 

Globe-Wernicke, and their advertising agency, Ruth- 
rauff & Ryan, Inc. realize that the worth of the word 
“Find-I-Tis” depends on how widely it is picked up 
and used in other fields, in addition to the business 
world. If mothers can accuse their children, who can’t 
find their rubbers, of having “Find-I-Tis,” if radio 
commentators, comedians and columnists will picx up 
the word and use it appropriately, then it really will 
have clicked. 

Both company and agency realize that a word or 
phrase is not introduced into the American language 
without effort on the part of its sponsors and ade- 
quate time and space will be used to accomplish the 
job for “Find-I-Tis.” 

Globe-Wernicke began making office accessories over 
60 years ago. The first vertical letter file ever used 
was produced by the company and is now on exhi- 
bition at the Smithsonian Institute in Washington, 
D. C. The company, with home office and factory 
covering 26 acres of floor space in Cincinnati, makes 
over 4,000 items used in libraries and offices. 

_—_————-o 


NAZI PRE-INVASION MEASURES 


Office managers and businessmen in occupied Hol- 
land have been urged to store their valuable files, type- 
writers and other mechanical appliances in safes and 
water-tight basements after each day’s work to protect 
them against damage from “impending inundations 
and increased air raids which will come with the 
Allied invasion.” This warning was issued by the 
Dutch-Nazi-dominated Council for Business Affairs 
and was circulated in the trade paper, Economische 
Voorlichtingen, (Economic Information), according to 
a Netherlands Information Bureau in New 

ity. 


provide excellent protection even if the office buildings 








York 


The Council explained that safes and cellars often | 


are destroyed. Nevertheless, office machines which are | 


not in constant use should be “evacuated” to the 
country. The same holds true for files containing 
important records. As for those departments operating 
immovable equipment, they should be housed in cellars. 
It is also important, the Council pointed out, that 
members of the staff know where they can have 
access to necessary data should the office building 
be totally destroyed. 
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TAPLE-MASTE 








AUTOMATIC 
LOAD LEVER 


PINS 
For Temporary 
Fastening 





MADE 
ENTIRELY 
OF 
STEEL 


SOLD THROUGH 
SELECT 
AL THORIZED 
DEALERS 


MARKWELL MFG. ix. 


200 HUDSON STREET, NEW YORK 
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Youre 
Telling 
Us/ 


We ARE having a tough time fill- 
ing your orders, particularly for 
TRANSFILE Files. It pains us 
plenty to have to delay and delay 
and even reduce shipments. But 
that's the way it is. And that's 
the way it will be until war de- 
mands ease off. 


We do not have to tell you we 
are using every bit of ingenuity 
we possess to try to keep our 
service up to par. We want you 
to remember us favorably after 
this war is over—your goodwill is 
our greatest asset. 


So, even in these most difficult 
times we shall do our utmost to 
merit your continued confidence 
in our products, in our service and 
in our organization. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL STREET 
NEW YORK 13, N. Y. 


= 
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TRANSFILE 





CANADIAN NEWS NOTES 





5. J. Luddington, Correspondent 


Joseph Francis Myers, 82, said to have introduced 
loose leaf ledgers into Canada, died recently in To- 
ronto, Ont. A native of Cincinnati, Ohio, he settled 
in Toronto in 1897, where he later became manager of 
the Autographic Register System Company in Montreal. 

* * * 


Alexander M. Moore, an official of the Blachall Sta- 
tionery Company, Toronto, passed away recently at his 
home in that city. He was born in Newburg, Ont. He 
is survived by his wife, his mother and a sister. 

* aK * 

Walter Bale, associated for 37 years with the firm 
of B. E. Charlton and its successors in the stationery 
business in Hamilton, Ont., died recently in that city. 
He was in his eighty-seventh year and had been retired 
several years ago. His wife predeceased him. Surviv- 
ing are one son and four nephews. 

* * * 

Harry Burr, head of the Burr Stationery and Office 
Supplies, New Westminster, B. C., was recently re- 
elected as a member of the school board there. 

* * * 

The typewriter division of the Canadian Business 
Equipment Manufacturers Association has been giving 
much study to the subject of disposal of surplus stocks 
of typewriters after the war is over. The association 
has asked the Dominion Government that such stocks 
be frozen at the war’s conclusion and that an accurate 
inventory be made available. The manufacturers of 
such equipment, which includes machines of all types 
needed in offices, are being asked for the privilege of 
reviewing these inventories or the actual commodities, 
and to voice an opinion as to how they can best be 
disposed of without disturbing the present market or 
disrupting employment in this field. 

* * ~ 

W. Russell Smith, Toronto, a veteran member of the 
wholesale and manufacturing stationery industry, re- 
cently joined the firm of Smith Brothers Loose Leaf, 
Ltd., Toronto. Malcolm D. Smith is the new president 
of the firm, which has been incorporated. 

2 ae a 

During 1944 the Stationers’ Association of Winnipeg, 
Man., will be headed by Matthew Esdale of the Esdale 
Stationery and Printing Company. The secretary is 
C. Vernon Nobbs, Luckett Loose Leaf, Ltd., while the 
treasurer is F. J. Dool, G. R. Bradley and Company, 


| Ltd. 


* * * 


George M. Hobart, general manager of Somerville, 
Ltd., and J. B. Hay, of the wholesale stationery firm 
bearing his name, both located in London, Ont., were 
recently appointed to the directorate of the chamber 
of commerce in that city. Mr. Hay is also chairman of 
the public utilities commission in that city for his 
fiftieth successive year. 

* cs ok 

Under an order just passed by the Wartime Prices 
and Trade Board, envelopes of most types will be made 
of lighter paper. The new order specifies a weight of 
40M, 17- x 22-inch basis, for envelopes having a 
perimeter of 36 inches or less and 48M for those larger. 

The manufacture of air mail envelopes from light 
paper is now to be confined to certain sizes. Window 


/ and outlook envelopes will be restricted to 17- x 22- 
'inch manila and kraft papers weighing not more 
| than 48M. 


* * * 


Thomas Atherton, veteran of the World War I and 


| proprietor of a stationery store in Toronto, Ont., for 


many years, died recently in one of the city hospitals. 
He was a native of England and came to Canada three 
decades ago. 


* * * 


Lucien Hetu of C. F. Dawson Company, Ltd., is the 
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€ US SYMUDOL appears in all Wearever national adver- 
tising. [t explains to your customers on the home front how 
Wearever is helping serve the boys on the fighting hice 


And that’s why Wearever pens are sometimes out of stock. 


DAVID KAHN, Ine. North Bergen, N. J. Est. 1896 
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NOw....it has PRICE APPEAL 


| as well as beauty — utility 


— > 





POPULAR DEMAND 
makes price reduction possible 


$572 





Letter Size No. 375—List Price 


Legal Size No. 427—List Price $670 


IMMEDIATE DELIVERY WELLS 
DE LUXE 2-TIER LETTER TRAY 


This Wells letter tray has hit the “bull’s 
eye.” Its popularity makes greater volume 
possible with the result that the list price 
has been sharply reduced. So order three 
or four samples today . . . they'll sell on 
sight. 








Best in its class. Made of selected wood that will 
not warp. Rigid lock corner construction. Felt 
feet will not mar furniture. e Built of fine hardwood 

Check smoke glass shelves (3/16”) shaped to facil- 


e Modern in design and construction 





No. 3623—Letter size, each............$1.50 List oN Gli 
Shipp. Wet. 17 lbs. to carton — 
mae le e Oak and walnut finish—other finishes may be had 
No. 3624—Legal size, each.............$1.70 List prices on application 
Shipp. Wet. 18 Ibs. to carton e Shipped KD—packed 3 units to carton—weight 
14 Ibs. 


(Packed 12 to a carton) 





e Letter and Legal size—2 tier style only 


OFFICE 410-12 SOUTH 
AA FURNITURE Tk weit st 
COMPANY CHICAGO 
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for the BEST ANSWERS to THIS QUESTION 


Would You Suggest for 
ACCESSORIES = 


"What New Features, Ideas, Gadgets, 
OFFICE FURNITURE AND 


Everybody is eligible . . . everybody is welcome to take part ... a grand 
opportunity for dealers and their sales staffs to cash in on sound ideas 
and Accessory needs. 


and opinions covering Office Furniture 


All you have to do is prepare a statement not to exceed 250 words telling 
us what new ideas, new features or developments you would like to see in 
Office Furniture and Accessories . . . setting forth your reasons for the 


recommendations. 


Our three judges John A. Gilbert—Office Appliances Magazine; J. Albert 
Woll—United States District Attorney; Charles P. Garvin—Nat. Stationers 


Association, will judge the material submitted on the merit of ideas rather 
if you’re harboring a “brain- 
don’t underestimate its importance. Send it to Wells ... it may 


BIG FIRST PRIZE of $200 in WAR 


everyone has 10 chances to win. 


than on composition. So don’t hesitate .. . 
child,” 


be the very 


BONDS. 


idea that wins the 


And don’t forget .. . 


JUDGES 
John A. Gilbert—Office Appliances Magazine 
J. Albert Woll—U. S. District Attorney, Illinois 
Charles P. Garvin—Nat. 


WELLS 


OFFICE APPLIANCES, 


Stationers Association 


OFFICE 
FURNITURE 


COMPANY 


April, 1944 


write wisely 


"°* WELLS. 


WINNER 


at 
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WELLS CONTEST RULES 


All entries must reach the Wells 
Office Furniture Co. not later than 
June 15, 1944. 

Letters must not exceed 250 words. 
The decision of the judges is final. 
In case of a tie duplicate prizes 
will be awarded. 

All letters become the property of 
Wells Office Furniture Co. and 
none will be returned. 

Winners will be announced in the 
August trade press. 

Ten prize winners. 

First prize $200 in War Bonds; 
second prize $100 War Bond; eight 
additional prizes $25 War Bonds 
each. 
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 DERMA-BILT 


FILING EQUIPMENT 


| T IS our aim to produce a line of Card Filing Equipment 
that will make it possible to handle cards with the great- 
est efficiency. Record cards are used more extensively 
than ever before and it is important to post, file and find 
cards in the least possible time. Improvements just made 
will make PERMA-BILT Files more efficient, will make it 
possible to handle cards better. Below are the improve- 
ments referred to:— 





1. Drawer stops have been moved so they do not interfere 
with indexing tabs. 

2. Compressor may be inserted or removed at any point in 
the drawer channel. 

3. Drawer sides will be the same height from front to rear so 
cards may be conveniently removed at front and rear of 
drawer. 

4. Improved construction of the Sta-tite Compressor prevents 
breakage and assures positive locking. 


IMPORTANT 
FEATURES 
4 


NEW STA-TITE 
COMPRESSOR 


SECTIONAL 
INTERLOCKING UNITS 


MADE OF 
SELECTED HARDWOOD 


FINISHED IN 
STANDARD OFFICE 
GREEN 





WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING + 


ERMA-BILT 
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| new president of the Montreal Stationers’ Association. 


| will be secretary-treasurer. 
+ 





Eugene Charters, of Charters & Charters, Ltd. and 
Phil Valiquette of Librairie Beachemin, Ltd., are vice- 
presidents, while William Pennycook of Barwick, Ltd., 


* * 


Franklin White recently purchased the stationery 
business of Mrs. Charles MacDonald, Foord Street, 
Stellarton, N. S., and will continue its operation. Mrs. 
MacDonald will retire from this business, which she 
has conducted for the past ten years. Mr. White has 
had extensive experience in this field. 

* %* oe 

Messrs. Clarke and Stuart, stationers of 550 Seymour 
Street, Vancouver, B. C., is one of the pioneer firms of 
that city, having started business in the year 1894. 

” x + 

Miss Marjory Whitelaw, who for the past three and 
a-half years has been personal secretary to F. R. Smart 
in the Stationers Guild offices in Toronto, severed her 
connection with the Guild recently. She was recently 
presented with a gift by Norman Kelcey, LePages, Inc., 
on behalf of fellow members as a token of their esteem 
and good tidings. 

= * a 

Stationers in the Hamilton, Ont., district were re- 
cently treated to the showing of an interesting film 
depicting products of Eberhard Faber Canada, Ltd. 
Annual reports of the branch were presented by Alec 
Naismith, chairman, Buntin Gilles, Ltd.; L. W. Jones, 
secretary, Victor Smith Company, and J. O’Dowd, 
treasurer, O’Dowd & Company. Fred Smart of the 
Stationers’ Guild of Canada led a discussion on war- 
time regulations affecting the printing trade. Alec 
Naismith explained details of recent changes in 
weights and sizes of flat papers as set forth in a gov- 
ernment bulletin dealing with that commodity. 

a * * 

Stationers, printers and allied trades in British Co- 
lumbia sold during recent weeks war savings stamps 
to the value of $175,000. The objective of $149,000 set 
for the drive was thus exceeded by the handsome sum 
of $26,000. These sales led all Canada in the stationer’s 
and allied trades drive and contributed to a marked 
degree in putting the Canadian total $88,000 over its 
$1,000,000 objective. 


* * * 


Typewriters and other office machines are now easier 


| to purchase as the result of an order passed recently 


by the Wartime Prices and Trade Board. The new 
order releases from retail sales restrictions typewriters 
(except electric) manufactured prior to December 31, 
1936. Sales of non-portable typewriters made after 


_ 1915 and portable typewriters made after 1928 were not 
| allowed. The order also permits the rental of restricted 


typewriters subject to recall on the order of the ad- 
ministrator of office machines. Hand-operated dupli- 
cating machines and hand-operated adding machines 
are also released. Autographic registers, change-mak- 


| ing machines and shorthand-writing machines, which 


by the order. 


CLEVELAND 15, OHIO | 


were not permitted to be manufactured, are now 
termed restricted office machines. They may now be 
manufactured, but may not be sold except as permitted 


* * * 


The Parker Fountain Pen Company, Ltd., University 
Avenue, Toronto, Ont., has been granted supple- 
mentary letters patent by the Dominion Government 
to increase its capital stock to the sum of $1,000,000. 

ca * * 


The stationery firm formerly operated by the Grimm 


| family in Bridgewater, N. B., has been taken over by 


G. Goalden. He has renovated the store, and the stock 
in all lines has been increased. 
+ ~ * 

R. S. (Dick) Greenwood who recently celebrated his 
twenty-fifth anniversary as an employee of Warwick 
Brothers and Rutter, Ltd., wholesale stationers with 
headquarters in Toronto, Ont., has been appointed 
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This baby reminds 
people of Texcel Tape’s 
many uses while it’s un- 
available. After the war, 
there'll be a big, ready- 
made market for Texcel. 
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a. * APPEARING IN Collier's, Look, Ladies’ Home Journal, 
“4 Woman’s Home Companion, Fawcett Women’s Group, 
Modern Magazines, True Story, Womans Day, 


a Popular Science, Popular Mechanics. 
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American Business 
works and plans 
for the future — 
but lives each day’ 
fo. ihe fmt... . 


NEW INDIANA (om 
nS 


serve both present and future demands 
of business, aiding in the effective es- 
tablishment of management and office 
operation. 










An important part of the line that runs 
from fields, forests and mines thru 
American factories to our far flung 
armies, is the war industry office in the 
thousands of plants across the U.S. 
where plans are worked out, where 
records of “how, what, when”, etc., are 
made and kept. 





No. 1001 












Well built executive and secre- 
tarial chairs are essential there 
and many NEW INDIANA num- 
bers have gone and are going 
to this great field of service. 








Our present wood swivel num- 
bers are built well for long serv- 
ice, and formed and fitted so 
that when chair irons of stand- 
ard pre-war quality are again 
available, they can be installed 
at point of use in a short time. 
Also our tilting chairs are now 
fitted with wooden springs, re- 
sulting in smoother reclining 
action. 







Present deliveries are measured by material 
restrictions and the needs of the armed forces 
and producers of war needs. Please continue 
to mark priority on all orders. 


New Indiana 
Chair Company 


JASPER, INDIANA 
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sales manager. Twenty years of his time have been 
spent on the West Coast, where he was stationed in 
Vancouver. Since 1939 he has been manager of the 
purchasing department in Toronto. 

2 * * 

G. R. Soulis, for over 25 years a dealer in office 
equipment in St. John, N. B., was recently elected 
lieutenant governor for the Kiwanis clubs in New 
Brunswick. 


———- 

ALEXANDER PROMOTED BY ST. LOUIS COMPANY 

Skinner & Kennedy Stationery Company, 416-418 
North Fourth Street, St. Louis, Mo., has announced 
the recent appointment of Hugh D. Alexander as man- 
ager of their stationery department. 

Mr. Alexander is particularly well fitted to step into 
his new position, having rolled up a successful record 
of more than 23 years in the stationery and printing 





4 


H. D. ALEXANDER 





business. He entered the stationery business in 1917 
as a Stock clerk for the Parkin and Longley Stationery 
Company, now known as Parkin Printing & Sta- 


tionery Company, at Little Rock, Ark. Later he was | 


associated with the W. H. Kistler Stationery Company, 
Denver, Colo., as department manager, with the King 
Printing Company at Little Rock, and more recently 
with the Dement Printing Company, Meriden, Miss. 
In this latter position, he traveled throughout the 
Mississippi Delta, northeastern Louisiana and south- 
eastern Arkansas. His experience covers all phases of 
sales work, stock control and buying in the stationery 
and printing business. 

The new appointee is married, and has four children 
and one granddaughter. 


—— = —___—_ 
GOODRICH NEW PRESIDENT OF CASE BROTHERS 

C. A. Goodrich, general manager of Case Brothers, 
Inc., Manchester, Conn., manufacturers of press pa- 
pers, jacquard cards and insulating boards, was elected 
president and treasurer of the company at a meeting 
of the board of directors on March 13. He succeeds the 
late Lawrence W. Case as head of the Case Brothers 
organization. 

Mr. Goodrich joined Case Brothers as a salesman in 
1933 and advanced to the sales managership the same 
year. In 1937 he became general manager of the com- 
pany, which operates mills at Highland Park and 
Woodland. He has devoted most of his business life to 
the paper industry, but was for a time affiliated with 
the duplicating machine division of the office equip- 
ment industry. 

The Case Brothers mills, one of the oldest of Man- 
chester’s industries, have been engaged in war work 
at 85 per cent capacity for some time. No immediate 
change in management policies is anticipated, the new 
president stated. 

I 

SPAYD NEW HEAD OF STANDARD REGISTER 

M. A. Spayd, since 1939 executive vice-president and 
general manager of the Standard Register Company, 
Dayton, Ohio, has been elected president, succeeding 
the late William C. Sherman.—AK. 
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ESSENTIAL 
to Life 


The vast buffalo herds that roamed the plains about 
three generations ago were essential to the pioneer 
life of the West. Buffalo meat sustained thousands 
of people. Buffalo robes were accepted readily by 
traders in payment for necessary commodities. The 
contribution of those herds to the life of the early 
settlers was great. 


Essential to modern life is the great American sys- 
tem of free enterprise which has made such won- 
derful growth by tapping the vast natural resources 
of this land of ours. The contribution made by 
business as a whole extends far beyond greatness. 
It is the mainstay of the American way of life. 


The buffalo disappeared because no thought was 
given to their perpetuation. American liberty 
might have gone the same way had the people 
continued to take it for granted and neglected its 
protection. Business, being realistic, takes little for 
granted. It knows the need for protecting itself 
and its people. Business went to war and with it 
the material and services that keep it alive and 
moving. This enlistment has made it impossible for 
us to serve you as we used to do. You would 
rather have it so until victory, instead of perma- 
nently. When victory comes we shall knock at your 
door and hope to resume pleasant contacts in the 
merchandising of a thoroughly modern line of 
"Andy units of steel." 


person- Hickey Go. 


INC. 


GENEVA ” 
ILLINOIS 


Dany i 
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MEILICKE 


WITHHOLDING 
TAX CALCULATOR 
1944 Edition 


Calculators in 
Shows both O.A.B. Tax and Withholding Tax 














100.| 105.| 110.| 115.| 120. 125.| 130.| 135.\ 140. 145.83 
7 canueo av 5Q.\ 55.\ 60.\_65.\ 70) 75.\ 80.\ 85.\ 90.\ 95. 


WEEKLY 
Withholding Tax—Weekly 
COLUMN CODE NUMBERS 























‘00 le 
00 20% EXEM, 





top and bottom of calc 
(center omitted). 


Illustration shows 


Eliminates building the same answers 
over and over again. 


An attractive and durable device 
erated with the left hand leaving 
other free to write. 


op- 
the 


Just tip a card and copy. 


Meilicke Calculators insure accurate fig- 
ures and instant answers, showing the 
verified 1% O.A.B. Tax” and the ‘With- 
holding Tax.” Opposite the Earned Pay, 
you read the ‘Tax Answers” to the near- 
est half cent. 


Faster—More Exact—More 
Economical 


Arranged for weekly, bi-weekly, semi- 
monthly and monthly payments. Priced 
from $25.00 to $47.50. 


An admirable companion to the Meilicke 
Pay Roll Calculator. 


Every Employer is liable for the correct 
amount of the tax deduction. It pays to 
be accurate. Write for full details today. 


MEILICKE SYSTEMS, INC. 


3458-60 North Clark St. Chicago 13, Illinois 
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For Our Country 








* GOLD STARS ~« 


in the Industry’s Service Flag 











The body of Lt. Robert M. Ryan, AAF, together with 
six members of his crew, was found early in March 
by a group of natives on the Spanish side of the 
Franco-Spanish border. The 22-year-old flier, veteran 





THE LATE LT. RYAN 


| of air combat over Africa, Sicily and Italy, had been 
| reported missing since December 6, when his plane 
went down while on a reconnoitering mission. 

Ryan, a Carter’s ink salesman in the Chicago area 
| for five years, was well known to Windy City stationers | 
| and to members of the Great Lakes Travelers Club. 

OFFICE APPLIANCES joins his many friends and asso- 
| ciates in extending heartfelt condolences to Mrs. Ryan. 

a oe 

The death of Private Walter A. Lemberg, U. S. 
Marine Corps, a former factory employee of the Royal 
Typewriter Company, has been reported. 
| Prior to enlisting in the Marines in August, 1941, 
| Private Lemberg was employed in the assembling de- 
partment at the Royal plant. The news of his death 
came as a great shock to his associates. 
| His many friends at Royal extend their sincerest 
| sympathies to his mother. 








Industry Members Now Serving With the 
Armed Forces of the United States. 








Now serving with the Eighth Air Force in England, 
Joe A. Atchley, formerly an apprentice typewriter me- 
chanic in the service department of the Ozark Type- 
writer Company, 402 South Jefferson Street, Spring- 
field, Mo., recently received promotion from staff ser- 
geant to technical sergeant. 

Serving as senior radio gunner on a Flying Fortress 
B-17, Atchley, who has been overseas something over 
four months, has been awarded an air medal and has 
received his first oak leaf cluster for completing five 
raids over enemy territory. At last report he was well 
on toward completing his second group of five missions 
to merit a second oak leaf cluster. 

Atchley, who is 19 years old and youngest member of 
his crew, enlisted on December 9, 1942. After training | 
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FOR 68 YEARS. 
This s tangle has clicked in the cm field 











There’s sound reason behind the 


consumer preference for JASPER 


DESKS. The triangle which 


7 moves JASPER DESKS from our 


factory to the dealer and on to 
the ultimate business user is part 
of a marketing program begun 
68 years ago. We've always de- 
rived great satisfaction from sup- 


plying the trade with merchandise 


_ they’re proud to sell. This policy 


has resulted in our acquiring a 
group of outstanding office furni- 
ture dealers throughout the 


United States. Jasper Desk Co. 


tli 
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shall do our utmost to efficiently 
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dealers deserve the best. . . . (= 


maintain our part of the triangle. 
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THE JASPER DESK COMPANY 


JASPER, INDIANA 
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at various fields and air bases he embarked from New 
York for overseas Oct. 26, 1943. 

Joe became a member of the “caterpillar club” (re- 
quirement: one honest-to-goodness parachute jump 
when engaged on a mission) when he was obliged to 
bail out of a plane that went dead in an encounter 
with a thunder cloud over the English channel. 

Atchley’s parents, Mr. and Mrs. I. A. Atchley, live at 
609 South Grant, Springfield, Mo—EVH 

EERE 

Edward B. Stein, president of the Frank Mashek 
Company, Chicago, Ill., now holds the rating of cox- 
swain’s mate in the United States Navy. He was in- 
ducted on December 23, 1943, and is at present sta- 





EDWARD STEIN 


tioned at the United States Naval Training Station, 
Sampson, N. Y. Stein, the son of Leo Stein, Stein 
Brothers Manufacturing Company, Chicago, IIl., is in 
no sense a land-lubber, for he has been active for the 
past ten years in Sea Scouting and three years ago 
organized the Sea Scout ship of the Columbia Yacht 
Club, Chicago. Before joining the Navy, he was active 
in the Coast Guard Reserve. Ed sends greetings and 
best wishes to all his friends in the trade. 


E EE 
Lt. Eugene Scott, son of Earl Scott, store manager 
of Goldsmith Book and Stationery Company, Wichita, 





LT. EUGENE SCOTT 


Kans., has been in England with the 38lst Fighter 
Squadron, AAF, since about Christmas. He is 21 years 
old and flys a Republic P-47 Thunderbolt. 


EEE 

It’s now Lt. W. Chris Kitchler, AAF, according to a 
recent communication received by OFFICE APPLIANCES 
from Abernethy-Kitchler, office machine and equip- 
ment firm at 56 Charlotte Street, St. Augustine, Fla. 
Chris. formerly associated with his father in the firm, 
received his commission as aerial navigator on March 
18 at Hondo Army Air Field, Hondo, Tex. 


James “Jimmie” Petrak, former buyer for Just & 
Son, Chicago, has joined the U. S. Navy. He is now 
in boot training at the Great Lakes Naval Training 
Station, Great Lakes, Tl. 

EEE 

Bruce McCaleb, Associated Stationers Supply Com- 
pany, Chicago, was inducted into the Navy late in 
March. When he first joined Associated, Mr. McCaleb 
traveled the eastern territory, covering the states of 
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“DEMAND THE BEST" 





J-S.STAEOTLER,INCG. 


533-35 WORTH STREET 


NEW YORK,N.Y. 
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FOUNT-0-INK 
INSTANT ACTION 


business 
buiiders 





Fount-O-Ink Writing sets deliver 
unfailing service. They are the qual- 
ity line that particular people are 
proud to own. Alert dealers are fea- 
turing Fount-O-Ink Writing sets 
equipped with 14K solid gold points 
of America’s finest quality and work- 
manship...Choice of colors in bril- 
liant Mahogany, Walnut and Jet. 
Many of America’s largest institu- 
tions have long used the efficient 
commercial type Fount-O-Ink Writ- 
ing sets. New orders for industrial 
installations are being filled as rapid- 
ly as restricted manufacturing will 
permit. Our latest catalogue and 
price list will prepare you to meet 
a market eagerly awaiting Fount-O- 
Ink Writing sets as they become 


more available. 


PAGLE ROCK 
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GREGORY FOUNT-0-INK COMPANY 


BOULEVARD 
— 
tos ANGELES 41, CALIFORNIA 


Ohio, Pennsylvania, and the western portion of New 
York. Arrival of the war and accompanying restric- 
tions in manufacture and sale resulted in his being 
called into Chicago to function as priorities expert for 
the company. 
EEE 

FORMER LUNDEEN EXECUTIVE NOW IN ENGLAND 

First Lieutenant Don Balfour, assistant sales mana- 
ger of Victor Lundeen & Company, printers and sta- 
tioners of Fergus Falls, Minn., before joining the Army 
as a private in July, 1941, is now seeing England as a 





LT. DON BALFOUR 


part of Uncle Sam’s contingent. He has been in the 
British Isles since November, likes the natives and 
writes entertainingly of their customs and habits. 

Lt. Balfour spent his first year in training in Cali- 
fornia, later shifting to Tennessee for the Red and 
Blue Army maneuvers. He received his officer’s train- 
ing in Virginia, was assigned to southern Louisiana, 
and prior to his move overseas was stationed for sev- 
eral month at Camp Kilmer, Staten Island, N. Y. 

He asks to be remembered to all who formerly called 
on him and hopes the day will soon arrive when he 
can again greet them in Fergus Falls. 

oe 


IBM ANNOUNCES EMPLOYEES’ SECURITY PLAN 


Thomas J. Watson, president of International Busi- 
ness Machines Corporation, on February 24 announced 
the institution of a security plan to protect all hourly 
wage employees of the company in the event of sick- 
ness or injury. Employees of five plants will be covered 
—Washington, Poughkeepsie, Rochester, San Jose, 
Calif., and the main plant at Endicott, N. Y. 

The plan calls for the payment of regular 40-hour 
standard wages during the first six months of an em- 
ployee’s absence from work because of illness, with 
the exception of the first three working days. For this 
three-day period, the compensation is fixed at three 
dollars a day. Cases lasting more than six months 
will be given individual consideration, it was stated. 

In accident cases, Mr. Watson explained, a sum 
sufficient to bring the injured employee the regular 
40-hour pay will be added to the amount received as 
compensation insurance. 

Injuries suffered outside of factory activities, it was 
stated, will receive the same benefits as in case of 
illness. 


—- 
SEIDELMANN HAS NEW MERCHANDISE MANAGER 


Harry Winkler, managing director of Ernst Seidel- 
mann, Woolworth Building, New York, N. Y., exporters 
and importers of varied lines of office appliances, 
equipment and supplies, as well as other export prod- 
ucts, has announced the launching of an expansion 
program for the organization. Himself a veteran of 
44 years’ experience in the international field, Mr. 
Winkler has appointed Albert Pfeifer general mer- 
chandise manager of the firm. The latter was formerly 
an official and general merchandise manager of 
Pfeifer Brothers, Little Rock, Ark. The Seidelmann 
organization has recently taken over additional space 
on the 43rd floor of the Woolworth Building. 
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Any Dealer Selling 


IMPERIAL 


FILING SUPPLIES 


(r 
@ 


bd 


sais Selly / 


The greatest impetus to dealer sales comes from enthusi- 
astic office workers who recognize and appreciate the 
intrinsic merit of the office tools with which they work. 
IMPERIAL’S consumer advertising has been expressly 
designed to acquaint business men and women with the 
refinements of Imperial Filing Supplies. We solidly sup- 
port our dealers. Prosper with Imperial. Join our dealer 


ranks today. 
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FOR 
IMMEDIATE 
DELIVERY 


NEW ENGLAND 
FILING EQUIPMENT IN WOOD 






! 





UO O 






od 
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ew 
FILING CABINETS We are equipped to make special 
2, 3, 4. and 5 drawers, Letter and Legal equipment of call types in wood 
sizes @ with or without lock @ easy from architects drawings and spe- 
sliding full drawer suspension @ olive cifications. 


green or walnut finish. 


per uy ey 


Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
ow catalog. 


reall 


Sia ag 


| 


| 


/ 





NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET * NEW YORK, N. Y. 


UUUddOO 


—— 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28’Dx52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively 
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IN OTHER LANDS 
(Continued from page 44) 
at St. Patrick’s Cemetery, Leytonstone, E. 10. 

In a spirit of deep appreciation for all the sympathy 
and affection which had been so widely expressed to 
her and her family in their great loss, his widow 
has ventured the intimation that the cause of the 
Prince of Wales’s Hospital, Tottenham, was very dear 


to the heart of her husband, and she would be grati- | 


fied if any who may feel so minded would make their 
kindly tokens of remembrance to the hospital fund. 

It is proposed therefore, to invite subscriptions for 
the benefit of the hospital. 

Mr. O’Brien had always displayed an intense interest 
in its beneficent work and had been a member of the 
governing body and a generous supporter for many 
years. The aim in view is to raise the sum of £500. to 
endow a cot in memory of one of the hospital’s great- 
est friends. 

Any who would wish to share in this privilege, in 
memory of one so much beloved, are invited to send 
donations marked “Frank O’Brien Memorial Cot” to:— 

The Director 
Prince of Wales General Hospital. 
Tottenham. N. 15. 


- a 
NEW STATIONERS ASSOCIATION FORMED IN INDIA 


Announcement of the formation of a new stationers 
group in India—Bengal Stationers Association—has 
just been received by OFFICE APPLIANCES. Headquarters 
of the new association are located at 8/1, Dalhousie 
Square, East, Calcutta, India. Present plans of the 
organization call for the building up of the association 
on an all-India basis. 

Officers of the Bengal Stationers Association are as 
follows: President, B. B. Halder, Nilmoney Halder and 
Company; vice-presidents, P. M. Banerjee, Calcutta 
Stationery Hall, and S. M. Ahmed, Rahimullah H. Md. 
Sedeek; honorable secretary, T. D. Chatterjee, Con- 
tinental Commercial Company; honorable assistant 
secretary, M. Ahmed, Lallkhan Salimuddin and Com- 
pany; honorable treasurer, J. N. Neogi, Binod and 
Company. 

Included in Secretary Chatterjee’s letter of an- 
nouncement was a request for information on the 
history and operation of NSA. This was supplied to 
the inquirer, together with a copy of “Along the Way 
with NSA,” a souvenir booklet prepared and distributed 
by OFFICE APPLIANCES at the 1936 NSA convention in 
Chicago. This treatise, it will be remembered, covered 
the history and development of NSA conventions from 
their inception in 1904 through 1936. 


————_o9—e— 


BRAZILIAN FIRM ISSUES ATTRACTIVE CALENDAR 


Recently received at the offices of this journal was 
a beautifully-lithographed office calendar issued by 
Keller, Weber & Cia, Casa Suisso, Rio de Janeiro and 
Sao Paulo, Brazil. The foreshortened illustration por- 
trays a young lady seated at a typewriter, the latter 
given foreground prominence. All advertising and text 
material is in Portuguese, the official Brazilian tongue. 

On the cover page of the calendar pad appear greet- 
ings from the firm to its friends and customers, to- 
gether with photographic representations of the 
branches in Rio and in the coffee port of Brazil. Each 
calendar month bears a reproduction of some office 
machine item handled by Keller, Weber & Cia, and 
lists at the bottom of the page the feature lines car- 
ried. Included among these are Victor adding ma- 
chines, Hermes portable and standard typewriters, 
Stromberg time clocks, Todd check protectors, Fecit 
Calculators, Universal postal machines 
watchclocks. 

The calendar is well-planned throughout and is an 
ambitious and successful attempt to keep the name of 
— alert organization before the Brazilian business 
public. 
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Let’s take the 
GLAMOUR 
Out of PLASTICS 


AND 


FACE THE FACTS! 


Forget the glamorous things you have heard and 
read about plastics. Study the actual facts. Then you 
will realize why plastic platens are superior to rubber 
platens. 

Because of its peculiar molecular structure, natural 
rubber has many disadvantages. Oxygen alone can 
weaken it and rubber cannot stand exposure to mois- 
ture, chemicals or climatic changes. That is why our 
tires deteriorate, even when not in use, and our 
rubber raincoat “rots” in the closet. 

Invincible 100 Platens contain no rubber, natural 
or synthetic. They are made entirely of one of the 
best thermoplastics that the American scientists have 
developed. This plastic compound is derived from 
basic resins, the most important of which is vinyl 
chloride-acetates that have been produced for several 
years and are established materials. Their 
unique properties include resistance to the enemies 
of rubber. Invincible Plastic Platens are unaffected 
by mineral oils and acids, alcohol, fats and greases. 
Age cannot warp, shrink or harden them and their 
standard, unchanging density increases ribbon wear 
and always gives best results for all copy require- 
ments, 

Face the facts and you'll use Invincible 100 Platens 
on all machines. Write today for complete in- 


today 


formation. 











The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 






AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 
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When Uncle Sam says 
‘It’s SAFE” 





MAKE IT A 
MEILINK SAFE! 


The status of the Safe industry is well known 
today. We've gladly taken a back seat to 


provide the maximum amount of steel for 
war tools. 

Meilink dealers will rejoice with us when 
prospect of victory prompts Uncle Sam to 
release steel for the construction of safes. 
When that happens we will again extend to 
our dealers the cooperation for which 


Meilink has been justly famous. 





Kk * BUY WAR BONDS *x*x* 
TODAY 


MEILINK STEEL SAFE CO. 


CHICAGO TOLEDO, OHIO NEW YORK 
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VIRGINIA NEWS NOTES 


J. F. Howison, Correspondent 


Ralph O. Elliott, formerly manager of the adding 
and calculating machine division of Remington Rand 
at Charlotte, N. C., was recently appointed by the Buf- 
falo home office to succeed the late Ed Simonton as 
manager at Richmond, Va. He seems happy in his 
new appointment to Virginia, where the dogwood an- 
nually brings its cheer at this season. 

* * * 

Hon. James E. Gardner, manager of Royal Type- 
writer Company in Virginia, has reported that a very 
interesting and active 60-day session of the Virginia 
legislature has just ended. Gardner was elected as a 
member of the Virginia lawmaking body on a “business 
man” platform by a comfortable majority in Rich- 
mond. It is not often that anyone from the typewriter 
ranks aspires to be a lawmaker, particularly in the 
Virginia legislature, the oldest democratic lawmaking 
body in the United States. He insists that there is 
a very definite place in such bodies for business men 
and executives. Mr. Gardner secured the passage of 
several important bills and enjoyed his association 
with lawyers and other prominent men. 


* * * 

Robert H. Dohl, of the National Postal Meter Com- 
pany, Rochester, N. Y., spent several days this month 
with Lawrence N. Mauck, proprietor of the American 
Typewriter Exchange of Richmond. 

* * * 

Clyde Wilkinson, affable and efficient salesman of 
Cole, Harding and James, Richmond stationers, for 
four years, has been reported missing in a flight over 
Germany. Wilkinson, who was 24 years of age, joined 
the Army during the early months of the war as an 
aviation engineer. This prominent stationery concern 


also has three other employees in the service. 
* 


* * 

Richmond, Va., though a city of only 200,000 popu- 
lation, has won high distinction in typewriters and 
office appliances, and many substantial branches of 
big manufacturers have been maintained here for a 
half-century. One of these, the profitable branch of 
Ditto, Inc., has been under the capable guidance of 
W. F. Braswell for the past 15 years. His tenure came 
to an end on March 25, however, when he left with his 
family for Atlanta, Ga., where he will represent the 
Flowers School Equipment Company and will also 
maintain a business as manufacturers’ agent. Mr. 
Braswell will be greatly missed in the business circles 
of Richmond and throughout the state of Virginia. 

* ok * 

Irving Owings, state manager of the Friden Calcu- 
lating Machine Company of California, has been away 
for several days attending a New York City convention 
of executives of the Friden organization. 

* ak * 

Among the several stationery houses in Richmond 
are a few over a half-century old. Some of these, such 
as The Virginia Stationery Company, Cole, Harding 
and James Company, and Southern Stamp and Sta- 
tionery Company, report about the same thing. . 
“We could be doubling our business today if we could 
only get the goods to sell—it’s a headache.” 

* * * 

J. F. Howieson, Remington Rand, Inc., will spend the 
month of April with Sam Iseman, of the Virginia Sta- 
tionery Company, at “Mundy Point” in Northumber- 
land County, Va., on the Potomac River—a beautiful 
spot of 11 acres on which is situated a spacious home. 
He will spend most of his time in seclusion, finishing 
a book he has been pabineaneer-© 
>. 

PETTY OFFICER WILKES ON BRIEF FURLOUGH 


Petty Officer Jack Wilkes, United States Navy, for- 
merly with Columbia Office Supply Company, Colum- 
bia, S. C., spent a few days in the South Carolina 
capital recently while on furlough—JHR 
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There’s added PROFIT for you 


When you sell this added fire 


protection to safe owners. 


A safe cracker ...a husky mover... or just 


plain old age . . . can each lessen the fire pro- 
tection value of a safe. Cracked insulation 

. or the dehydration of age turns a still 
healthy-looking safe into an oven during a 
fire in which temperatures can easily rise 
above 400°F.—the charring point of paper. 
Here is the problem for safe owners that 


INSUL-AMP answers — to your profit. 





Just lay INSUL-AMP _,,. 
in bottom of safe. Re- , 
quires no alterations 
or fixtures. Is abso- 


lutely harmless. 


Vv 








INSUL-AMP Laboratory Tests 


An oven of 1228 cu. in. content was heated to 
maintain a temperature of 400°F. After one 
unit of INSUL-AMP was placed in oven, re- 
cordings taken show how INSUL-AMP “eats 
up heat” and kept temperature below charring 
point of paper. 


Ohrs. 400 degrees 1% hrs. 340 degrees 


YVahr. 356 “ 1%” 356 ”* 
a* = | 1% ” 365 ” 
oe. | at 2 * oe |” 
1 * 3s CU” 2% " 386 " 





545 WEST ROCHESTER, 
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AVE., 





INSUL-AMP, a new invention “eats up 
heat.” By releasing a powerful insulating 
vapor when temperature inside the safe starts 
to rise during a fire, INSUL-AMP keeps the 
temperature down—saves valuable papers 
from destruction. One unit of INSUL-AMP 
per cubic foot of interior will bring down the 


temperature 17% and hold it below the 


charring point for 2 hours. 





INSUL-AMP 


INSULATION 
AMPLIFIER 


$9.00 


per unit 








DEALE RS find they can sell 


INSUL-AMP to every owner of a safe, 
file or vault. As many as a dozen units 
sold on first call. Easy to sell. Thousands 
Write for de- 


of prospective customers. 


tails today. 


RUSH-PUNNETT CO. 


N. Y., Makers of Sentry Floor Safes 
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NEW MANAGEMENT AT PRUITT’S 
Pruitt Office Machines, Inc., 425 North LaSalle Street, 
Chicago, is operating under new management. The 


business, built up to important volume and operated | 


for many years by Otto Pruitt, has been bought by a 
group of men engaged principally in the stationery 
business. E. I. Wolfe, who has had stationery con- 
nections for many years, is the new general manager. 
E. A. Heberg is sales manager. Mr. Pruitt formerly 
specialized in addressing machines, duplicators (type, 
stencil gelatin roll and liquid), and dictating machines. 
Activities in those types of equipment are continued 
but the scope is enlarged to include adding machines, 
calculators and accounting machines. For seven years 
Mr. Heberg was an accounting machine salesman, and 
for eight years manager of the bookkeeping machine 


department of the Chicago branch of Underwood Elliott | 


Fisher Company. 


The Pruitt company is interested in buying used | 
equipment of various sorts. A service department is | 


maintained for ordinary repairs, overhauling and com- | 


OUR FIRST SHIPMEVT OF 
CHAIRS IN 1968 


plete rebuilding. Business is conducted on a wholesale 
and retail basis, the retail activities being principally 
in the Chicago area. Correspondence is invited from 


office machine dealers. 
a a 


MAKING THE MOST OF “SCHOOL BUSINESS” 

One of the most successful stunts recently tried by 
Robinson’s, Watertown, N. Y., is the establishment of 
a “school department.” This department is placed in 
charge of three youngsters of high school age. One 
handles the elementary schools of the city, one takes 
care of the junior highs, and the third tackles the high 
school proper. 

The youngsters in charge of the department write 
up ads for the school newspapers, mentioning such 
items as typing paper, pencils, erasers, and many book- 
keeping supplies that students might have use for. 

In addition, students are personally contacted who 
are about to enter the service and who might have 
desks or files to sell to the stationer as a means of se- 
curing ready cash. Young grade scholars are asked 
to inquire of parents if said parents have any office 
fixture, such as desks, files, adding machines or type- 
writers which they would be interested in disposing of. 

The “school department” also contacts instructors 
and school personnel as to their current stationery 
needs. Teachers want rulers, clips, ledgers, desk calen- 
dars, and the office appliance dealer personally con- 
tacting them will be richly rewarded for his pains.— 
EAC 

—— o—a 
OPENS OFFICE IN AMERICAN BANKERS 
BUILDING 

Martin O. Larson, who has been conducting an ex- 
tensive business in equipment and supplies for schools 
and institutions from an office in his home in Chicago, 
opened a new office and display rooms in the American 
Bankers Building, 43 East Ohio Street, Chicago, on 
March 1. From this office Mr. Larson expects to 


LARSON 





A locomotive like this hauled 
the first shipment of chairs 
built by the Sheboygan Chair 
Company. Seventy-six years 
have gone by, and through all 
these years, Sheboygan Chair 
Company has adhered strictly 
to the traditional qualities that 
determine the worth of a 
chair...even in the chairs we 
are building today under war- 
time conditions. 


You can always sell Sheboy- 
gan Chairs with the assurance 
that they embody our eight 
points of good construction. 


NO POSTWAR MARK-DOWNS 


| The traditional quality built 


continue servicing the school districts in northern | 
Illinois and a portion of northwestern Indiana. The | 


principal items in the several lines carried are on 
permanent display in Mr. Larson’s new business loca- 
tion, where visitors are welcome. 
a 
B. ESTELLE PARKS JOINS BARKLEY STAFF 

After 35 years as a member of the staff of Horder’s, 
Inc., Chicago, B. Estelle Parks has transferred to the 
organization of C. L. Barkley & Company, Chicago. 
In her new position she is heading up office detail 
work and will apply her long experience and special 
skill to general office functions. 

During her long relation with Horder’s, Miss Parks 
was manager of the Dearborn Street store from 1912 
to 1920. At that time Peyton Barkley was one of the 
young men who worked under her management. 
Today she is working for Mr. Barkley. When she left 
Horder’s, Miss Parks was cashier and paymaster. 


1944 
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into Sheboygan Chair Com- 
pany “‘wartime” chairs is your 
assurance that you will never 
have to put them in with your 
“Postwar bargains” at a sacri- 
fice of profit. 


We are proud to be serving 
Uncle Sam, but glad also that 
we are able to supply a con- 
siderable number of good 
chairs to our dealers. 














1—Good Design that makes a 
chair pleasing and comfort- 
able. 

2—Choice Wood that makes it 
strong. 

3—High Quality Glue that holds 
it together firmly and perma- 
nently. 

4—Pertect-Fitting Joints so that 
the glue will not fail. 

5—Fine Finish to enhance and 
protect its beauty. 
6—Skilled Craftsmen to make 
the best use of all materials. 
7—The Determination to build 
nothing but good chairs. 
8—Experience of 76 years that 
teaches what makes a chair 
good and how to build it that 


way. 














SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868— 
for homes, offices, schools and institutions. 


SHEBOYGAN, WISCONSIN 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


In this National Desk No. 6612S, the 
executive finds an expression of good 
taste—that subtle expression of dig- 
nity, of refinement and without osten- 
tation—that intangible quality reflect- 
ed naturally and sincerely. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks" a name symbolic with 
everything fine in office furniture. 


It is only natural that National Desk 
dealers are very proud of their selling 
franchise. They are fully conscious of 
their advantage. 


NATIONAL DESh COMPANY 


HERKIMER, NEW YORK 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Back Toward “Normalcy.”—That word “normalcy” 
was a bit overworked after the last war. It was a new 
word then and people liked it. It meant the old thing 
to which we previously had been accustomed and to 
which we wished to return, or thought we so wished. 

“Normalcy” is being used again, but in a truer sense 
perhaps. Now it means the natural and normal turn- 


back to civilian business as the war needs are supplied. | 
Streamlining, better managerial systems in general | 
and familiarity with the work have speeded up war | 
work. The offices of the major war plants have in the | 


main been pretty well equipped while stocks of sup- 
plies have been built up. Of course, it is not all over 
by any means, and likely will not be for some time 
to come, but nevertheless Los Angeles office furniture 
and office supply dealers are finding themselves able 
to give more and more attention and more and more 
merchandise to the civilians’ needs. Hence the word 
“normalcy.” 
* * * 

Spring Outlook Good.—H. A. Jonas, proprietor of 
The National Office Furniture Company, 218 South 
Spring Street, says the outlook for spring business on 
the whole is good, and so far the volume has been 
beyond his expectations. The greatest demand has 
been for office chairs, in both leather and wood and 
in all available designs. Mr. Jonas, who at this writing 
is expecting a nice shipment of wood files, makes the 


observation that this type of files is quite certain to 


sell well for the next five or six months. 

Another unique observation made by Mr. Jonas is 
that a great many plant owners are now refurnishing 
executive offices with fine furniture, asking at times 
for finer things than can be obtained by the dealers. 
Such purchases are being based wholly on the premise 
that money is now plentiful and may not be so 
plentiful after the war. This move, these plant owners 
explain, is a move in the direction of post-war prep- 


aration. 
* * * 


Davidson In Bigger Job.—James (“Jimmy”) David- 
son, representative of the Jasper Office Furniture 
Company, Jasper, Ind., covering the 11 western states, 
with headquarters in Los Angeles, has now taken on 
the Jasper Seating Company line in addition to the 
other line. 


od 





Shep pmaemme 


a 


Mr. Davidson, when interviewed in the | 


middle of March, was happy to report that his com- | 


pany expected to ship several carloads of office furni- 


ture to the West Coast within the next month or two. | 


Incidentally, Mr. Davidson was formerly with the Wil- 


son Jones Company for 27 years. 
* * * 


Clare S. Wood Moves to Pasadena.—Clare S. Wood, | 


formerly of Omaha, a man who has been in the office 
appliance business for 30 years, is now a resident of 
Pasadena, Calif., and is representing the Murphy 


Chair Company of Owensboro, Ky. Mr. Wood covers | 


southern California and says he is doing a nice busi- 


ness. The move to California was in the interest of © 


the health of his wife and son, both of whom are now 


doing well. 
” * * 


Plants Streamlining.—H. C. Bright, assistant office 
manager for the Schwabacher-Frey Company, states 
that the manpower situation is better than it was a 
while back. This condition, he says, is due to the fact 
that many defense plants have had time to streamline 
their operations, thus being able to release employees. 
Mr. Bright also says that orders are now being filled 
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a No Doubt About It 


This shortage of fibre board is the real thing 


nothing fictitious about it. Right at this moment 


it is a vital war material and as scarce as hen’s 


a ee 
5 


nd | teeth. 


he | We are doing our level best to stretch our 
meager allotment to cover the basic requirements 


of all our loyal dealers. 


~ 
gQ 


an So, if we don’t ship you the number of files you 
rai order, please be patient. You can be certain we 


are doing everything we possibly can. 


a PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 
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INDUSTRY MAINTAINS 
PRODUCTION 


The office furniture manufac- 
turers are maintaining a high 
level of production despite 
serious shortages of man- 
power, lumber, and other ma- 
terials. 


Lumber still continues to be 
the number one _ problem. 
Oak, ash, hickory, pecan, 
birch, hard maple, rock elm, 
and beech are still on the 
critical list, and most of the 
better grades of this lumber 
are restricted and are to be 
used only by the Army and 
Navy. 


The Regulations permit us 
to buy this restricted lumber 
in the grades and species nec- 
essary to manufacture orders 
received for office furniture 
to be used by the Army, 
Navy, U. S. Maritime Com- 
mission, the War Shipping 
Administration, the Panama 
Canal, Veterans Administra- 
tion, and any Government 
Agency which is permitted to 
make Lend-Lease shipments. 
However, the manufacturer 
is not permitted to exercise 
this privilege in purchasing 
the lumber needed, unless 
your orders show the name 





of one of the 


Purchase Order Number. 


Your co-operation in 


ufacturers 


Effort in a greater degree. 





WALNUT RELEASED 
INDEFINITELY 


WPB has now extended their 
release and has 
waived the restrictions on 
the cutting of walnut lumber 
and veneer for “‘an indefinite 
period of time’’. This action 
give the Industry 
some relief as more and more 
of this material becomes 


30 day 


should 


available. 


We greatly appreciate your 
willingness to substitute and 
place your orders for items 
which are most plentiful and 
for which the materials are 
most readily available. The 
thank the 


manufacturers 


dealers for their co-opera- 
tion. 








above War 
Agencies and the Contract or 


this 
matter will give your man- 
an advantage 
which will enable him to ship 
these orders more promptly 
and, thereby, enabling all of 
us to contribute to the War 


OPA STUDYING PRICES 


OPA is making a study of the 
office furniture manufac- 
turers’ costs and_ selling 
prices to determine whether 
the present ceiling prices are 
adequate to provide a reason- 
able margin of profit. A Com- 
mittee of twelve representa- 
tive manufacturers of wood 
office furniture have been 
chosen as an Industry Ad- 
visory Committee to discuss 
the problem with OPA. The 
first meeting of this group 
will probably be called early 
in April. 


OPA also plans to appoint a 
group of office furniture deal- 
ers to discuss what action is 
necessary in the event a price 
increase is given the manu- 
facturers. It would be the 
duty of such a Committee to 
determine whether an equal 
increase should be granted 
the dealers or whether the 
added cost could be ab- 
sorbed. 
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much more promptly by manufacturers than formerly. 
* * * 


Thompson Perfecting Coast Organization.—G. M. 
Thompson, general sales manager of the Murphy 
Chair Company, Owensboro, Ky., spent a month on 
the West Coast this spring visiting dealers and ap- 
pointing new representatives to cover the territory up 
and down the coast. Mr. Thompson planned to return 
to the home office about March 20. 

* * ob 

Orders Filled Satisfactorily—R. A. Thomas, general 
manager for the Grimes-Stassforth Stationery Com- 
pany, states that orders are being filled very satisfac- 
torily right now, in fact, decidedly better than six 
months ago. 

* * % 

Stationers Meet in Los Angeles.—This is written too 
early to give details of the Twelfth Regional Meeting 
of the National Stationers Association scheduled for 
April 11 at the Biltmore Hotel, Los Angeles. However, 
a good representation is expected as usual, and there 
is a general expectation of a constructive meeting and 
a very worthwhile program. With both Bob Latsch 
and Charley Garvin scheduled to speak, a good ban- 
quet program was also assured. 

* * * 

Business is “Super.’’—Business is “super” with Rem- 
ington Rand, according to D. C. Walker of the South- 
ern California branch in Los Angeles. Several thousand 
wood files have been sold, all first-grade, while busi- 
ness in Kardex and in new tabulating and accounting 
machines has been especially good. The manufacture 
of these has been permitted for war and defense 
plants. Business in loose leaf equipment has increased 
50 per cent. 

cd * a 

Civilian Business Improving.—D. A. Hendler, man- 
ager of Security Furniture Exchange, 410 South Spring 
Street, finds that civilian business is very definitely 
growing. There have been more sales for professional 
offices. Sales of equipment to small new businesses 
handling small wartime contracts is another recent 
development. 

Leo Hawkins, formerly with Security Office Exchange 
Company, who has been in the Marines since the 
beginning of the war, has taken part in Tarawa and 
other major battles in the mid-Pacific. This firm, like 
many others, is proud to display its treasury flag indi- 
cating 100 per cent participation in the various War 
Bond drives. At least half of the employees are now 
giving blood to the blood bank. 

Mr. Hendler himself is doing a fine work for good 
citizenship in his Boy Scout connections. He is scout- 
master for Troop No. 500, Los Angeles, and has given 
regular time to this work for the last five years. His 
present troop has 56 members and five of his boys 
are now Overseas in active service. In the Fourth War 
Loan drive the boys themselves sold $45,000 in bonds 
in a door-to-door canvass. 

* * * 

More Like Pre-Pearl Harbor.—Rod Nern of the Nern 
Office Furniture Company, 911 South Hill Street, Los 
Angeles, says he finds business more and more leveling 
off to the pre-Pearl Harbor character. In other words, 
there is less of defense business and more of civilian 
business, but Mr. Nern thinks of this as a healthier 
condition. 

ok ca co 

Rental Business Good.—R. H. Muller of the Los An- 
geles Adding and Bookkeeping Machine Company, 
1000 South Hill Street, says that rental business is 
keeping up splendidly. 

* * * 

Some Pleasure from Income Taxes After All.—In- 
come taxes, even with Form 1040 in the picture, has 
not been all to the bad in spite of criticism. For the 
Southern California Adding Machine Company, 947 
South Broadway, found that the income tax season 
boosted the rental business in adding machines. The 
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MORE DEALER-HELPING NATIONAL ADS: 


cuEAN ® 


Where Good Impressions Count Most 
“Neidich Line’ Typewriter Ribbons and 


Carbon Papers Win Instant Favor 


Ever-increasing, the universal popularity of 
Neidich products is the direct result of over 
40 years of quality manufacturing standards. 
That's why Neidich customers come back, again 
and again. They know they can count on Nei- 
dich Typewriter ribbons and carbon papers for 
legible, uniformly sharp, durable impressions. 
Insured at the start, the dependably fine char- 
acteristics of Neidich products are your assur- 


ance of customer loyalty. 


Neidich Process 


Division of Underwood Elliott Fisher Co. 


BURLINGTON NEW JERSEY 
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bulk of the business with this company now is in 


keeping up and repairing the vast number of machines 


already in service. 


7° * 
Irish Girls No Nicer than Home Variety.—Lieutenant 


Clarence Ambrose Moseley, former Long Beach man- 
ager for the Marchant Calculating Machine Company, 
is now in Belfast, Ireland. He reports that he finds 
the girls in Belfast no nicer than, or different from, 
the girls in good old southern California. 

/* * * 

Treanor Visits California.—Jim Treanor of the Im- 
perial Manufacturing Company, New York City, re- 
cently arrived in southern California to discuss carbon 
paper, rubber keys, and ribbons with Joseph A. 
Clarke, the Los Angeles representative of his company. 
At this writing Mr. Treanor is enjoying a few days 
at Mr. Clarke’s summer home in Laguna Beach. 

Mr. Clarke states that his son, Joe Clarke, Jr., of 
the U. S. Navy, is now stationed somewhere in the 
Solomon Islands. 

* * + 

Angelus Men in Service.—Robert Louis Ashmore, who 
for the past two years has been with the Angelus 
Company, recently has been accepted by the United 





ROBERT LOUIS ASHMORE, JR. 


States Navy. He came from Denver to Los Angeles. 
His wife and baby will remain in Los Angeles during 
his period of service. 

Jerry Williams, son of Bill Williams of the adding 
machine department of the Angelus Typewriter Com- 
pany, is taking advance training as pursuit pilot at 
Ontario, Calif. His primary training was taken at 
Blythe and at Santa Ana, Calif. Jerry has been in 
the service about 14 months and really likes Army life. 

Technical Sergeant Russell Rest, formerly salesman 
for this company, writes that he is now in New 
Guinea. He is a gunner in the Air Forces. He says 
there is plenty of good hunting in that area. 

R. Pawling Miller of Angelus is still finding keen en- 
joyment in his hobby of photography. The above pic- 
ture of Robert Louis Ashmore, Jr., is a good example 
of his work. 

7 ~ ot 

Aldine Company Completes Enlargement Job.—An 
enlargement program begun some weeks ago by the 
Aldine Printing Company, 232 South Spring Street, is 
now completed and gives the firm a total floor area 
of 9,500 square feet. An adjacent room, formerly used 
only part of the year, has been taken over and a large 
archway cut through. A separate workroom has also 
been arranged. A feature of the new store is the open 
displays readily seen from the street, and the greatly 
enlarged windows, which give more usable window 
display space. The offices, as well as the greeting card 
and stationery departments, are now in the new addi- 
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Still Making Good... at a DESK JOB! 











The job ahead of Uncle Sam is ''man-size" and we might say "DESK- 
SIZE" as well. Our desks must be efficiently used to plan for Victory 
.. . they must also function as the stage on which our Post-War plans 
are made. 


We know that great numbers of JACKSON DESKS are participating 
in the fight for freedom. We are proud that our desks have "teamed- 
up" with Uncle Sam in his greatest enterprise in history—winning this 
war and winning the peace. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 813 Bona Allen Bidg., Atlanta, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 2718 Cockrel! Ave., Ft. Worth, Tex. 
Charlies L. Pettibone. Bedford, Ohio 


REPRESENTATIVES: 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Il!. 
George B. Wray, 130 W. 42nd St., Room 819 New York 
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VICTOR 
CABINET 
VISIBLE 


A Victor Franchise Line 








Opportunities for Victor Cabinet Visible sales during the coming period 
of merchandise changes, retraining of sales forces and revamping of sales 
territories may well exceed those occasioned by the conversion to war 








production. 


Business control records are fast to post, quick to review in Victor Cabinet 
Visible. Your customers need the FACTS promptly to operate successfully. 


We furnish complete information to your sales force. Wictor men hold 
educational meetings at intervals, work with your salesmen if needed. Some 
territories are open—write for details. 


For fast sales and attractive profits— 


Every Day, Every Month... Sell the Victor Line 
Sold only through dealers. 








THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA, NEW YORK 














*War casualty — will be supplied when steel is again available 
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tion. The walls have been nicely redecorated through- 
out and new units for display, very neat in appearance, 
have been set up. 

Earle P. Hambly, manager, reports an increase in 
business volume has resulted from the improvement, 
the growth of the firm having been very encouraging 
ever since its founding. He reports that his son, Nor- 
ris, 18, who graduated from University high school 
this February, has already joined the Navy and is at 
this writing awaiting orders. 

A letter from Leslie Frampton, former pressman 
for Aldine Printing Company, states that he is now 
with a regiment of combat engineers. He has recently 
been sent back to North Africa after having taken 
part in two major battles in the Sicily-Italian cam- 
paign. Mr. Frampton also saw service in the North 
African campaign. 

Joseph Finkelstein, formerly in the Linotype depart- 
ment, recently called on the home firm wearing the 
insignia of a second lieutenant of the Army Air 
Forces. Joseph took his training at Douglas, Ariz., 
and is now ready for overseas service. 

Three others of the Aldine force about to go into 
the service are James Little, head of the composing 
department; Richard Sanabia, in charge of the ship- 
ping department; and Roy Harvie, salesman in the 
office supply department. The first two have been 
re-classified and now are 1-A. Mr. Harvie expects to 
go into the service in June. Mr. Hambly says these 
places will be very difficult to fill. 


« * * 


Visitor from Yukon.—William J. (“Bill”) Dietrick, 
formerly wholesale portable representative for Under- 
wood Elliott Fisher in the Los Angeles area, recently 
dropped into the home office. He had just returned 
from Whitehorse in the Yukon Territory, where he 
has been employed as expediter on the Canol project. 
Bill says that the weather knows how to get plenty 
cold up in that neck of the woods, but that in spite 
of this he enjoyed it and may return to that area later. 


* * * 


Wilkening in San Luis Obispo.—Verne H. Wilkening, | 
who formerly operated a typewriter and adding ma- | 


chine business in the Middle West, is now sales and 
serviceman for the Hills Stationery Company, UEF 
agents at San Luis Obispo. He passed through Los 
Angeles recently on his way to his new assignment. Mr. 
Wilkening says he thinks he will have better school 
facilities for his children in his new location. He has 
two children at home and one son in the Army. Mr. 


Wilkening, with many years of practical mechanical | 


and sales experience, ought to be a good addition to 
the personnel of this progressive company. He recently 
took care of typewriters for Uncle Sam at Scott Field 
near St. Louis, Mo. The proprietor of the Hills Sta- 
tionery Company is Jack Fisher, a man well known in 
the industry throughout that part of California. 


* * * 


Zimmerman Buys Business.—K. P. Zimmerman, for- 


merly Dictaphone agent in Riverside and adjoining | 


areas, has purchased the Riverside Typewriter Com- 
pany at 3661 Eighth Street, Riverside, from C. V. 
Carlin. Mr. Carlin and his wife plan to visit for some 
time with Mrs. Carlin’s people at Santa Cruz and, 
when fully rested up, expect to re-enter the typewriter 
game. In addition to handling the Dictaphone agency, 
Mr. Zimmerman will take over the UEF agency in 
Riverside. The city has enjoyed a considerable boom 
due to the proximity of major Army camps. 
* * * 

Wodlinger Visits California.—D. Wodlinger, account- 
ing machine representative for UEF in Chicago, spent 
a few weeks’ vacation in Los Angeles and vicinity in 
March. He was accompanied by his wife. Mr. Wod- 
linger thinks of southern California as a fine place to 
spend a vacation, but he says his business in Chicago 
is so good that he has a very strong attachment for 
that city. 

1944 
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WARTIME... 








lr paper fastening devices were 


packaged in jewelry boxes, we doubt 
that even such a gesture would ade- 
quately dramatize their wartime fune- 


tion. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 


ices, government bureaus and war 
industries. With current government 
restrictions reducing permitted con- 
sumption of steel, our diminished out- 
put must be directed to these vital 
war needs. Under the circumstances, 
service can be assured only to orders 
priority 


supported by the highest 


ratings. 


VATIL 
MANUFACTURING 


COMPANY 


900 E. 95th St. 


Chicago, 
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‘i Autocopy 


~ 
\ CLEANSING 
CREAM 


Removes Hectograph, 
Mimeo and other Dupli- 
cating Ink stains, oil, 
grease, etc. 






6 or. tubes 
Vy Ib. cans 
| Ib. cans 
5 Ib. cans 







Quick, effective, pleasant— 
enjoys enthusiastic approval 
of copy machine operators. 
They like its thorough, yet 
gentle action, its pleasant 
scent and the way it keeps 
hands soft and smooth with- 
out disturbing nail polish. It 
has been tested, approved 
and adopted for use by 
many large firms including 
Bethlehem Steel, Timken, 
R.C.A., Inland Steel, Crane 
Co. and Ryerson. 


TRIAL ORDER 


Send your order for 12 tubes 
today! Price list and quan- 
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PLANNING FOR POST-WAR 
(Continued from page 12) 
through your records and made an accurate analysis 
of the answers to the preceding questions for the 
Whoozit gadget, you will then proceed to the next 
item on your list and go through the same procedure. 
I don’t believe you will answer the first question 
the first night. And the second question will require 
the same amount of work. It reads, “Which ones to 
expand and develop?” Question No. 3 is, “Were any 
discarded or set aside that we should now develop?” 
When you have finished these questions you will be 
on your way to a good start. There are only 32 
more to go. 
Price Maintenance 
The matter of prices, raised in Question 1 of Part D, 
is considered on the premise that somebody in your 
territory has tried to hold up prices. I wish I could 
explore this question thoroughly as it is one that is 
very close to me. I can only hope that the members of 
our industry are being taught a lesson on price mainte- 
nance during this period of OPA regulations. Many 
dealers are learning to their complete amazement that 
they are much better off doing a smaller volume of 
business at list price than to have a big volume at 
| cut prices. One dealer told me that he went to his 
landlord right after the “freeze” and told him that he 
would have to have a reduction in rent or he would 
move. He explained to the landlord that since he 
would have no machines to sell he could not possibly 
make enough money to pay the same amount of rent. 
| The landlord was sympathetic and reduced the rent 






tity discounts will be en- 


closed. 
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DUPLICATOR FLUID 


FOR ALL DIRECT PROCESS 
LIQUID DUPLICATORS 


© Brighter Copies 


e@ Longer Runs 

@ Practically Odorless | 

—_ @ Non-injurious to Machines 

ee @ Dries Instantly—No Offset to 
Other Copies 





_ incr ps 
*PiniT FLUID 
In gallon jugs or 54 gallon drums 


ts 
Auts-coyry, Dre. 


462 West Superior Street 
CHICAGO 10, ILLINOIS 
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by a considerable amount. This dealer went on to say, 
| “I hope my landlord doesn’t find out what really hap- 


pened, because I am making more money now than 
I ever did before.” 

Part F of section II should be kept in mind at all 
times. Dealers should be always alert on the matter of 
new competition. I do not know at the present time 
what new plans are on the drawing boards of the 
various manufacturers. I do not know what new com- 


| petition may spring up from outside our industry. 


Many great things have been predicted for electronics. 
The claims are fantastic and almost unbelievable. 
I do not know that this field will produce any appa- 
ratus that will compete with the office machine indus- 
try, but if it does it might mean a major change-over 
in the type of mechanics we need and the methods of 
selling. 
Ill. SOURCES OF SUPPLY 
1. In regard to materials and supplies purchased in 
pre-war years, was there any waste, unnecessary 
expense, and so forth that can be eliminated? 
2. Is there a possibility for improvement in buying 
or shipping economy? 
3. Are we in touch with the best suppliers and ARE 
WE RECEIVING THEIR CO-OPERATION? 
I beliéve the questions in this section are self- 
explanatory, but I might suggest if you are one of 
those men who are buying from a group of sources 


| and if you are not getting co-operation it might be 
| worth while to concentrate your purchases with fewer 


sources of supply if you can gain better co-operation. 


IV. ADVERTISING AND MERCHANDISING. 


1. What investigation is necessary now to make 
profitable markets for new products we could add 
to our line? Or of new markets for old products 
now in our line? 

How should we gear up our advertising and mer- 
chandising to create profitable markets for our 
maximum post-war sales production? 

3. What changes in selling methods will be essential 
to meet probable changes in markets—products— 
consumer buying habits? 

These questions may seem to be over the heads of 
some dealers, but don’t pass them up. They are 
vitally important. Let me illustrate what I mean by 
“consumer buying habits” through reference to a part 
of the post-war plans of the refrigeration industry. 
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“or CARD CABINETS 


EVERY SIZE FOR 
EVERY OFFICE 
NEED 


CARD CABINETS 


are skillfully engineered and pre- 
cision built. Ruggedly constructed— 
designed to withstand “‘OFFICE 
ABUSE’’. Equipped with drawer 
stop, compressor, metal cardholder 
and’ pull. Handsomely finished in 







































Asco green to harmonize with your 
present office equipment. 


ALL SIZES 
3x5, 4x6, 5x8, 6x9 
‘|i SINGLE AND DOUBLE UNITS 


















Illustrated literature giving details, specifi 


cations, and prices available on request 
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“Let’s See—Where Did We Put That Jones Shipment?” 


Poor Witherspoon! Finding a needle in a haystack is 
easy, compared with is job! 

With the proper records, he’d locate that part in 
jig time. For, in any plant—or business—records help 
management keep tab on every order, every item, in 
every stage of its progress. 

That’s why thousands of businesses, in these days 
of higher wages and scarce help, use Uarco records— 
tool orders, tracer forms, production and material 
requisitions, work orders, inspection reports—to keep 
the work moving in an orderly, routinized way. 

Uarco has developed ways to make every business 





operation faster, more efficient, more accurate, through 
the use of better records, whether you use handwritten 
(autographic register) records or continuous type- 
written forms. 

It may be that you have a special record problem. 
Uarco representatives will gladly consult with you in 
order to devise new and better time-saving forms. Put 
Uarco’s years of experience to work for you in achiev- 
ing new and important economies. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland ¢ Offices in All Principal Cities 
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The refrigeration industry is one of the few industries 
that is assured of a big post-war demand for a long 
time to come regardless of any eventual slump in 
other lines. However, certain leaders in refrigeration 
have no intention of sitting back and taking things 
easy. In addition to developing their air conditioning 
units they are planning to start educating people to 
buy frozen foods. They have found that the canning 
industry is unable to preserve the natural flavor of 
vegetables and other canned goods. Some refrigeration 
men plan to change the housewife’s buying habits so 
that she will even buy pre-cooked foods. They visual- 
ize a ready market for fried steaks, baked pies, and 
every sort of cooked food. Experiments have shown 
that all these items can be cooked and then kept 
frozen for a long period of time and still retain their 
natural, delicious flavors. The refrigeration men claim 
that pies and other pastry actually have an added 
fluffiness after being frozen a while. Their plans in- 
clude the purchase of fleets of trucks to supply the 
housewife with her daily needs already cooked and 
seasoned to taste. Why are the refrigerator men 
suddenly interested in changing the housewife’s buy- 
ing habit? If you haven’t already guessed it, I'll tell 
you—the refrigeration men plan to put two refrigera- 
tors in every home, the second one, of course, to be 
one of the large cold storage locker units. 
V. PERSONNEL—People Build Business. 
: 
future of this company? 


Can our present executive personnel develop the | 


2. Wherein does the executive staff need strength- | 


ening? 

3. What type of workers will be needed? 

a. Where will we get them? 
b. How will we train them? 
c. What type training program? 

4. What provisions for rehiring, retraining and as- 
signing to new duties former employees when 
they return from the armed forces? 

5. Should we ask employees for suggestions to im- 
prove efficiency and to increase output? 

Regardless of how well your other plans have been 
laid your business cannot operate efficiently without 
proper personnel. This subject is so important that 
I do not dare start on it because there is hardly any 
stopping place. I am writing two or three articles on 
this subject that will appear in our new NOMDA 
magazine. 

Before passing this section, however, I would like 
to raise one or two questions for you to think about. 
How much does it cost to train an employee? I mean 
an average employee for an average job. Does it cost 
$50.00 ?—-$250?—$500?—-DO YOU KNOW? Some com- 
panies who have made a study of this say that it costs 
at least $500 to train a new employee for an average 
job. The job of office machine salesman or an office 
machine mechanic is considerably above the level of 
the average job in the average company. 

Personnel Problems Common to All 

A man told me yesterday that the dealer who em- 
ployed only four or five people was not interested in 
personnel. I say this dealer should be more inter- 
ested than the larger company because he cannot 
afford to waste $500 very often. 

I would also like to raise the question as to what 
method you are going to use in selecting your em- 
ployees. Are you going to merely look them over and 
judge them in the same manner that you would judge 
a bunch of cattle? Many companies who use large 
numbers of employees have found that there is a 
much better way. I recommend that you study the 
possibilities of better selection. This is another way 
‘ou can change your methods from one of instinct to 
one of knowledge. 

Now we come to that all-important section on 
finance. 

VI. FINANCIAL 

1. Are we making provisions to cover repairs which 

have been deferred due to war pressure? 
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Bassick‘s 
“DIAMOND- 
ARROW’... 


largest-selling <4 
quality office Ja 








“FULL-FLOATING” : 
recttou ¢ 0 a feature of all Bassick 


“Diamond-Arrow” Casters 
— provides easier swiveling, lower over-all height and 
greater strength. A single raceway of chrome steel balls 
operates on two levels to perform the functions of two 
separate raceways. There’s no hitch, 
no lift, no tug... effortless action 
that reduces wear on floors. 


* * * 


Bassick, world’s largest manufacturer of 
casters, also makes a full line of chair glides, 
furniture rests and cups. 


= MAKING MORE KINDS OF CASTERS 
6 . . » MAKING CASTERS DO MORE 


THE BASSICK COMPANY, Bridgeport 2, Connecticut 


CUSHION 
GLIDE 
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A SINGLE RETAIL 
SALESMAN MADE 
107 SALES IN 

BUT FOUR MONTHS 











$1999 List 


Model PX440 


.. . and this — along with his regular line 


DETERMINE FROM THIS 
THE PROFITS YOUR ORGANIZATION 


RAPID PAYROLL TAX INDEX has proved its value to both 
large and small concerns in saving man-hours of payroll tax 
computation time. Here are but a few of the well known 
concerns using it today. 

Standard Brands 

Dennison Manufacturing Co. 

American Distilling Co. 

Greyhound Corporation 

Ely Walker Dry Goods Co. 

Sylvania Electric Products Co. 


RAPID PAYROLL TAX INDEX sells quickly because: 


@ A flick of the finger brings the exact computation before 
the eyes—and at eye level. 

@ May be operated with either the left or right hand while 
writing with the other. No skill required. 

@ Selects tax amounts faster than any other device of 
chart area visible at all times. 

e Is already saving hundreds of man-hours in large corpora- 
tions. 

@ Handsome walnut cabinet occupies no more desk space than 
a book. 

@ Lacquered charts that fit around drum. 

@ Simple, easy turning—nothing to get out of order 
truding knobs. 

® Complete all-in-one unit with exact computation charts and 


CAN 


/ 
20% 


no pro- 


official tables for weekly, bi-weekly, and semi-monthly pay | 


periods. 
@ Cannot become 
insert new charts. 


obsolete—when tax rates change, simply 


No Priorities Needed 


SUBSTANTIAL DISCOUNTS TO RELIABLE DEALERS 





| impossible to get a close estimate. 


Are we setting up reserves for undetermined war 


losses? 

3. Are purchases and inventories under close con- 
trol? 

4. Do we have a surplus of shoddy “war production” 
merchandise? 


5. Will additional capital be required for post-war 
building expansion or modernization? Or rental 
of new and larger quarters? 

6. Will additional working capital be required for 

our estimated post-war volume? 
“A business man need not to be reminded that if 
he wants other people’s money in his business, 
he must have a good record AND A PRACTICAL 
PLAN FOR THE FUTURE. However, the response 
given to plans for expansion frequently depend 
upon the ability of the lender or investor to 
understand the significance of the proposed oper- 
ation.” 

Don’t leave out any of these. Put down as nearly a 

correct figure as possible. Don’t guess unless it is 
What are a few 


| of the items it covers? Painting, roof repairs, inside 


decorating, new fixtures, new office equipment, new 
delivery trucks, new floor coverings, new lighting 
equipment, new show windows, machinery and tools, 
and so forth. To give you some idea how thoroughly 
you should probe into each of these questions, let’s 
examine the last part of Question 5. Renting a larger 
room might not seem to require much study but I 
would like to remind you that poor location was 
seventh on a long list of real reason why 95 per cent 
of businesses fail. 

Let me tell you how the chain stores investigate 
before they rent a store location. In the first place 


| the chain organization doesn’t just happen to open a 


MAKE | 





Enthusiastic reception by large corporations who have pur- | 


chased in dozen lots indicates that many thousands will be 
sold in the next few months. Get started now! Write today 
for descriptive circular or order a Rapid Payroll Tax Index 
Satisfaction guaranteed or your money back. 


for inspection. 


RAPID OFFICE DEVICES, inc. 


135 South LaSalle Street 


Chicago 3, Ill. 








new store in a town. Before they make a decision 
to go into a certain community they make very 
thorough investigations. They want to know the an- 
swers to such questions as, “What nationality of people 
dominate the community?” You wonder why this 
makes any difference but the chain stores don’t 
operate by instinct. They operate by knowledge, and 
past experience has taught them that people of certain 
national origins have different buying habits than 
others. For example, the Swedish people and the Scot- 
tish people are known to be very frugal. They don’t 
buy a lot of fancy novelty items. They confine their 
purchases to staple, necessary articles like plows and 
overalls, work clothes, and so forth. The chain store 
also wants to know if the workers of that community 
are on a steady 52-week payroll or if their incomes 
are apt to be seasonal. They want to know the average 
family income. They want to know something about 
the wealth of the people in the community and also 
of those a good many miles surrounding it. They 
find out what percentage of the people own their 
homes, automobiles, have telephones, have big mort- 
gages, modern appliances, and so forth. They don’t 
make guesses; they dig down and find out. And 
remember this is all before they decide to put a store 
in the community. 
Investigations Prior to Locating Store 

Once the decision is made to try to locate in a 
town, they really start to work. You may have noticed, 
I used the word “try.” I used this word intentionally 
and you will understand why when I have finished. 
A whole crew of men is sent into the town and this 
crew works from early morning until late at night 
finding out things about the town. For sake of 
brevity I will only enumerate a few of them but I 
am sure you will be convinced nothing is left to 
instinct. 

These men try to learn the buying habits of the 
people in the community. When they leave, they have 
pages of written reports. They can tell you the exact 
spot that the most people pass and what time of day 
they pass. Further than that they break down the 
traffic so that they know whether more women pass a 
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| BLACK MAGIC 





“Practitioner of the 
Black Art" was often 
applied to the aiche- 
mist, medieval forerun- 
ner of modern research. 










Jjel-rite THE MODERN “BLACK ART” 


"t FOR SPIRIT DUPLICATING—the CLEAN way 
























n 

= Mooern MAGIC has produced a new “black art.” Out of OLD TOWN’S laboratory research 

: has come the startling Jet-rite Process. Spirit duplicating in real, true BLACK—perfect black 

o copies of anything you wish to reproduce. 

y 

“ There is nothing like black for legibility, fine appearance and versatility. It commands attention. 

: It is official. Now, with jet-rite you can use black for all your forms, bulletins, sales letters, 

4 instruction sheets and the thousand and one duplicated articles that are BETTER WITH BLACK. 

t No new equipment is needed. Jet-rite can be produced on any spirit duplicator without special 

e attachments or without added time or trouble. 

“ The OLD TOWN representative in your city is probably the Attention oa Dealers. 

. ; ; Outstanding products with unusual 
n leading stationer or office supply dealer. Ask him to demon- sales appeal make the Old Town 
l. strate Jet-rite or write us for samples and full information. franchise the most valuable ribbon 
. and carbon and duplicating supply 
f agency in any city... . Write us. 
I 

O 

e 

e 

RIBBON & CARBON CO. wc. 

e Foremost Makers of Ribbons and Carbons for Every Use 

aA 





750 PACIFIC STREET, BROOKLYN I7 NEW YORK, N. Y. 





"AGO - SAN FRANCISCO - LOS ANGELES - BOSTON - PHILADELPHIA - WASHINGTON - PITTSBURGH - KANSAS CITY — ST. PAU! 
NEAPOLIS - ST.LOUIS - BUFFALO - DETROIT - NEW ORLEANS - BIRMINGHAM - MEMPHIS - ATLANTA - HOUSTON - DENVER 


FARNED 





of Sales and Manufacturing Knowledge 


The importance of the well informed dealer in wartime business is known 
and acclaimed by office managers and accountants thruout the many indus- 
trial nerve centers established in the past two years over the UV. S. 

But, the succeeding changeover period will bring even greater recognition 
and opportunity for alert distributors. The keynote will be more accomplish- 


ment at less time and expense. And 
JASPER CHAIR CO. OFFICE CHAIRS 


will stand in good stead for the dealer’s recommendation as “The Right 
Chair At The Right Price.” We are planning closer cooperation thruout 
the change to peace time economy, and an excellent line thereafter. 

Until then, however, our product is the JASPER CHAIR CO. V Number 
with revolving wood fixture, designed to conserve critical materials and 
provide comfortable, efficient office seating for executive and secretarial 
workers. For fastest possible delivery, please be sure to indicate priority or 


end uses on all orders. 





RECOGNITION 









E. W. Thomas (Southwest) James S. Fowls, (Southern) 





Box 3493 Peninsula Station 327 Sunset Drive, North 


JASPER IN DIANA 
REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 
W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 
(Phone ROGers Park 3644) Seattle, Wash. New York. N. Y. 


Daytona Beach, Florida St. Petersburg, 


Florida 
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given spot than men, or vice versa. They also know 
the reason why the majority of people pass a given | 
spot at a given time. They want to know if the large 
crowds that pass are apt to be shoppers or if they | 
have to pass that place just so they can be at work | 
at eight in the morning. A crowd that rushes past | 
a doorway because the people only have a short time | 
to grab a bite to eat before getting back to work is | 
not a good crowd of prospective customers for mer- | 
chandise that requires time for careful inspection and | 
considerable thought. The store that sells women’s | 
articles doesn’t want to find out too late that the | 
throng of people passing it’s doors is made up of | 
men, or of school children who do not have any 
purchasing power. 

They send men to the far corners of the town to | 
wait for some woman to catch the bus downtown to | 
do her shopping. Then they follow her all the way | 
down and back. They keep a written record of every- 
thing she does, where she got off the bus, which 
direction she started out from there, what shop win- 
dows she stopped to look at and which ones she 
glanced at and which ones she did not look at. If she 
cut across the corner, that is written down too. They 
soon learn the exact bus stop where most of the shop- | 
pers get off, and also the exact stop that most of the | 
shoppers used for the return trip home. They know | 
where most of the autos pass and why they pass a | 
given spot. They know where the most convenient 
parking areas are located. They know the location of 
every store that might be competition, approximtely 


how much business they are doing and why. They 
know pretty accurately the total volume of busi- 
ness that is being done in that community. When 


they have finished they can figure out very closely 
the amount of business they can do in that town the 
first year and generally come pretty close to this 
estimate. One thing for sure—they know the exact 
location that would be the best for them in that town. 
Sometimes they decide that they can take the next 
best location if the first choice is not available. How- 
ever, some chains consider location so important that 
if the first choice is not available they will wait as 
long as five and even six years before they locate in 
that community. 
And finally we have arrived at Section VII. 


VII. TRADE ASSOCIATIONS 

Are we doing anything to stimulate our trade asso- 
ciation to help us in post-war planning? Are we co- 
operating with our trade associations on such projects? 


Let me repeat—‘“There is no easy road to wealth in 
the office machine industry.” I do not mean that you 
cannot have a profitable business, but the answer is 
going to depend on you. Decide now whether you 
want to work hard for a small amount of profit or 
if you are going to try to make as much profit as 
should be made. You will have to do it yourself. 
Take this outline and get away by yourself and study 
it. When the answers have been carefully written 
out, look over the proposed program and see if the 
activities outlined are practicable and if they will 
permit the retention of your pre-war status quo in 
your territory. Write out the answers now—recheck 
each item every few weeks. Changing conditions may 
call for constant revision. 


*——? 


SPRINGFIELD TYPEWRITER MAN HOSPITALIZED 


J. P. O'Connor, who operates the Springfield Type- 
writer Exchange & Office Supply Company, 323 Eas! 
Walnut Street, Springfield, Mo., entered St. John’s 
hospital there about the middle of February. 


Doctors have prescribed a period of complete res: 
for O’Connor, who is suffering with an attack of 
coronary thrombosis. He expected to be able to return 
to his home around the middle of March, but doctors 
advised the enforced rest period be extended over a 
longer period.—_EVH 
1944 
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Now in Effect 





Illustration shows COMMERCIAL CONTROLS Postal Scale 


AVE time for overburdened post offices and avoid con- 
S fusion by giving your mailroom personnel these new 
Postal Rates, effective March 26. 

@ FIRST CLASS LOCAL MAI—Old rate of 2c per ounce 
increased to 3c. 

e AIR MAI—Old rate of 6c per ounce increased to 8c. 
(Rate to and from overseas members of the Armed 
Forces is unchanged. ) 

@ PARCEL POST AND OTHER FOURTH CLASS MAIL—Old 
rates increased 3%, or lc, whichever is greater. 

@ MONEY ORDERS, C. O. D., REGISTERED and INSURED 
MAIL—F ees increased. 

COMPLETE RATE CHART AVAILABLE 

A detailed schedule of new rates, suitable for your mail- 

room wall, is available without charge—phone our 

nearest office or write us direct. 

It is important that your mailroom gets this new in- 
formation—also that your postal and parcel post scales 
have corrected charts—for the mailroom is “‘the heart of 
every Office” upon which all departments depend. 

Plan now for an up-to-date, postwar mailroom with 
modern, mail-handling equipment—a COMMERCIAL 
CONTROLS specialist will help you. 


Altend the Annual Conference of the National Office 











Management Association, June 5, 6 and 7, New York, N. Y. 
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“GIVE ME 100 COPIES 


NOW!” 


“Yes, Sir, But How?” 


~ USE PREST-0- PRINT” 


You Simply “Press to Print” 











pr aleit 


$19.50 
aad List 
A New eo 
and Liberal 
Kies Trade 
rice ) Discount 





Stencil Type Duplicator Shipped Ready 
Inked. Simple to Operate 








When the Duplicating Problem 
Is Acute—As Now 


SELL PREST-0-PRINT 


Increase Your Duplicating 
Supply Business 
By Selling 
Prest-o-Print 
A “Natural” for Duplicating 
Machine and Typewriter Dealers 





Any Standard Stencil Used 
Anyone Can Operate 


IMMEDIATE DELIVERY 


Bainbridge, Kimpton & Haupt, Inc. 


218 Greenwich St. New York 8, N. Y. 
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NORTHWEST TRAVELERS NOTES 





Merrill D. Hasty, Correspondent 





Mr. and Mrs. Larry Brandt have opened a used type- 
writer and office equipment store under the name of 
Office Specialty Company at 729 Grand Avenue, Des 
Moines, Iowa. Mr. Brandt is a well-known Des Moines 
typewriter man, while Mrs. Brandt was formerly em- 
ployed by Holley’s and the Des Moines Stationery 
Company. 

* * * 

Misses Marion Anderson and Joan Collings have just 
returned from a trip to New York, where they did 
some buying for the gift department of the Sioux City 
Stationery Company, Sioux City, Iowa. Miss Collings 
met Miss Anderson in Washington, D. C., where the 
latter had been visiting for several weeks. 

* 6 OK 

Word has been received that Lt. Robert L. Frakes, 
son of Mrs. Arthur E. Bergstrom of Sioux City, Iowa, 
has been missing since the action over France on 
February 8. Lieutenant Frakes, a P-38 fighter pilot, 
had been stationed in England for the past six months 
and had been on 12 missions over enemy-occupied 
territory. A letter written by him two days before his 
last reported action has been received by his mother. 

Lieutenant Frakes entered the Army in April, 1942, 
graduating from Williams Field, Phoenix, Arix., in May, 
1943. Before entering the armed service, he was em- 
ployed by Perkins Brothers Company. 

* * 7” 


John Dougherty, 66, who had spent most of his life 
in the stationery and office supply business, died sud- 
denly on February 8 at his home in White Bear Lake, 
Minn. For many years he was a salesman for H. C. 
Boyesen & Company, and for the past decade had 
represented Curtis 1000, Inc., as city salesman in 
St. Paul. 

Among the pall bearers were Floyd Kongsvik, Curtis 
1000; Jack Berry, Browne-Morse Company; and Karl 
Kiesel, The Carter’s Ink Company. 

Mr. Dougherty is survived by his wife and four 
daughters. 

x * ok 

Among the travelers seen about the Twin Cities 
recently were Frank Miller, Wallace Pencil Company; 
Harold Blum, Esterbrook Pen Company; Al Nordstrom, 
Smead Manufacturing Company; and Herbert S. 
Morgan, now representing the National Blank Book 
Company. The latter was in St. Paul and Minne- 
apolis on a good-will visit preparatory to going into 
his new western territory. The Northwest Travelers 
Club sends its heartiest wishes for your success, Herb. 

* * * 

S. A. Christiansen, president of the Sioux Falls 
Book and Stationery Company, spent the period from 
January 15 to February 15 with his son, Lt. Dempster 
Christiansen, at Fort Ord, Calif. Lieutenant Dempster 
is secretary of the company. 

* * * 

Walter Bredesen of Bredesen Brothers, Beloit, Wis., 
is the victim of a heart attack. I don’t suppose that 
this was brought on by the fact that he just became 
a grandfather. Al Bredesen has been a grandfather 
for 31% years and seems to stand up under the strain. 

* * * 

Jim Gaffney has purchased the Minot Stationery 
Company of Minot, N. D., and is now living in Minot. 
Keith Thompson, former owner, is busy with his ranch 
on the outskirts of Minot. 

ca * * 

Cliff Halverson of Midwest Press Supply, Sioux Falls, 
S. D., is now a lieutenant (j.g.) stationed at the Navy 
supply base at Norfolk, Va. He is editing the supply 
corps magazine, a catalog used by various branches 
in ordering supplies. 


* * * 


Lew Cox of Cox Business Equipment at Dubuque, 
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HAW-WALKER 


HOME OFFICE, MUSKEGON, MICHIGAN 

















OR SIXTEEN YEARS Shaw-Walker NorthKraft 
folders have been recognized as the out- 
standing folder value. 

Under war manufacturing conditions the 
superiorities of NorthKraft can be more easily 
proved to users. 

Convince yourself of their superior stiffness, 
toughness and folding strength. Then order a 
supply of folders and ask your customers to 
compare NorthKraft with any manila or kraft 
folders they are now buying. 

Sell NorthKraft!—You will get more imme- 
diate business and insure reorders. 





a 
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LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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THE TALE OF THE CRYSTAL‘ STENCILS 
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LTTE iwmme Shorper Cleaner 


Impressions 


LEAN WRITE and SUPREME CRYSTAL STENCILS 
have revolutionized stencil cutting! The top Crystal Sheet 
that protects the typewriter completely eliminates type- 


filling ...type-cleaning ... feed-roller swelling, chop-outs! 
The result: SHARPER and CLEANER impressions—saving of 
*Reg. U.S. , time — longer life for your typewriters. Compare KLEAN 
es WRITE and SUPREME CRYSTAL STENCILS! One trial will 


convince you of their superiority. 
Now Available in Cellulose and Non-Cellulose 
ATTENTION DEALERS: Some exclusive territories are still 


available ... Write today for samples and information on 
our Exclusive Dealership Plan! 
















NATIONAL DUPLICATING CO., A SUBSIDIARY OF 


or 
LUWUH Ut 


DENVER 2, COLORADO 
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Iowa, is already a veteran of World War II, after 
21 days’ service at Camp Dodge, Iowa. He is back on 
the job, hale and hearty as ever. 
* A of 

Tom O’Toole, field salesman for Cliff City, Dubuque, 
Iowa, has been informed that his son died in action in 
the Southwest Pacific. Tom has two other sons in 
active service. 


——— oe 
HUNTINGTON (W. VA.) OFFICE OUTFITTER LENDS 

HELPING HAND TO BUSINESS FIRE VICTIMS 

Not many weeks ago the tenants of the Miller-Ritter 
Building on one of Huntington’s busiest intersections 
suffered a catastrophic fire in which none of the vic- 
tims salvaged any stock. The owners of the building 
were informed by WPB that rebuilding at present was 
an impossibility. 

Good news, however, came to the tenants seeking 
new quarters in the form of an offer from Hanly 
Morgan, business leader and owner of the Swan- 
Morgan Company, office supply firm. Mr. Morgan, in 
a recent advertisement, made the following generous 
offer to the victims, “You are welcome to free office 
rooms, heat, water and light in the Inland Building, 
704 Fourth Avenue. No obligation—no strings at- 
tached.” 
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HOW ONE DEALER DEMONSTRATED THE 
STRENGTH OF SHAW-WALKER WOOD 
FILES.—William J. Seibold, of Heinrich-Sei- 
bold Stationery Co., Rochester, N. Y., recently 
conceived this demonstration for the purpose 
of convincing both himself and his customers 
of the strength built into Shaw-Walker wood 
files. The five files were loaded with catalogs 
and correspondence and the tops stacked 
with 1200 pounds of typewriting paper. The 
“skyscraper” cross-member construction 
proved the rigidity of the files and, despite 
the load, drawers continued to operate freely. 
The display sold a number of the wood files. 
———_-_ o-oo 


NORTHWEST TRAVELERS ROSTER ISSUED 

The new 1943 roster of the Northwest Travelers Club 
has been mailed to members and to dealers through- 
out the Seventh District of the National Stationers 
Association. It is useful for reference purposes, giving 
the names of members, their addresses and the com- 
panies with which they are connected. It represents 
the handiwork of Roy C. Clarke of F. S. Webster Com- 
pany, secretary-treasurer of the organization. 
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BEFORE THAT NAME 
SD ennisow 
APPEARED ONATAG | 


Before E. W. Dennison patented the 
shipping tag with the reinforced hole in 
1863, most American shippers had their 
own “direction labels’? made from left- 
over cardboard. Cutting them out was a 
rainy-day job for shop boys. 









That paper washer, or ‘“‘patch”’ devised 
by Dennison to build up the pull-out 
strength gave our business men a tag 
that would stay with its package from 
shipment to delivery. 












Today the same principle is used to 
assure tags that will stay with the goods. 
And that same name, Dennison, printed 

on the patch, guarantees the purchaser 
| of the quality he has come to expect. 
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AVAILABLE NOW! 
FOR 
IMMEDIATE DELIVERY | 





MODEL DL 8 
HEIGHT 13 INCHES—WIDTH OVER ALL 18 INCHES 
TUBE 18 INCHES—15 WATTS 





ALL METAL 
FLUORESCENT 
DESK LAMP 


CRACKLE BROWN FINISH 


A FAST MOVING ITEM 
TO RETAIL AT 


$7 500 


NO PRIORITY NEEDED 
SAMPLE SHIPPED PREPAID 


Can be obtained to operate on either AC or DC 
current; DC models slightly higher. Solid, sturdy 
construction, performance; guaranteed. 


WRITE OR WIRE FOR QUANTITY DISCOUNTS 


SANTOS « COMPANY 


49 WEST 45TH ST., NEW YORK 19 
NEW YORK 
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(Continued from page 38) 

tions in the commercial furniture industry in no way 
authorizes any increase in present prices until and 
unless a specific adjustment is granted by OPA. 

Members appointed to the industry committee are: 

W. T. Powell, general manager, Myrtle Desk Com- 
pany, High Point, N. C. 

G. H. Bosse, president, Imperial Desk Company, 
Evansville, Ind. 

H. W. Stringe, treasurer, Commercial Furniture 
Company, Chicago, Ill. 

Carl S. Leopold, president, The Leopold Company, 
Burlington, Iowa. 

M. G. Jones, vice-president, The Store Kraft Manu- 
facturing Company, Beatrice, Nebr. 

R. F. Huck, Huck Manufacturing Company, Quincy, 
Ill. 

Harry C. Anderson, general sales manager, Globe- 
Wernicke Company, Cincinnati, Ohio. 

J. B. Deane, vice-president, The Gunn Furniture 
Company, Grand Rapids, Mich. 

F. J. Boling, president, High Point Bending and 


, Chair Company, Siler City, N. C. 


A. D. Pettibone, president, B. L. Marble Chair Com- 
pany, Bedford, Ohio. 

H. G. O’Connor, president, The W. H. Gunlocke 
Chair Company, Wayland, N. Y. 

H. W. Koehn, president, The Sikes Company, Inc., 
Buffalo, N. Y. 

Raymond S. Reed, Heywood-Wakefield Company, 
Gardner, Mass. 

John M. Brower, president, Brower Furniture Com- 
pany, Grand Rapids, Mich. 

William A. Friedrich, Hamilton Manufacturing Com- 
pany, Two Rivers. Wis. 

Fred J. Gingerick, vice-president, The Peabody 
Seating Company, North Manchester, Ind. 

Charles S. Allen, president, Allen Chair Corporation, 
West Concord, Mass. 

A. R. Rumbles, vice-president, Remington Rand, Inc., 
Buffalo, N. Y. 

a 

LOCKER AND SHELVING INDUSTRY ADVISORY 
GROUP MEET TO DISCUSS RETURN TO NORMALCY 

Meeting for the first time to discuss future produc- 
tion, the newly-formed Locker and Shelving Advisory 
Group is one of the four committees organized to re- 
place the Metal Office Furniture IAC. The other three 
committees which will consult with WPB on metal 
office furniture, in its closely related groups, are Vis- 
ible Records Equipment, Safe and Insulated File 
Equipment and General Office Furniture. This new 
arrangement is in the interests of greater workability. 

Purpose of the recent Shelving and Locker meeting 
was to determine the industry’s readiness for normal 
production when war conditions make some easing of 
restrictions possible. The chairman emphasized, how- 
ever, that any immediate reconversion is contrary to 
WPB’s announced policy, and that all discussion must 
point toward some future date to be determined by 
the course of the war. 

The IAC members, makers of metal shelving and 
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MONROE ACCOUNTING MACHINE MODEL 209-485-191 


For more than a generation Monroe Calculating Machines 
have been standard equipment in business and industry 
throughout the world. The same excellence of construction 
and dependability that won this universal acceptance are 
built into Monroe Accounting and Listing Machines. Call the 
nearby Monroe branch. Our representative will explain the 


availability of Monroe equipment under existing conditions. 


ONROE 


MONROE CALCULATING MACHINE COMPANY, INC., ORANGE, NEW JERSEY 
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Plan for Tomorrow 









FACTORY MODEL © STENOGRAPHIC MODEL 








EXECUTIVE MODEL 
The ALERT Dealer Today 


is the CRAMER Dealer of Tomorrow 

Some Territories Available — Write Today for Descriptive Literature and Prices. 
a Podhune a= Company 
263 CHARLOTTE STREET -** KANSAS CITY (6), MO. 
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lockers for factory and institutional use, readily ac- 
cepted the fact that any civilian production must 
wait for an indefinite period. But they strongly urged 
that WPB immediately consider the advisability of 
releasing sufficient steel to allow them to make some 
proportion of the shelving needed by war plants, and 
to use metal in shelving for military bases. 

It was unanimously agreed by industry representa- 
tives that wood shelving, which they now supply for 
essential industrial and military needs, is not satis- 
factory to the purchasers although more expensive 
than metal. “With the necessary hard woods very 
tight, and steel apparently becoming available, we 
suggest that WPB permit us a steel quota for shelving 
to be used in connection with the war effort,’ IAC 
members said in effect. The problem of metal lockers 
was agreed to be less immediate, although it was said 
that many war plants need them. 

Most manufacturers in the shelving and locker field 
are filling direct war contracts, but IAC members 
reported a decline in rate of orders. Many of them 
felt it would be possible to resume some normal pro- 
duction during the next 90 days without disturbing 
manpower conditions even in critical areas. 

Government representatives agreed to give industry 
views serious consideration. The next meeting will be 
called in about one month. 

Government presiding officer: 


o 
RAIL AND TRUCK TRANSPORTATION PROBLEMS 
AUGUR CRITICAL PERIOD FOR PAPER INDUSTRY 


George M. Chandlee. | 


The transportation facilities of pulp, paper and | 


paperboard manufacturers are being heavily taxed and 
the months ahead will be an extremely critical period 


for the whole industry, F. E. Hufford, transportation | 


consultant of the War Production Board Forest Prod- 
ucts Bureau, said at a meeting of the Paper and Paper- 
board Industry Advisory Committee on February 16. 
The present situation affects both the railway and 
truck transportation problems, he added, pointing out 
that the close co-operation of all elements is essential 
to obtain maximum conservation in pulp, paper and 
paperboard transportation. 

Members of the Paper and Paperboard Industry 
Transportation Advisory Committee were told that the 
freight load is increasing and the railroads are con- 
fronted with growing manpower shortages as well as 
a tightening car supply situation. Mr. Hufford added 
that daily car shortages are increasing and the in- 
dustry is experiencing car shortages in the South and 
Southeast. Some production has been lost due to in- 
ability to secure sufficient cars for the movement of 
raw materials and the finished products, but this is 
being watched closely by the WPB Paper and Paper- 
board Divisions, he explained. 

It was estimated that there would be an increase of 
from two to five per cent in revenue ton miles this 
year, over 1943, when the rail carriers handled the 
greatest volume of traffic in their history. 


o 


CONTAINERBOARD AND FIBREBOARD LIKELY TO 
ABSORB ANY INCREASE IN PAPER MILL OUTPUT 


If any increase in paper production can be realized 
by U. S. mills, it should be confined to the production 
of additional containerboard, fibreboard or liners for 
use in manufacturing this type of product, G. G. Otto, 
director of the WPB Paperboard Division, told the 
Containerboard and Fibre Box Industry Advisory Com- 
mittee on February 23. 

Since the demand for paperboard suitable for mak- 
ing fibre containers is so great, Mr. Otto emphasized 
that every effort to increase the production of that 
type of paperboard, rather than any less essential 
types, must be made. 

Members of the committee were informed that con- 
trolled materials—steel, copper and aluminum—ap- 
proximating pre-war normal requirements, will be 


1944 
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In spite of WPB re- 
strictions on pen manu- 
facture, established Ink- 
ograph dealers are given 
proportionate shares of 
whatever pens are ready 
for distribution when- 
ever merchandise is 
available. 


Often the number of 
pens distributed is not 
as large as we, or our 
dealer would like to | 
get. but he does 
get a fair share of the 
number of units we are 
permitted to manufac- 
ture. | 


We hope that our deal- 
ers will understand this 
policy, and bear with us 
until the time when all | 
restrictions are lifted. 





















Inkograph Co. , Inc. 
200 Hudson St. , 
New York City 13 : 
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RAVEN-X 
Carbon 
Paper 






s = 
Quality Established 
1896 
Out of the famous, well-established Raven Line of 
Carbon Papers comes this revolutionary sheet, Raven-X. 
Adaptable for use on standard, electromatic or noiseless 

typewriters. 
Let one line of carbon, Raven-X, in lightweight, 
medium weight or standard weight meet all your re- 


quirements. 
Samples gladly sent on request. 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458 E. 55th St. Cleveland, Ohio 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 






















Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 








Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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made available to some 80 manufacturers of paper and 
paperboard mill equipment during the next quarter. 

These materials will be distributed proportionally to 
producers of mill equipment who have from ten to 
25 per cent of their facilities available for manufactur- 
ing additional civilian equipment. 

The additional equipment manufactured will be 
allotted to producers of containerboard and fibre box- 
board who are in a position to increase production. 
Operators of board mills who need additional equip- 
ment should write the WPB Paperboard Division, stat- 
ing their needs and estimating what increased pro- 
duction of primary papers can be assured. 

The Requirements Committee of the WPB has 
agreed to allocate approximately as much material as 
the mill equipment manufacturers received in 1942 and 
1943, it was stated, and these materials will be allotted 
under priority rating AA-3. 

The Paperboard Division is conducting a study of 
“furnishes,” or the mixtures of the several materials 
of which paper is made, to ascertain what further 
economies can be effected in an effort to save virgin 
pulp by reducing the richness of the mixtures. 

A resumé of the containerboard requirements for the 
second quarter of 1944, and the present rating pattern 
as of January 31, were presented by W. L. Davis, as- 
sistant director of the Paperboard Division. He said 
that corrugated requirements for the second quarter 
were about the same as for the first quarter, and that 
the estimated production, according to a study of the 
reports from the mills would be approximately the 
same. 

W. L. Davis, Government presiding officer. 


o 


NEW ADVISORY COMMITTEE FOR ENVELOPE, 
CHECK AND POSTAL MACHINERY FORMED 


The Office of Industry Advisory Committees on 
March 15 announced the formation of the Envelope 
and Check Handling and Postal Machinery Industry 
Advisory Committee. N. G. Burleigh, Service Equip- 
ment Division, is the Government presiding officer. 
The members are: 

Fred E. Brown, Hall-Welter Company, Inc., Roches- 
ter, N. Y.; E. F. Coyle, Elliott Addressing Machine Com- 
pany, Cambridge, Mass.; W. W. Davidson, Davidson 
Manufacturing Corporation, Chicago; James W. Duff, 
U. S. Postal Meter Corporation, New York; Herbert R. 
Hedman, Hedman Manufacturing Company, Chicago; 
T. B. Hirschberg, Jr.. The Paymaster Corporation, 
Chicago; James C. Mann, Cummins Perforator Com- 
pany, Chicago; P. H. Mason, The Multistamp Company, 
Norfolk, Va.; C. S. McAlister, The American Perforator 
Company, Chicago; James M. McCunn, The Interna- 
tional Postal Supply Company, Brooklyn, N. Y.; Frank 
A. Nuttall, Pitney-Bowes Postage Meter Company, 
Stamford, Conn.; R. S. Oelman, The National Cash 
Register Company, Dayton, Ohio; Charles R. Ogsbury, 
National Postal Meter Company, Inc., Rochester, N. Y.; 
P. B. Stitt, Safe Guard Corporation, Lansdale, Pa.; 
Leonard T. Thomasma, The Todd Company, Rochester, 
N. Y.; D. E. White, Addressograph-Multigraph Corpo- 
ration, Cleveland; A. W. Vanderhoof, Standard Dupli- 
cating Machines Corporation, Everett, Mass.; Albert 
H. Williams, Inserting and Mailing Machine Company, 
Phillipsburg, N. J.. and G. H. Zabriskie, Monroe Calcu- 
lating Machine Company, Orange, N. J. 

The first meting of the committe was held on March 


13, 1944. 
o 


CONSUMER GOODS INDUSTRY CONFERS WITH 
NELSON ON TRANSITION TO PEACETIME STATUS 

Chairman Donald M. Nelson said that the War Pro- 
duction Board is examining with leaders of various 
consumer goods industries the problems that will arise 
when the time comes for transition back to peacetime 


production. 
Mr. Nelson said that these discussions, which are 
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HIGH POINT BENDING & CHAIR 60 


| WeLook Ahead 


We know there's a tough war going on—and we 




















: aren't missing any chance to do our part. 


But 


We look ahead a little, too. We are giving seri- 
| ous consideration to the time when Johnny comes 


marching home again. 





We are planning ways and means of applying the 
manufacturing "know how" gained in 43 years of 
experience to the end that our line of chairs will 
offer both you and your customer a greater meas- 
ure of service and satisfaction than ever before. 
And we hope before long we can again serve all 
our customers in the generous manner their loy- 


alty deserves. 


HIGH POINT 
BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 


| , 
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BUY INDIANA DESKS--- 


that's the right move in Office Furniture 


Maybe you too have spent many anxious moments pon- 
dering just the right move to make in a checker game. How 
important that decision was—success or failure hung in the 
balance. 

Your business success too hinges on making the right move. 
Every dealer knows that the sources of supply he chooses help 
to determine his success. 

Indiana Desk dealers have a natural advantage. Having 
made the right move in choosing Indiana Desks, they can turn 
their full attention to selling, knowing that every desk will find 
a satisfied user. 
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being held with the members of a number of WPB 
industry advisory committees, and which will be sup- 
plemented by meetings with labor groups, are based on 
these premises: 

1. There can be no immediate general resumption 
of the manufacture of consumer goods because mili- 
tary programs still have first call on the nation’s 
resources and neither manpower, manufacturing 
facilities nor component parts for large-scale con- 
sumer goods production are now available. 

2. Nevertheless, it is essential to make plans now 
so that when the proper time does come the transition 
from a war economy to peacetime production is as 
smooth, as rapid and as fair as possible. 

3. Collection of facts and full, frank discussion 
with industry and labor of the difficult problems in- 
volved is a necessary part of such planning. 

Some of the problems developed at these meetings 
are these: 

1. To what extent should Government controls con- 
tinue beyond the end of the war? 

This problem is extremely involved. The position in 
respect to war contracts in the industry varies with 
almost every manufacturer. Some have contracts 
which will continue, as one industrialist put it, “until 
the last Jap stops wiggling,” while others may be 
terminated much earlier. A manufacturer in the air- 
craft program, for instance, is likely to be fully 
occupied until the Pacific war has been won. 

2. How can the resumption of peacetime production 
be handled so as to be fair to those whose continuing 
war contracts prevent them from returning promptly 
to the manufacture of washing machines? This, of 
course, is a problem common to all industries pro- 
ducing consumer durable goods. 


3. Assuming that the return to peacetime produc- 
tion is gradual, at what rate can the industry resume 
production —or at what rate would resumption be 
undertaken even without a profit? This question is 
complicated since it varies with the varying overhead 
position in different firms, with increased cost of both 
materials and labor, and with the prices at which 
products may be sold. 

4. Should the entry into a given field of manufac- 
turers who have not previously been engaged in that 
particular business be regulated, and if so, how? 
Many of the manufacturers present felt that it would 
be highly unfair if the new firms were allowed to 
enter the washing machine industry at a time when 
many or most of the old manufacturers in the indus- 
try were still engaged on war work. 

“No attempt was made to reach decisions or con- 
clusions about these points at this meeting,’ Mr. 
Nelson said. “What we sought primarily was a free 
and full discussion of these problems—to bring them 
out in the open, both in order that we in WPB could 
see precisely how they appear to industry, and in 
order that the people in industry may themselves get 
a better understanding of the many complex factors 
that will be involved in the transition picture.” 

———# = 

HOW ONE DEALER SAVES CUSTOMERS’ TIME 

C. R. Allen, Watertown, N. Y., sends a letter every 
two weeks to his store customers reading, ‘““We haven’t 
got these,” and lists items not available. But with it 
goes a column, “We have got these,” and there follows 
a list of substituted items—new-line and old-line 
products still available. 

This saves many a customer from making a pilgrim- 
age to the store in search of a certain item which is 
non-existent. At the same time, it gives them concise 
data on what the store has added to its usual mer- 
chandise lineup. 

Letters are send first class and are mailed, multi- 
graphed or mimeographed, only to customers who 
request that their names be put on the bi-monthly 
mailing list —EAC 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS *”» STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York, N. Y. 


























VALUABLE 


TERRITORIES 
— ron 


We have a few available ter- 
ritories open to recognized sta- 
tionery dealers on our Exclusive 
Franchise lines of quality pencils. 


If you are a dealer interested 
in profitable pencil business, 
write us, your territory may be 


open. 


KOH-I-NOOR PENCIL COMPANY, ING. 


BLOOMSBURY, NEW JERSEY 
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IN 22 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 





laisdell penci co., 


PHILADELPHIA, PA ioe. A 























To make a good impression, you must 


start with a good product: 


Dri Kwik Stamp Pads 
Dri Kwik Inks 

All Weather Stamp Pads 
All Weather Inks 

Fulton Business Outfits 


Fulton Service Daters 


Qiulton SPECIALTY CO. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 
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MEIER ISSUES DISPLAY CARD REVIEWING U. S. 
SECRET SERVICE CHECK PROTECTION RULES 
The Joshua Meier Company of New York, makers of 

transparent envelopes, is attracting wide attention in 

the stationery industry through its unique participa- 
tion in an educational campaign which the U. S. Secret 

Service, a division of the Treasury Department, has 

just launched against fraudulently negotiated Army 

checks. The company has started the distribution of 
several thousand display cards to its stationer clients. 

Posted in a store, one of these display cards becomes 








al yon WITH THE US Secner Sp 
Pusiisnee orn 1 oes avtlorns Auee wa 
TREASURY DEAT y p.0- $ 


Pees ARORN TS ~ 


MEIER DISPLAY CARD OF U. S. SECRET SERVICE 
RULES.—Printed in three colors on yellow stock, the 
card measures 11x14 inches and is provided with an 
easel for convenience in display. On the left are four 
rules for the guidance of the businessman on knowing 
his endorser; on the right appear four valuable sug- 
gestions for the protection of the person receiving U. S. 
Government checks. Small animated figures or hands 
dramatize the practical suggestions given. 











a constant reminder of the danger of cashing Govern- 
ment checks promiscuously on the theory that a check 
drawn by the Government is as good as cash. 

The display card outlines the few simple rules the 


| U. S. Secret Service advises a merchant or storekeeper 
should follow to avoid cashing a fraudulent check. 


They are: 
1. When a stranger asks you to cash a check, insist 


| that he properly identify himself as the rightful payee 


of the check. KNOW YOUR ENDORSER. 
2. Before cashing any check for a stranger, ask 
yourself this question: “IF THIS CHECK IS RE- 


| TURNED BECAUSE OF FORGED ENDORSEMENT, 
| CAN I LOCATE THE FORGER AND RECOVER MY 


LOSS?” 

3. If a check is already endorsed when it is pre- 
sented to you, insist that it be endorsed again in your 
presence and compare the handwriting. 

4. Have all checks initialed by the employees who 
pay out money for them. 

According to the Secret Service, the United States 
Government, in the year ending June 30, 1944, expects 
to issue more than 309,000,000 checks, and of this 
number more than 8,000,000 are sent monthly, by mail, 
to families and other dependents of soldiers and sailors. 
More millions are sent to Social Security beneficiaries, 
to farmers, to war veterans, and to persons holding 
or redeeming government bonds. Thus, the criminal 
1944 
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_ DIRECT NAME 
OUTFIT 


New prospects and new business open up for 
the dealer handling this smartly packaged 
“Y and E” Direct Name Outfit. Designed to 
meet the needs of the small business office, 
professional people, or business executive, it 
provides an easy efficient method of filing and 
finding correspondence and other papers. 

This one-drawer filing system is packaged 
as an attractive compact unit, ideal for shelf, 
counter and window display. Simple todemon- 
strate and explain, it is another quick-seller 
in the “Y and E” line. 


“Y and E” PERSONAL OUTFIT SELLS THE DIRECT NAME SYSTEM FOR YOU 


It’s available in two styles. Outfit No. N-125-D has heavy 
pressboard alphabetical index guides with the patented 

‘Y and E” Angular Metal Tabs. Outfit No. 125-DP, lower 
priced, has plain pressboard tabbed guides with black 
printed caption frames for easy vision. Both outfits con- 
tain miscellaneous folders, a gene er: supply of individual 
folders, and blank gummed labe ls. A “Direction” card with 
each outfit explains simple set-up < a operation. 

Here is the item that introduces the “Y and E” line to 
new customers—making future prospects for the larger 
Direct Name System installations and “Y and EF’ ’ steel 
files and desks. 


The ideal system tor the It is merchandise of this kind that adds real value to the 
r “ “Y and E” Franchise. 
Private File 






SKYLINE Visteltity 
pirect NAME FILING ouTFit 


sono Parees 
CONTAINS SUFFICE vent 
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No. N-125-D OUTFIT 
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General File 





Buy War Bonds 


FOREMOST FOR MORE THAN SIXTY YEARS 


YAWMAN®? FRBE MFG.(O. 


1015 JAY STREET » ROCHESTER 3, N. Y. 





OFFICE APPLIANCES, April, 1944 153 








prospects everywhere today! 
V.P.D. holders are in demand! 





Foi 
shop orders 
inspection cards 
blue prints 
instruction sheets 
route cards 

job tickets 
travelers, etc. 














See our catalog for book, magazine and menu covers, document 
holders and pocket cases made from reclaimed cellulose 

acetate of high transparency. 

Our three most popular V.P.D. heavy duty folders are the designs 
illustrated. They differ in edging only. The strong heavy gauge 
cellulose acetate used is the same in all three. It is durable, has long 
life and high transparency. For post war ring books, we will make 
light weight sheet protectors of first quality only. We are pioneers... 
we make all types and sizes . . . use our vast experience. 


96 East 10 Street, New York 3, N.Y. 
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opportunities to steal, forge, and fraudulently nego- 
tiate government checks are great. 

It’s no trick for a criminal to rifle a mail box, steal 
an Army allowance check and forge an endorsement. 
Having done this he only needs an unsuspecting vic- 
tim to cash it. You can be sure he won’t go near a 
bank. A storekeeper is his best prospect. 

Probably, he makes a small purchase to throw the 
storekeeper off guard. A storekeeper, naturally, doesn’t 
like to lose a sale. But if he doesn’t exercise the cau- 
tion he should he may lose much more than the sale. 

Social Security cards, auto licenses, fraternal mem- 
bership cards and other similar documents are not 
adequate identification in the cashing of checks, as 
all of them may also have been stolen. There is, as a 
matter of fact, no form of identification which can be 
guaranteed as safe proof of the identity of th> holder 
of a check. However, war ration books bearing the 
owner’s signature, or Selective Service registration 
cards, probably are safer than other cards and papers. 

The staggering losses suffered annually through 
check forgeries can be cut down substantially and 
perhaps eliminated entirely by the exercise of a few 
simple safeguards, according to the Secret Service 
division of the Treasury Department. 

With the volume of Government checks issued for 
dependency payments to families of men in the armed 
services and for Social Security benefits rising rapidly, 
the Secret Service has patterned its “Know Your 
Endorser” campaign after the highly successful 
“Know Your Money” drive waged against counterfeit 
money during the last six years. 

The latter effort has been so successful that counter- 
feit money in circulation has been reduced more than 
97 per cent and today with more than $16,000,000,000 
in circulation the total amount of counterfeit money 
in circulation during the last year amounted to the 
insignificant figure of $22,000. 

The Meier display card was prepared by Lee Howard 
of the Lee Howard Advertising Company of New York. 
—>- 

NOMDA RESOLUTION ADOPTED AT CHICAGO IN 
FEBRUARY ASKS MANPOWER PROBLEM ACTION 

At a meeting of the board of directors of the Na- 
tional Office Machine Dealers Association held in Chi- 
cago February 6, preceding the one-day convention, 
the following resolution was framed and adopted: 

WHEREAS, The President of the United States, the 
Secretaries of War and Navy and other high Govern- 
ment officials have requested Congress to pass a Na- 
tional Service Act, and 

WHEREAS, The Labor Unions have not kept their 
no-strike pledge and we are still having strikes, and 

WHEREAS, We have lost millions of man-hours which 
can never be made up, and the failure of labor in in- 
dustry has become a national scandal; therefore be it 

Resolved, By the Directors of the National Office 
Machine Dealers Association that the failure to back 
up the men at the front should be condemned by all 
patriotic citizens and that Congress should be peti- 
tioned to pass some act to correct this situation and 
that the Department of Labor do some constructive 
work to stop strikes and use manpower where most 
needed. 

The Secretary is directed to send a copy of this reso- 
lution to the press, to the President of the Senate, 
the Speaker of the House and the Office of the Secre- 
tary of Labor. 





Attest: Harry TURNER 
Executive Secretary 
0 ee 
VIRGINIA EXTENDS UNEMPLOYMENT 
COMPENSATION 
In a recent measure passed by the 1944 Virginia Gen- 
eral Assembly, unemployment payments and benefits 
were extended to cover firms employing four or more 
persons. This will bring many small stationers and 
Office appliance firms under the scope of the act.— 
JHR 
1944 
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POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 





The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 













HEAVY PAPER 
= CAG “OFFiciaL > 
A CORPORATE SEAL [OO ag 





POCKET SIZE 











FREE LEATHERETTE POCKET CASE with EACH SEA“ 





MANUFACTURED BY 
MEYER & WENTHE, Inc. 


Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Precise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. Loomis St., Chicago 7, Ill. 
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Juma Savor 
FILE 


e Non- priority wood 
construction 

e Two Drawer —Top 
opens completely 

e Metal Guide Rod 
Compressor — Metal 
Back Control 

e Attractive Plastic 
Handles and Pulls 

e I!/,” Casters 

e Letter and Legal Size; 
Olive Green Finish 

e Desk height 30!/,” 

No. MF1500G—Letter 


ie 2S $27.00 List 
No. MF1600G—Legal 
Size ............$29.00 List 





F.O.B. Rockford, Ili. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-A Skokie, III. 

















Seating 
America’s 
office workers 


CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 
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OUR NEW | 
REPRESENTATIVE 


in Oregon, Washington, 

Wyoming, Montana and 
Colorado: 

JAMES H. DAVISON 


Hotel Figueroa, Los Angeles 






No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 






UEF WINS WARTIME ADVERTISING AWARD 

One of the 100 outstanding wartime advertisements 
of 1943 selected by the 1943 jury of awards, Wartime 
Advertising Awards, was an Underwood Elliott Fisher 
advertisement, one of a series used by that company 
in the promotion of the WPB-USS. Treasury Typewriter 
Procurement Program. 

The winning entry featured a battle-scarred, fire- 





has been 
to War... 


Typewriters, 100, are casualties, This 

one was executing essential tasks on board a 

U. S. warship when carrier-borne enemy 

aircraft attacked. Note how portions of the 

machine have been melted by fire which, 
tall 


nerdentally, burned out the desk from under it, 





.. Will you 
sell one to replace it? 


Here’s a veteran of our Navy. ..no typewriter manufacturers are busy 

longer able to serve under the Stars turning out fighting equipment. 

and Stripes. Consequently our government looks 
**Make good my loss’’ is what this _ to you for the extra typewriters so vitally 

Underwood says to you, to every man needed to speed the Nation’s victory. 


who runs an office 
Mutely it asks the question ‘‘Have 
you yet sold to the government one- 
fourth of your machines ?”’ 
Doubtless, you already know that 
Underwood Elliott Fisher and other 


Telephone the nearest Underwood 
Elliott Fisher branch. Join the patri- 
otic companies who are sharing their 
typewriters with our Army and Navy. 
Underwood Elliott Fisher Company, 
One Park Avenue, New York, N.Y. 
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Underwood Elliott Fisher Company 


Former and future makers of typewriters, adding and accounting machines 





ww 
UEF’S PRIZE-WINNING WARTIME ADVERTISEMENT 


seared Underwood machine, veteran of a naval action. 
The advertisement was in the nature of an appeal to 
the public to replace this typewriter, no longer avail- 
able for action, and to help provide other machines 


so badly needed by the armed forces. 
——— 2 —___— 


JOE REDMOND NEW BUYER FOR JUST & SON 

Joe Redmond, well known to the trade in the Chi- 
cago area, has become affiliated with Just & Son, 
Chicago, as buyer. Joe has been in the commercial 
stationery business ever since he was 13 years old. 
His first connections were in Cincinnati, then Detroit, 
Huntington, W. V., and finally, Chicago. Following 
a 12 year span with Horder’s, he spent 10 years in the 
employ of the Marshall-Jackson Company. A brief 
relation with C. L. Barkley & Company was severed 
to join the Just & Son staff. 
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40 Million Spectators will watch this Ball Team 
perform in the Saturday Evening Post, Collier’s, 


Look, Life and The American Weekly. 


CARTER’S KITTENS ARE CHAMPIONS 


Carter’s Kittens have captured America’s heart. Each time 
Carter’s Kittens appear, thousands more people, young and 
old alike, ask for Carter’s . . . Millions of folks everywhere— 
many of them your customers—will see this new Carter full- 
color advertising. Each Kitten is a different color—dramatiz- 


ing Carter’s 9 deep-toned Fountain Pen Inks. 


DO YOUR SHARE—PROMOTE LETTERS TO SERVICE MEN 
2 
FEATURE INK 








( arter® IK Carter* Iv 
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A few 
ALL-PURPOSE CARBON PAPER 


witlle a . om 


y ae 


eatures 


% WRITING RANGE. Makes good copies from 
zero to 130° temperature. 

% BALANCE. Makes one or many copies on all 
typewriters—or with pen and pencil. 

% SHARPNESS. Abundant color without loss of 
sharpness. More and better copies. 

% ERASURES. Clean! Quick!—even with a pen- 
cil eraser. 

% NON-BLEEDING. Fugitive-dye-free. Prevents 
deterioration. (Test in glass of water.) 

% FADE-PROOF. Has passed all Federal specifica- 
tions by light-permanency tests. 

% LONGER WEAR. Increased coating thickness 
without sacrificing other features. 

% NON-CURLING. New physical and mechanical 

discoveries.— Positive prevention. 
% TREE-PROOF. The outcome of new coating 
methods and materials. 

* 

* 

* 


NON-POISONOUS. Protection for tender hands 


and nail polish (water-proof). 





FULL TAB. Quick separation of carbon paper 


from letters—in one operation. 


ALLIED 
TYPEWRITER RIBBONS e@ CARBON PAPERS BACKING SHEET. Numbered marginal guide 
CARBON ROLLS e STENCILS @ GELATINE SUPPLIES rule to start and stop letters. 


Write now for samples and sales cooperation plan. 


MASTERITER 


a sensational, new 


product by....... Al ALLEN as: ) 


CARBON & RIBBON MFG.CORP CARBON & RIBBON MFG. CORP for 
165 DUANE STREET Victory 
NEW YORK. N. Y. 
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NEW ENGLAND TRAVELERS NOTES 


On Saturday, February 26, Blake and Rebhan, Boston 
stationers, celebrated their twenty-third business anni- 
versary. To commemorate the occasion they had a 
family party with Jim Hayes, who on the same date 
celebrated his thirteenth anniversary with the firm. 
Jim was presented with a number of gifts to mark the 
occasion of his induction into the Army. 

* * * 

Official word now comes to us that two members of 
our club, Ted Bruen and George Slater, are now mem- 
bers of the Eberhard Faber Pencil Company selling 
family. Ted will be permanently located in Charlotte, 
N. C., and First Vice-president George Slater will make 
his future home in Atlanta, Ga. 

* * * 

Round-faced, congenial Mel Wheeler is being in- 
ducted into Uncle Sam’s Army on March 28. Good 
luck, Mel. 

(The above news items are from the March number 
of the New England Travelers Club News.) 


——cOore—_—_—— 
DAVISON NOW REPRESENTS JASPER SEATING 
James H. Davison, who has been representing office 
furniture manufacturers in the territory from Denver 
and El Paso to the Pacific Coast for a number of 
years, is now associated with the Jasper Seating Com- 
pany, Jasper, Ind., for whom he is calling on dealers 
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in the states of Oregon, Washington, Wyoming, Mon- 
tana and Colorado. Mr. Davison maintains head- 
quarters in the Figueroa Hotel, Los Angeles, Calif. In 
addition to carrying the Jasper Seating line, he repre- 
sents the Jasper Office Furniture Company and the 
Fritz-Cross Company. 

A. F. Krieg, general manager of the Jasper Seating 
Company, reports that his sales organization is now 
complete, with representation in every state in the 
country. 

eee 
SAUNDERS MOVES TO NEW QUARTERS 


On March 1, W. J. Saunders & Company moved into 
new quarters at 615-17 West North Avenue, Chicago. 
The building, formerly occupied by a motion picture 
theatre, was remodeled to become a handsome and 
efficient office equipment and supply store. About 
double the amount of space is available in the new 
location, which also houses the firm’s printing depart- 
ment and affords room for an excellent display of 
office furniture and factory equipment. The building 
is practically at the corner of North and Ogden Ave- 
nues, touching on both streets, and has a private 
parking space on the Ogden side. 

The Saunders business was launched in 1936. During 
the past eight years growth has been steady. After 
five years at the original location on Clybourn Avenue, 
larger quarters were taken at 1621 North Ogden Ave- 
nue Three years of further expansion were culmi- 
nated in establishment on North Avenue, still in the 
same general business neighborhood the company has 
served since its inception. 
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DURING 1944 
WE WILL PROVIDE 
BERKSHIRE TYPEWRITER PAPERS 


in the same amount as 1943 


to our regular customers. 


This policy protects our dealers, 
requires all available supplies. 
This is why we cannot, at pres- 


ent, invite new business. 


EATON PAPER CORP., PITTSFIELD, MASS. 

















UNMOUNTED 


MOUNTED 
STENCILS 


for 
DOMESTIC & EXPORT 






MR. DISTRIBUTOR 
“The proof of the pudding is 
in the eating” and stencils are 


CLEARER 
COPY 
proven by test. 
Our stencils embody the 
most in quality and durability, 
bringing greater satisfaction, 


LONGER 
RUNS 


repeat business and increased 
profits in your duplicating 
sales department. 


Information and sample 
Promptly on request 


American Gero Propucts Corp. 


284-6 PEARL ST. NEW YORK 7, N. Y. 
PE LS TT 
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WE BUY—SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


e Commercial Stationers submit lists of items they wish 
to sell. We offer it to other dealers and pay promptly 
when sold. All merchandise property of the dealer until 
sold unless other arrangements made. 

e Our terms are net cash upon delivery of merchandise 
to your store for examination. Our close margin pro- 
hibits cash discount. All goods available for examination 
in warehouse. 

e Dealers find it advantageous to visit warehouse and 
select stocks available. 


e Sales to dealers only. 


e Let us help reduce items overstocked or build up on 
goods short. Our service is used to advantage by many 
dealers. 


LINES WANTED FOR POST WAR 


e Effective sales coverage in twenty middle west states 
for manufacturers selling office supply and office furniture 
dealers. This means Chicago warehouse facilities also. 
A real opportunity in your “post war” planning that will 
pay dividends. 


Elmer Krumwiede and Associates 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. * Chicago 6, Ill. 
Phone Monroe 8226 











GET DOWN 10 BUSINESS 














Business for all of us right now means war 
business . . . what else matters if we fail 
in that? 

GRAFFCO products, small as they are, 
play a prominent part in speeding the flow 
of men and supplies from home front to 
fighting line. 

To our customers, most of whom are en- 
gaged in this vital work of distribution, 
we pledge a continuation of our efforts to 
make and deliver the best of which we 
are capable. 

GEORGE B. GRAFF COMPANY 
64 Washburn Avenue, Cambridge, Mass. 
Makers of 
Cellugraf Signals Nu-Vise Signals 
Nu-Viz Signals Maptacks 
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72-YEAR-OLD STENO RETURNS TO GRAHAM’S 


Miss Orpha Gardner, 72-year-old stenographer who 
first entered the employ of John W. Graham & Com- 
pany, Spokane, Wash., at the age of 19, is back at the 
scene of her early business debut after a 47-year 
absence. The first girl employee at the “If It’s Made 
of Paper We Have It’ headquarters in Spokane, Miss 
Gardner recently came out of a five-year retirement 
to help alleviate the manpower shortage at Graham’s. 
And, according to the report of Warren Baldwin, man- 
ager of the book department, she’s still one of the 
best stenographers in the establishment. Only three 
of the original Graham staff, who were “on the job” 
when Miss Gardner left in 1897 to become a chief 
clerk in the office of the city clerk, remain—Robert 
Fisher, manager of the traffic department; Will Burch, 
floorwalker; and Fred Slee, wholesale office supply 
department. 

The veteran stenographer, who is an excellent busi- 
ness woman in her own right, still retains much of 
the bloom and charm of her youth. She owns a two- 
apartment building in which she lives, and also a 
home on the north side of the city which she rents. 
She may well be included with the other celebrities 
of Spokane, among them Eric Johnston, president of 
the United States Chamber of Commerce; Bing Crosby, 
of cinema and radio fame; and Miss Patrice Munsel, 
of the Metropolitan Opera. 


Stencils 


oe 
Dauplic ating 
Se § upplic s 


CATALOG 


RED FEATHER PRODUCTS LTD 





THE NEW RED FEATHER CATALOG 


(The description of this recent release appears on page 9) 
a 
FT. SMITH STATIONER DIRECTS LOCAL RED 
CROSS DRIVE FROM BEDSIDE BY ADVERTISING 


Louis Cohen, owner of the Ft. Smith Office Supply 
House, Ft. Smith, Ark., has long been an active sup- 
porter of the Red Cross and was one of its most active 
workers in the recent drive for funds in Ft. Smith and 
Sebastian County, Ark. This, despite the fact that he 
was confined to a hospital bed while recuperating from 
a major operation during the height of the campaign. 
Though incapacitated, Mr. Cohen was not inactive. To 
help push the county forward to its goal of $70,000, he 
prepared a four-column newspaper display advertise- 
ment in which he outlined the progress of the cam- 
paign as of Sunday, March 12, and listed the accom- 
plishments of the Red Cross during the past year. 

This is the type of support that will almost cer- 
tainly assure the Red Cross of ample funds for carry- 
ing on its great humanitarian work throughout 1944, 
and Mr. Cohen is to be commended for his unquench- 
able interest in seeing his area meet its quota. At last 
reports, he was said to be progressing nicely. 
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Chairs you can sell 
and dacliver NOW 


In Oak, Walnut Finish, and 
Genuine Walnut 























Plees is a group of chairs you won’t 
have to put on back order. They are 
ready for immediate delivery from 
ample stocks, and what’s more your 
customer can have his choice of fin- 
ishes. All of these chairs are available 
in oak, walnut finish, and genuine 
walnut. No priorities are required. 

The swivel chairs are available with 
Gunlocke’s Whirlaway swivel mec- 
hanism. 

The Whirlaway swivel turns on a 
large ball bearing. It is the easiest op- 
erating swivel mechanism yet de- 
signed. It swivels quietly and smoothly 
at the slightest touch. Seat height is 
readily adjustable without tools of 
any kind. 


. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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America’s Most Versatile Performer... 


oe RECORD KEEPING EQUIPMENT! 











PATENTED 











Part of Public Utility Installation. Excess 
of 100,000 cards accessible to one operator. 


Rol-Dex Has Many Sales Features! 


Rol-Dex is adaptable to any type, thickness or 
size of form, card or record . . . it permits a com- 
pany to use their present cards or forms. Rol- 
Dex is custom-built to each company’s precise 
needs . . . it has proven its ability to cut oper- 
ating costs and eliminate waste motion in rec- 
ord keeping. 

Rol-Dex keeps thousands of records at the oper- 
ators finger tips; reduces operator fatigue; 
permits the most efficient indexing known; 


allows the removal of trays. 


Rol-dex accommodates and simplifies 


the handling of: 


Stock Record Controls 
Perpetual Inventories 
Personnel Records 
Invoicing Records 
Production Records 
Cost Records 

Sales Records 
Expediting Records 


Credit Reference 
Allotment Ledgers 


Accounts Receivable Ledgers 
(Machine or Manual) 


Pay Rolls 
and Many Others 


We'll Show Dealers How To Sell Rol-Dex! 


In these United States there are many alert 
office outfitters who instantly recognize the 
sales possibilities of proven office equipment. 
We want to contact these dealers ... we want 
to tell them what some of America’s foremost 
companies think about Rol-Dex performance 

. we want to show these office dealers how 
they too can profitably sell Rol-Dex. Will you 
be one of those dealers who answers OPPOR- 
TUNITY’S KNOCK? Write or Wire for the com- 
plete story behind Rol-Dex. 


ROL-DEX COMPANY 


433 SHELBY STREET 
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DETROIT 26, MICHIGAN 
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DAVIS OPENS NEW STORE IN SAN BERNARDINO 
The W. K. Davis Company has recently moved into 
a fine new store in San Bernardino, Calif., the formal 
opening being held on February 5. 
Mr. Davis has been agent at San Bernardino for 
Underwood Elliott Fisher since March, 1940, and for a 









“RECEPTION COMMITTEE” AT THE FORMAL OPEN- 
ING OF THE NEW W. K. DAVIS CO. STORE.—Staff 
members at the opening of the new office equipment 
firm in San Bernardino on February 5 were, left to right: 
Harry Hansen, Albert Glass, Mrs. Davis, Owner W. K. 
Davis and Mrs. Barbara Holloway. The new establish- 
ment is a sales agency under the Los Angeles branch. 


year prior to that was salesman in the same area. He 
started business in very small quarters in Mercantile 
Court, San Bernardino, but his business grew rapidly. 

The new store is roomy, neatly furnished and has a 
large general office and display room with a private 
office for the executive end of the business. In addi- 
tion to UEF equipment, Mr. Davis handles other lines 





* x . = % 
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THE INVITING INTERIOR OF THE W. K. DAVIS STORE 
ON OPENING DAY.-—-Roomy and well-lighted, the 
branch maintains a completely equipped repair depart- 
ment in addition to a general office and display room. 


of merchandise including metal and wood furniture 
and the Speed-O-Print duplicator. 

Assisting Mr. Davis in the development of his grow- 
ing organization is Mrs. Davis, who always has taken 
a keen interest in this type of business. The store 
operates under the Los Angeles branch of UEF and 
maintains a finely equipped repair department. Mr. 
Davis is already laying big plans for more rapid develo- 
ment of his business after the war.—JET 

en k 
TULSA TYPEWRITER MAN ENTERS CITY POLITICS 

Fay Young, who operates the Fay Young Typewriter 
Company, 514 South Main Street, Tulsa, Okla., has 
filed as candidate on the Democratic ticket for the post 
of city finance commissioner. 

Young’s indorsers were O. L. Seale, assistant man- 
ager of the Tulsa Stationery Company, and L. S. Clark, 
trucking firm official—EVH 

—_———= > —__—_—— 


PEACHTREE STAMP SHOP OPENS IN ATLANTA 


Featuring extensive collections of U. S. and foreign 
stamps, the Peachtree Stamp Shop was recently opened 
at 224 Peachtree Arcade in Atlanta, Ga. Under 
the management of Otto C. Meyer, the shop will 
also carry Niagara and Naribo loose leaf album sec- 
tions in stock, in addition to a wide assortment of 
stamp catalogs, albums and accessories —JHR 


1944 
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: Sales-minded 
74 Carbon and 
Ribbon Dealers 
Feature 


ry SK OU. S. 


/ Products 























... and there are reasons! The highest 
quality carbon papers and inked ribbons 
are offered by U. S. at surprisingly at- 
tractive prices. In addition, the U. S. Line 
is complete, and the name itself a bond 
of reliability. 

Why not get the complete picture of 
our profitable proposition by writing to- 
day for prices and free samples. There’s 
no obligation, of course. 








AY ) 


U. 5. Typewriter 


“iit ‘Ribbon Mfg, Co. 


Filbert at Tenth St. at | dy ' Philadelphia, Pa. 


Established 1895 








Yes/ It ts the Champion!! 


Sinclair and Valentine (Lo. 








DUPLICATING 
CLIMATE-PROOF 





As with all Champions, this Duplicating Ink 
is “TOPS” in Quality and Performance 


Sinclair and Valentine Co. 


611 W. 129th Street New York 27, N. Y. 





Contact our nearest Plant for further information and prices 





Detroit 
Nashville 
Kansas City 


New Orleans 
Cleveland 
Dallas 


Dayton 
Charlotte 
Birmingham 


Philadelphia 
Chicago 
Boston 


Albany 
Baltimore 
New Haven 


Champion Duplicating Black 
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HAVE YOU TRIED 


De eis i - a 


DATED PLATENS? 


If you haven't yet— 
You are Missing a Good Bet! 


> . Din - wil 


DATED PLATENS 
ARE THE BEST 


Dealers say so—We agree. 


SHIPMAN-WARD MFG. CO. 


THE DEALER'S QUALITY SUPPLY HOUSE 
325 N. Wells St. Chicago 10, Ill. 








DUPLICATING INK 


Our 45 years’ experience in the 
manufacture of duplicating 
inks enables us to offer you the 
obeX=t-3 Mo) dole bled tHe) oh iostelede) (Resch es 
where. 

Our PREMIUM INK is a high 
grade black ink that has the 
properties of Quick Drying and 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
poebbebbeotbteeMe) Meles-1m 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
531-5. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK’ 
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INFANT OHIO INDUSTRY EXPANDING STEADILY 

A recent issue of the Logan (Ohio) Daily News car- 
ried an interesting story of just how big a part per- 
severance and ingenuity play in building a growing 
business. The tale is built around the founding and 
expansion of the International Carbon and Ribbon 
Company, owned and operated by James A. “Art” 
Green, who eight years ago was a member of the 
sales staff of a nationally-known cash register com- 
pany. 

After leaving that organization, he went into busi- 
ness for himself, working up a nice sales volume in 
office supplies in the area around Logan. Later, 
finding that ribbon and carbon paper were the heavy 




















JAMES A. GREEN 


traffic items, he concentrated on them, meanwhile con- 
tinuing to supply his customers with other office needs. 
The first effort to individualize his brand of ribbon 
and carbon was the formation of the Safetee Ribbon 
and Carbon Company. The traffic in these items in- 
creased still further with their marketing under his 
own trade name. Later the trade names of the Inter- 
national Carbon and Ribbon Company were purchased 
by Green and sales were continued under these brands. 
About eight months ago he purchased a typewriter 
ribbon inking machine and spooling reel and began 
inking, spooling and packaging his own ribbons. 

So great has been the increase in his business that 
his little factory force of two—his wife and his sister, 
Mrs. Lewis Reynolds (plus his own efforts)—are busy 
keeping abreast of the orders. Full-time sales man- 
ager for the little organization is I. “Hank” Abernathy, 
who has been representing the company in an ever- 
increasing territory for the past two years. 

One of the interesting sidelights of the story has 
been Mr. Green’s experience with packaging. Originally 
he started with merchandise packed in the pre-war 
cylindrical metal cans, later shifting to metal and 
pasteboard when restrictions on the use of metal 
for packaging went into effect. Finally, he turned 
to all-pasteboard boxes of the cylindrical type. Now 
he has shifted to a new type of package—all wood— 
which is turned out on a new machine in his plant. 
The new ribbon container is almost identical in size, 
shape and weight to the metal box formerly used. 

International products are sold for the most part 
in Ohio, Indiana, Illinois, southern Michigan and 
western Pennsylvania, with some orders trickling in 
from west of the Mississippi. One of Green’s clients 
is located in Puerto Rico. 

He now has an eye on the rich territories to the west, 
and is only awaiting the end of the present world 
conflict to invade these untapped areas. 


o—mee 
ROANOKE STORE USING BROADSIDE LETTERHEAD 
The Caldwell-Sites Company, 105 South Jefferson 
Street, Roanoke 10, Va., stationers, office outfitters and 
wholesale paper dealers in the historic Virginia city 
for nearly a half-century, believes in sparing no effort 
or expense when it comes to preparing effective pub- 
licity for the firm. 
Recently the company prepared and distributed a 
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WILL COUNT MORE THAN EVER 


in satisfying post-war 
demands for office supplies 


SPEED has served well in wartime duties . . . Additional 
thousands of executives and office workers now have first- 
hand knowledge of the superior merits of SPEED PRODUCTS 
. . . . The SPEED way will always be their choice... . 


. . . . In the post-war world —as at present — 


SPEED WILL BE THE ORDER OF THE DAY! 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD * LONG ISLAND CITY 1 * NW, Y, 
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FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 











All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 
Stools. 


FOLDING TABLES 
PROMPT SHIPMENT 


out of New York stock or direct from factory. 


Don’t turn down chair inquiries— 


State whether or not priority 
rating is available. 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 











“Perfect” ‘scr 











Drop Loaf Jypo 


STAND 







No. 450WD 


$90 
LESS 
DISCOUNT 


Made of 
SELECTED 
HARDWOOD 


Plywood Top 


and Leaves Top Size 14''x!7!/," 


Each Leaf 10''xi4" 


e Finished in Olive Green Height 26" 


. ORDER TODAY. . 


Two casters create port- 
ability and two solid 
legs prevent creeping. 





METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA, PA. 
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NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back 
to back) units that accommodate 
either 12 or 24 persons in every 
running feet. Double locker 
room capacity and save valuable 
floor space for productive use. 
Provide each employee with a 
spaced coat hanger, an individual 
ventilated hat shelf and a 12 in. 
x 12 in. lock box for lunch, 
micrometers, drawing instruments 
or personal effects. 


PETERSON Wardrobe Equipment is 
provided for factory, shop and 
office—comprises a complete line 
of single and double faced locker 
units, wardrobe racks and non- 
tipping (6 or 12 place) costumers. 
Keep wraps “in press”, dry and 
sanitary—exposed to air and light. 
No crumpled hats or soggy lunches 
in stormy weather. Prompt deliv- 
ery. 


Write for Catalog 
and Dealer Propositions 


VOGEL-PETERSON CO. 
“The Checkroom People” 


1823 N. Wolcott Ave., Chicago 22, 
U.S.A. 


No. 130 —“Sentinel” Ash Stand—Solid Walnut 


Retails 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


a ‘‘MEMORY MASTERPIECES’’ Ma 


AURORA, ILLINOIS 
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Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO, INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 











BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 





Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 





PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 





SEND FOR NEW PRICE LIST 


- 
Wegen G GEmste FOR QUALITY 


GRAND RAPIDS 6 MICHIGAN 
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EVERYONE NEEDS IT! 
EVERYONE WANTS IT! 
Correspondence, tax and 


budget record, phone num- 
bers, etc. in 


one compact $ 

file. Sells for 1 ° 9 5 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 


ence, data, miscellany everyone needs to save. Its 
self-selling features: 





e@ Alphabetical and monthly @ Durable, attractive file in 
folders, business letter- blue, French gray, brown, 
head size. ivory, green. 

e@ Extra blank folders. @ It’s a complete filing sys- 

e@ Extra blank and printed tem, suited to individual 
labels. needs! 


UNIQUE—Each folder a record system. Forms for 
addresses, telephone numbers, budget, tax, expense rec- 
ords, miscellaneous information. 


The selling is done when people see the AMFILE Vol- 
unteer. All you do is suggest an extra one as a gift 
for a friend. 





PROMPT SHIPMENT 


Order today—write for 
descriptive circular, 


Duane Bivd. 
Kankakee, III. 





AMBERG FILE & INDEX CO. 

















FOR 
IMMEDIATE 
DELIVERY 


36x48 


NATURAL 
COLOR 


4 IN A CARTON 


idl 








OFFICE SPECIALTY MPG. CO. 


70 EAST 125th ST., NEW YORK 35, N. Y. 








167 











ROBERTS 


INVESTIGATE 
ITS MERITS 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 





Your large discounts give you a 
real incentive to sell these units. 


Tue Roperts Numperinc Macuine Co. 


694-710 JAMAICA AVE. BROOKLYN, NEW YORK 
Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, IIl. 593 Market St., San Francisco 

















NON-INFLAMMABLE 








RK. It’s an amazing story 
wt. because KEMPRENE 
Ix can be used in every 
office and home where rubber 
cement was used before. Just 
think — KEMPRENE contains 
no critical materials— it is non- 
inflammable, excess removable, 
flexible, waterproof, stainless. 
Available in 4-ounce dispenser 
bottle, pint 
and gallon. 
DEALERS 
Write for 
complete 
information 


today 


FLEXIBLE 








STAINLESS WATERPROOF 


A 


s,Q o/b 
= fra 2d / = < 
ae 3 Us 
KEMPRENE PRODUCTS COMPANY 


Sales Office: 1524 Ranstead Street, Philadelphia 2, Penna. 
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four-page letter-size broadside in sepia and white, 
pointing out the many services and departments main- 
tained for the convenience of customers in the Roan- 
oke area. The first page of the broadside was devoted 
to the firm’s letterhead; the center spread contained 
three large and attractive photographs—the store’s 








TWO VIEWS OF THE CALDWELL-SITES STORE IN 
ROANOKE.—Above, the store’s extensive office furni- 


ture department. Below, the retail stationery store. 
Eoth pictures, along with one of the “Gift Corner,” 
were prominently featured in the letter-size broadside. 


office furniture department, the gift corner and the 
stationery store. Text accompanying these illustra- 
tions emphasized that more than 14,000 items are 
stocked for the convenience of the trade. 

The back page was titled “A Few Highlights” and 
stressed the fact that 25,000 square feet of storage 
and display space are occupied, in addition to storage 
facilities at 369 Salem Avenue, that the company has 
dealt with major sources of supply for more than 
40 years, and that the regular suppliers of Caldwell- 
Sites are among the nation’s most reliable concerns 
in the business. 

The circular, one of the most effective of its kind 
that has come to the attention of OFFICE APPLIANCES 
in recent months, is one that might well serve as a 
model for stores doing a similar advertising job in 
other parts of the nation. 


——7—e—____- 
MANIFOLD ACTIVITIES OF LES CROWL DRAWS 
FAVORABLE COMMENT OF TOLEDO COLUMNIST 

Various activities of Lester S. Crowl, president of The 
Blade Printing and Paper Company, Toledo, Ohio, 
were recently described by a columnist in the Toledo 
Blade, a local daily which has no connection with the 
firm, though the names are similar. The columnist 
said: 

“There is an old saying that the man who puts in 
the most overtime never gets paid for it. One Toledo 
business executive puts in a lot of overtime. He never 
is compensated in money, but he insists he is well 
repaid in terms of good will. 

This man is Lester S. Crowl, president of The Blade 
Printing and Paper Company. He has a man-sized 
job running this business, one of the oldest firms in 
town, but in addition manages to spend a number of 
days each month making sales calls. He is a salesman 
who loves to sell. That means he likes to work. 

“Besides, Mr. Crowl is president of the Advertising 
Club of Toledo, and he spends a lot of time on this 
1944 
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True yesterday... 


SPEED-O-PRINT STENCILS ARE BETTER 
True today... 



















SOVEREIGN CELLULOSE STENCILS Remarkable body 
strength and uniform, flawless coating withstand long, 
exacting runs. Users report regularly getting thous- 
ands of clear, neat copies from each stencil, on 
either typewriter or stylus work. Available in 
sizes to fit all makes of rotary duplicators. 
Top-imprinted with a typewriter scale to 
facilitate accurate spacing and alignment. 

Legal s82€@ . 06a $3.15 guire 

Letter sizé ...... 


Keep on 
Backing the Attack 
* with War Bonds 


typewriter scale. 


SOVEREIGN INK Uniform in quality, free-flowing, 
quick-drying, assuring the maximum number of copies 
per inking. Usable with all types of duplicators and 
stencils. Toned to a soft, eye-pleasing grayish-black. 
Contains no injurious oils or chemicals ... . Carefully 
compounded to prevent caking or drying . . . Leaves no 
oily outline . . . Will not swell platen . . . Minimizes 
offsetting and rubbing and lint-attraction. 


Grade-A Black, 2 and 1 |b. units, $2.00 per Ib. 


THRIFT-QUALITY INK Meets widespread demand 
for a dependable duplicating ink at an economy price. 
ts unusually high quality guarantees a performance 
as satisfactory as its price. Usable with all types of 
-duplicators and stencils. Free-flowing and quick-drying. 


Black, 1 Ib. units only, $1.00 per Ib. 
SPEED-0-PRINT CORPORATION © Chicago, Illinois 


Write for Dealer’s Catalog 


Satisfactory results at an econ- 
omy price. Strong, durable 
Thrift-Quality stencils please 
thrift-minded buyers. Usable on all 
makes of rotary duplicators. Each 
stencil mounted on an oiled backing 
sheet and top-imprinted with complete 


















THRIFT-QUALITY STENCILS 


beens $2.50 quire 
eee $2.25 quire 

















Speed-O-Print has the most complete line of 
duplicating supplies in the world. Each 


attractively designed product is fully guaranteed 
as to workmanship, materials and performance. 


The packaging of Speed-O-Print products is un- 
surpassed with regard to appearance and prac- 
ticality. Each eye-pleasing package not only 
contains complete instructions for the use of the 
item therein, but its contents are clearly identified 
on the outside. 


Unimpaired facilities and resources at our large, 
modern plant continue to assure you of a 
dependable source of duplicating supplies and 
prompt service, 





TRACING SCOPES + MIMEO BOND + STENCILS + INKS, BLACK 
AND COLORS + HAND CLEANSING CREAM + LETTERING GUIDES 
TRANSPARENT PLASTIC SHADING PLATES + STYLI + INK BRUSHES 
WIRE SHADING SCREENS - ART BOOKS + CELLULOID WRITING PLATES 
TYPE CLEANING BRUSHES + STENCIL BOOK FILES + FILING FOLDERS 
STENCIL CLEANING BLOTTERS + STENCIL CLEANING FLUID 
CORRECTION FLUID » CYLINDER COVERS + SILK SHEETS + INK PADS 
NO-DRIP INK CAPS + STENCIL CEMENT + TRIANGLES + RULERS 
TYPE AND PLATEN CLEANING FLUID + CARBON CUSHION SHEETS 
CELLOPHANE » POWDERED SOAPSTONE + STYLI AND LETTERING 
GUIDE HOLDERS 


SPEED-0-PRINT CORPORATION 
161 E. Grand Ave., Chicago, Ill. 





Re Re Sy > Ss OO me 








\CK 

DES 

HES 

TES 
ERS 
UID 
ADS 
ERS 
ETS 
ING 





activity. He is an accomplished public speaker. This 
gift is what created no end of overtime jobs for this 
very busy man. He is an active worker in the Chamber 
of Commerce and he is a trustee of Wittenberg College. 
He insists that plenty of work and long hours keeps a 
man in trim.” 

The columnist did not mention Mr. Crowl’s other 
activity—an an officer of the National Stationers 
Association.—AK. 

—_—— Po 
RED FEATHER SHOWS CONFIDENTIAL ARMY 
MOVIE TO WAR VETS AND WORKING 
MOTHERS ON FORCE 


The employees of Red Feather Products, Ltd., Red- 
wood City, Calif., were guests of the company at a 
private showing of a United States War Department 
Report picture shown on Monday, March 6. Of a 
confidential nature, the film gave the workers a 
strong conception of the war production capacities 
of the Axis, a revelation that will remove any pre- 





A STEP IN THE MANUFACTURE OF RED FEATHER 
DUPLICATING SUPPLIES FOR THE ARMED FORCES.— 
Preceding a showing of a U. S. War Department pic- 
ture was this tour of the Red Feather plant at Redwood 
City, Calif., for Mayor F. D. Granger of Redwood City 
and Doyle Dunaway of the Army Air Forces. Left to 
right, H. M. Carscallen, president of Red Feather Prod- 
ucts, Ltd.; Mrs. Margaret Powley, who maintains a 
home for two young sons while her husband is in the 
Navy: Mrs. Tillie Earnest, mother of two sons in the 
armed forces; Doyle Dunaway, A.A.F.; and Mayor 
F. D. Granger. 


conceived impression that victory over the enemy 
will be a simple triumph. 

The picture would have been an interesting one for 
any group of employees—it was doubly so for Red 
Feather workers. For the personnel of the Red 
Feather plant is comprised largely of women work- 
ers whose husbands or sons are serving in the armed 
forces; another large segment of the employees are 
veterans of World War It, representing the Army 
Air Forces, the Navy and the Seabees. Since Red 
Feather duplicating supplies are used for map mak- 
ing, news, and other communication purposes, these 
men and women are highly interested in doing their 
utmost to produce the best for the American boys 
throughout the entire Pacific area of warfare. 

H. M. Carscallen, president of Red Feather Products 
Limited, said: “We are more than satisfied with the 
excellent job that these young war veterans are doing. 
They know what war production really means to the 
men in the armed services. We shall continue to hire 
these veterans whenever possible in order to help 
them get started in civilian life again. We are very 
proud of these boys.” 

Mayor F. D. Granger of Redwood City congratu- 
lated President Carscallen on the outstanding job 
his organization is doing in war production. 
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ST. JOHNS TABLES 


* For Seventy-Six years, the ST. JOHNS 
TABLE CO. have been leaders in the 
manufacture of quality furniture and you 
can continue to depend on our standards 
of construction and finish in spite of our 


wartime restrictions. 


KEEP BUYING WAR BONDS 






No. 28 Table Description: 


= we Selected Northern Oak in Office 
Golden or School Brown finish. 
Plank edge top 1!" thick with 
extra frame underneath to pre- 
vent warping. Legs are 234", 6- 
foot length has 31/4" legs. Draw- 
ers are dovetailed front and back Sizes: 
with framed-in 3-ply bottoms. 5 30 x 48 inches 
and 6 foot sizes have two 92 = 60 indies 


d 5 
rawers 34 x 72 inches 










St. Johns Table Company 


Cadillac, Michigan 
Seventy-six Years of Leadership—Established 1868 


Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 
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FILE SIGNALS 


“Ammunition” is anything that hastens Victory. Time 


saved in clerical work is high-power ammunition. Impor- 
tant time savings can be made by using Cook’s Steel 
File Signals on cards and ledger sheets to segregate 
groups of facts for quick reference. In 12 non-chip colors 
for all filing systems. Card of samples on request. 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 














Cram’s Global War Atlas 
Display Them — You'll Sell Them 


A Leader in the Low-Price, 
Profit-Making Field 











12 x15 inch De Luxe Maps in color cover 
the World. Comprehensive Index embraces 
over 300 countries, islands, and many 
| practically unknown places. Index gives 
| page reference for quick location of all 
i battle fronts. Printed on fine super. Easy- 
to-read type. 32 pages. Board covers. 
Order direct from ad or send for $100 





Bulletin G.A. 4. List price only 


MAPS of the BIBLE LANDS 


NOW SOLD THROUGH 


Cram DEALERS 


A big opportunity for dealers to cash in on 
a Specialty that has unlimited opportunities —, 
with no competition. The book is carefully Rea 
edited—a complete reference for Bible § 
Classes, Sunday Schools, Religious Bodies 
and for the general public who wish to fol- 
low the bible story with its geography. 

Beautifully printed in 4 colors. 814 x11 
inches. Contains over 20 Maps. Index to 
over 400 Places in Bible History. Shows the §& 
Birthplace of Civilization Down to the & 
Present Day. 

Special Feature is ‘‘The Life and Journeys 
of Christ,’”’ told in 8 Separate Maps. 
oe Le Es ls , 50 SS 














Order Direct from this adv. or Ask 
for Bulletin B.L. 4. 


THE GEORGE F. CRAM COMPANY, 


Maps, Atlases, Globes since 1867. 730 E. Washington St., Indianapolis 7, Ind. 


INC. 












DARNELL 
CASTERS 


Built-in quality assures a 
long life of efficient Ser- 
vice—it pays to Demand 
Darnell Dependability. 


DARNELL CORP., LTD., 


CALIF. 
NEW YORK 


LONG BEACH, 


36 N. CLINTON, CHICAGO e¢ 60 WALKER ST., 
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CHINA UNDER JAPANESE CONTROL 
(Continued from page 22) 

not last forever and new employment was almost im- 
possible to obtain. To deliberately tear down and break 
up a fine business, as we were compelled to do, is the 
most heartbreaking experience I have ever suffered. 
I hope I never have to repeat it. It is, in reality, 
quite as upsetting as destroying one’s pets, which most 
of us did. 

On February 1, 1943, I was interned. I was allowed 
seven days grace to prepare for this much dreaded 


| misfortune. It was the one restriction we all greatly 


feared, for we knew what it presaged. 

So, on the morning of the appointed day, about 
600 British and American males were gathered to- 
gether for distribution to what became known as the 
Pootung “Interment” Camp. Altogether about 1100, 
including a few Netherlanders, were incarcerated in 
this camp, situated near to Shanghai on the eastern 


| side of the river. We were housed in an old condemned 
| tobacco factory or warehouse, sleeping almost bed 
| to bed, and with a minimum of all kinds of con- 


| was one of our most serious deprivations. 


veniences, such as toilets, showers, cooking facilities, 
and so forth. 

Of medical supplies we had none for months, which 
Equally 
serious, we were not allowed, even at our own expense, 


| to send anyone, not even the dying, to outside hospi- 


| tals. After a few deaths, this ruling was rescinded, 
| probably because the Japanese authorities grew afraid 


of the repercussions sure to arise eventually from such 
inhumane treatment. The very sick were allowed hos- 


| pitalization in Shanghai at our expense. 


Lack of Good Food Greatest Hardship 
Unquestionably our most serious deprivation was an 


| adequacy of essential foodstuffs of a reasonable qual- 


ity. The first months were particularly bad. Apart 
from a small loaf of so-called bread, certainly not 
made from wheat flour, and a queer kind of tea that 
adversely affected the kidneys, we were provided with 
only two meals per day. Each meal comprised a cup 
full of unpalatable rice sweepings, a small quantity 
of green stuff and possibly a square inch of tough, 
scarcely-edible buffalo meat, occasionally varied by a 
small quantity of bony fish. Frequently the meat, 
fish, and vegetables were bad. Much had to be thrown 
away. This meant a serious reduction in the quantity 
of our food, for we were fed according to Geneva 
Standard minimums based on calorific value. 

Happily, after three months, we were allowed to 
receive small parcels of food stuffs which could be 
sent in by those fortunate in having friends outside. 
These, together with limited canteen supplies pur- 
chasable from the Japanese with our Government 
allowances, enabled us to carry on moderately well 
as to bulk but not as to balanced diet. Certain defi- 
ciencies soon began to make themselves apparent, 
resulting in beri-beri, bowel disorders, partial loss of 
hearing and sight, skin troubles and several diseases 
resulting from calcium deficiencies. 

Ingenuity in stretching” foodstuffs helped a great 
deal. It is surprising how much larger a tin of salmon 
appears to be after ten or fifteen minutes of vigorous 
beating. 

Then came happy days when we knew evacuation 
was pending. Our joy was tempered by sorrow at the 
thought that all could not go. Then followed days of 
suspense, filled with alternating hope of being selected 
and fear of not being one of the lucky ones. 

Finally, in September, 1943, 1500 all told were 
evacuated from the Far East on the “Teia Maru.” I 
left Shanghai on September 19. It was not until 
December 1, 72 days later, that I arrived in New York. 
We were about 30 days on the Japanese boat, which 
was the French mail steamer “Aramis” before the 
war, and about 42 days on the “Gripsholm”’. We 
changed over at Goa in Portuguese India, after a 
monotonous, uneventful and unpleasant trip. That 
1944 
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VICTORY WILL LOOSE A FLOOD ()K ORDERS 


J. 6 ee ~~ FOR STEEL AGE OFFICE FURNITURE 


Wehave openings for dealers to share 


these post-war sales opportunities 


Aways a top quality line before the war, STEEL AGE Office Furniture 
has been a profitable line, constantly in great demand. 

Today, we are planning to meet the pent up demand for STEEL AGE 
products that peace will release. Those plans include the finest STEEL 
AGE Office Furniture we have ever built — newly styled with war-born 
improvements to better its beauty, quality and utility. 

To broaden our distribution facilities, we are looking for additional outlets. 
The right dealers will be offered an exclusive franchise in their communities, 
the backing of sound advertising and merchandising plans, the assurance of 
a line of STEEL AGE Office Furniture that will receive a warm reception. 


Take advantage of this opportunity by writing for full details — now! 


| Poe \CORRY - JAMESTOWN 


| MANUFACTURING CORPORATION x CORRY, PENNA. 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 











carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. CARBON ROLLS: Tailor’s Marking. 
Photo Offset, Billing Rolls for Elliott Fisher Machines, Bill- 
ing Rolls for Burroughs Posting Machines, Register Rolls, 
Tally Rolls, Teletype Carbonized Rolls, Rolls for Elliott- 
Addressing Machines, Special Rolls. INKED RIBBONS: 
Stormtex, Cameo, American Reliance, Ribbons for Addresso- 
graph Multigraph, Speedaumat, etc. 

















| AN INSTANT SUCCESS 
Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE e BROOKLYN 16, N. Y. 








PRE-WAR BINDERS NOW AVAILABLE 


The limitations applying to construction and styles of binders, heretofore in effect 
have now been rescinded. Loose Leaf Manufacturers are now free to offer the pre-war 
styles. (Use of Brass and Aluminum still prohibited.) Orders for the following popular 
items may now be booked: 

POST BINDERS WITH METAL HINGES 

VISIBLE RECORD BOOKS 

METAL BACK PRONG BINDERS 

COMPRESSION BACK LEDGERS 

CATALOG COVERS 


RING BOOKS WITH BOOSTERS 


We are now replenishing our stock of the above—a complete range of sizes will be 


available shortly. Some are ready for immediate shipment. Inquiries invited. 


THE C. E. SHEPPARD CO. 


4407—2Ist ST., LONG ISLAND CITY, N. Y. 


RESTRICTIONS REMOVED! 
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“All civilian production is being deferred until after the success 
of the European Invasion is assured,” reads a recent commun- 
ication received by us from the War Production Board in re- 
sponse to our inquiry for facts. 


Meanwhile we will continue to assist our dealers by supplying WOOD 
UPRIGHTS built by experienced craftsmen for to-day’s and tomorrow’s 
tasks. 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK STS. PHILADELPHIA 11, PA. 
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The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 


production. Price U. S. A. $10.85. A few exclusive terri- 
tories still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


RITE-LINE 


Reg. U. S. Pat. OA. 


COPYHOLDER 








We Will Pay 


Yomart $100 


Jor an acceptable idea fora 


NEW PRODINT 


The manufacturing resources of PRESTO Products 
are now helping to shorten the war. When Victory 
comes, PRESTO Products will be back with the latest 
improvements for postwar Stationery Store Markets. 
We are planning new products for postwar selling 
to increase Stationery and Office Supply store sales 
and help to extend further the popularity of the 
famous PRESTO Stapler and other PRESTO 
Products. 

We prefer products that can be made of metal or 
plastic. Products must have universal consumer 
appeal and sell under $10.00. IF YOU have an idea 
for such a new product, or an improved feature for 
an old product, write describing the service it is 
designed to give. 

BUY MORE WAR BONDS AND HELP SHORTEN THE WAR 


METAL SPECIALTIES MFG. CO. 


3200-08 CARROLL AVE. 
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part of our passage was in some respects our worst 
experience with the Japanese. It is true to say that 
it could scarcely have been more unpleasant unless 
we had been subjected to physical punishment. The 
ship was filthy, shockingly overcrowded and a veritable 
fire trap. We slept like cattle between decks in tropic 
temperatures. We crossed the equator twice before 
reaching Goa and four times altogether. The food 
was unsatisfactory and insufficient. Lack of water 
caused continuous and extreme thirst. 

If these conditions had been unavoidable, none would 
have resented them. But all were obviously prevent- 
able. We would be suffering from thirst when at the 
jetty side taking on water. We would be deprived of 
food when fresh vegetables were being thrown over- 
board daily by the case, because they were going bad. 


Japanese Standards 


Notwithstanding my experiences, I feel I must say a 
word or two in explanation of the manner of our 
treatment by the Japanese. By no standard of ours 
could it be called good or even civilized. On the other 
hand, allowances must be made for their viewpoint. 
Standards of comparison are necessarily relative, and 
judged by their standards we were comparatively well 
treated. Also, much depends on the individual. Not 
all Japanese are cruel and brutal; neither are all 
civilized according to our concepts of that word. 
After 22 years in the Far East I am compelled to con- 
clude that only those Orientals who have lived for 
years in the Occident can be considered civilized, 
according to our interpretation of the word. Com- 
parisons are nearly always odious, and it is often 
difficult if not futile to attempt to account for the 


| differences of life and conduct as between nations. 


What is acceptable to one is not acceptable to another. 

A Japanese is cruel to dumb animals, but kinder 
than we are to children. How can one explain it? 
The Chinese, for instance, are also cruel to dumb 
animals, but are superior to us in that they abhor 
physical violence and brutal physical activity, which 
explains why they do not indulge in certain of our 
sports. This is why they allude to us as “barbarians.” 
According to their standards we are violent, rough, 
uncouth and unclean. I can appreciate their view- 
point, but it is not easy to reconcile with ours. The 
difference is mostly in the viewpoint, just as, speaking 
generally, there is a great difference in the ethics of 
business as between British-American standards and 
certain Continental standards. 

To amplify my thoughts and feelings on such ethical 
issues is not part of this narrative, but I do wish to 
leave with you the thought that just as all that glit- 
ters is not gold, so all that may appear bad and 
odious has its brighter and better side. Japanese 
standards of life and conduct are so far apart from 
ours that it is not possible to make a fair comparison. 
Their ideals are different. They are uncivilized to us 
and we are decadent to them. Why? Merely because 
our standards of living are luxurious and our instincts 
more refined. They will remain a primitive and un- 
civilized people until they have had the. opportunity, 
which we must present to them, of living, feeling, 
thinking, and judging by our standards. Then their 
viewpoint must indubitably change, for it is undeniable 
that our mode of life, admitting its imperfections, 
still remains, ethically and economically at least, the 


| highest yet evolved by man since life began. 


It would be atavistic on my part to attempt to 


| engender greater hatred than now exists between the 


English-speaking democracies and Japan by describing 
the atrocities I have seen and the unnecessary hard- 
ships I myself have endured. The great bulk of the men 
and women of any nation are instinctively and actu- 
ally fine people. Delusively, it is the conduct, or the 
theorems, of a relatively privileged few who blight a 
nation in the eyes of the world and warp it nationally. 
While it is not representative it is damning, and that 
is the situation of Japan today. There are black sheep 
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No. 1452D: Ten inch Celluloid Face 
bevel edge slide rule. Inches and Metric 
rules on bevel edges. List Price $3.50 
No. 1446D: Ten inch Painted Face verti- 
cal edge slide rule. Inches and Metric rules 
on vertical edges. List Price................ $1.50 


No. 1444D: Five inch Celluloid Face 


Pocket slide rule with convenient additional 
$2 95 





reference’ charts. List Price....................$2.25 
Prices subject to dealer’s discount. 


Note: These ‘‘emergency” slide rules have 
Scales A. B, Cl, C, D and K on front. On 
reverse: Scales S, L and 
T. Leatherette cases and 
instruction manuals in- 


cluded. 
Tan 











FOR IMMEDIATE DELIVERY PHONE OR 
WRITE YOUR NEAREST POST DEALER 


xk *« * 
Step up production with 
the complete POST line. 


@ Blue Print Papers @ Drafting 
& Cloths Machines 


@ Positive Print @ Scales—fiat & 
Papers triangular 
Dry Developed 
Moist Developed @ Drawing Boards 


@ Negative Paper @ Drafting Tables 


@ Tracing Papers & @ Pencils—Erasers 
Cloths 
@ Profile & Cross 


@ Drawing Papers Section Papers & 


Cloths 
@ Sensitized Trac- 
ing Cloths @ Federal Aid 
Sheets 


@ T-squares 

@ Field Books 
@ Straight Edges 

@ Level Rods 
@ Triangles 

@ Range Poles 
@ Curves 

e@ Tapes— 
@ Drawing Inks Measuring 
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PLIERS IO PETES 


BOLENS CHAIR IRONS 


Your great Sales Feature in 
Post-War Office Chairs 




















Chances are 10-to-1 you're sitting right now in a chair equipped 
with a BOLENS CHAIR IRON. For most of the leading chair manu- 
facturers have equipped their office chairs with Bolens Chair Action 
in the past . . . basing their choice on Bolens’ long-established 
reputation for dependability, quiet operation, durable construction 
and modern posture-fitting design. 

After the war these manufacturers will have even more appeal- 
ing sales features to offer you on new chairs. Bolens will have 
ready for them a new idea in ORTHOPEDICALLY CORRECT Chair 
Irons which will make office seating a powerful force in improving 
working efficiency, health and comfort of employees. 

Watch for great new improvements on your post-war chairs. Be 
sure they use BOLENS ORTHOPEDIC CHAIR IRONS — for easier 
selling and greater customer satisfaction. 


Dependable Chair Irons for all Office Seating 
“ORTHOPEDICALLY CORRECT” 






@ Remember © 
BOLENS 
SYNCRO-TILT 








ONS BOLENS PRODUCTS COMPANY 
CHAIR IR 216 Park Street 
Port Washington -:- Wisconsin 


Mlutomatic PENCIL SHARPENERS 


Now doing Precision Work for U.S. A. 
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in every fold. Japan, much to my personal sorrow, for 
I have long admired many of her enviable qualities, 
has proven herself to possess far more than are good 
for her national welfare. 

Consequently she should be compelled to suffer the 
disgrace and degradation of total crushing defeat, 
for it is the only language her present condition of 
sentiency understands. More so than with Germany 
she must be thoroughly humiliated on the field of 
battle. I cannot stress this too much. Before her 
present cancerous nationalism can be corrected, the 
suppurating malignant growth of militarism must be 
cut out, drastic and revolutionary though this treat- 
ment may perforce prove to be. As with a serious 
major operation, there can be no compromise, for the 
issue is one of life or death, and Japan must be saved 
to play her part in world destiny. Her intense fanatic- 
ism, nurtured by Japanese leaders for the purpcse of 
achieving world domination (and it is nothing less 
than that) must irremediably and for all time be 
revoked. 

In thinking of the trials and tribulations of man- 
kind, I am often reminded of some beautiful lines 
of the understanding Burns: 

Then gently scan your brother man, 

Still gentler sister woman, 

Though they may gang a little wrang, 
To step aside is human. 

One point must still be greatly dark, 

The moving why they do it, 

And just as lamely can ye mark, 

How far perhaps they rue it. 

I believe that this is a fitting note on which to con- 
clude this article. Surely, in the name of common 
humanity we should all most earnestly strive to sub- 
jugate our passions and prejudices towards a finer and 


clearer conception of compassionate humanity. Even | 


if we suffer individually and perhaps nationally by so 
doing, surely the price paid is worthwhile and far less 
than it must otherwise be. 

- ——— 2 — 


METROPOLITAN ISSUES POST-WAR PLAN FOLDER | 


The simple A B C’s—the basic steps involved in the 


development of a practical post-war planning program | 


are summarized in a six-page folder, “Some A B C’s 
of Post-war Planning,” prepared by the Policyholders 


Service Bureau of the Metropolitan Life Insurance | 


Company. This study, intended as an outline of prin- 


ciples on which to base a post-war planning program, | 
briefly discusses the following steps: (a) Establish | 
the Objective, (b) Assign the Responsibility, (c) De- | 


fine the Scope, (d) Develop the Facts, (e) Set Up a 


Timetable, (f) Prepare a Formal Plan, (g) Implement | 


the Plan, and (h) Get Started. 


A more comprehensive treatise on this subject is | 
contained in the report, “Planning for Post-war Opera- | 
tions,” also issued by the Metropolitan. This survey is | 


concerned with practical methods of organizing and 
conducting post-war activities. 

The two fundamental objectives of the post-war 
plans of the companies included in the larger study 
were found to be: (a) to permit profitable operation 
of the business undertaking under post-war conditions 
and (b) to promote maximum employment. 


According to the survey, when the general scope of | 
the planning activities has been defined and the | 
specific problems identified, consideration must be | 


given to the organization aspects of post-war plan- 
ning. Three general plans of organization—the com- 
mittee plan, the individual assignment plan and the 
decentralized plan—were reported. Some of the advan- 
tages of each of these plans and a number of the 
factors to be considered in selecting a plan are re- 
viewed. 

Copies of either or both of these publications are 
available to executives writing the Policyholders Serv- 
ice Bureau, Metropolitan Life Insurance Company, 
One Madison Avenue, New York 10, N. Y. 


OFFICE APPLIANCES, April, 1944 


Been getting complaints 
about carbon paper? Give 
a that particular, “fussy” cus- 
Complaints tomer a sheet of Nev-R-Kurl 

to test in his own office. Then 
you'll get calls—but they'll be 
repeat orders instead of com- 


Banishes 


plaints. 


NEV-RoKURL ; 
CARBON PAPER Z 


% WILL NOT CURL, tree, wrinkle 
or smudge. 


% LASTS LONGER. more copies per 
sheet. 


% UNIVERSAL, same sheet works 
on all typewriters, billing. book- 
keeping machines. 


Phill 
fr ‘Eibcess Co. Inc. 


i Bw MILL STREE T- 
RG@GAHWESTER., Ney 


L.A.PHILLIPS 
President 











An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. . not only to serve the war winners of today, but as well, 
the peace makers of tomorrow. 


Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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To Be Announced Soon... 
A NEW PATENTED 
PREMIER TRIMMING BOARD 


with several important new, exclusive features! 






Protected by 
U. S. Patent 


Premier Scores Again . . . Watch for an early an- 
nouncement and delivery date on the new Premier 
Trimming Board. We think this product will justify 
our claim to leadership in the trimming board field. 
In the meantime let us serve you with our present 
line of Premier Boards. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


1323 S Michigan Ave. CHICAGO, ILL. 
Representatives 
Fred Deutsch. 3525 Southwestern NN. LL. & K. W. Zeagier, 1709 W. 
Bivd.. Dallas, Texas—Texas and Okla. Eiahth St., Los Angeles, Cal. 
Mitton Stone, 30 Church St., New R. E. Horter. ind.. Tll.. Mich., Ohio, 
York City. covering New York. 2523 W. 109th PI.. Chicago, Ill. 
28 Locust Ave., 


Harry Henkel, 6200 Castile Dr., S. Lichtenstein, 12 
Oakland. Cal. Philadelphia, Pa. 
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WARSHAW cinos 








MILLIONS SOLD YEARLY! 


Dealers can safely recommend 
WARSHAW INDEX CARDS 
because they are today's best 
value. Of good stock, they pre- 


8 sent a perfect record keeping 
surface. Crisp and clean, with 

ee no fuzzy edges, uniform margins 
INDEX CARDS and rules, made on fully auto- 


GUMMED INDEX TABS = matic machinery, they sell fast 
MENDING TAPE 
PROTEX STICKONS and at a good profit. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N.Y. 


| 





Air Mail is the thing today .\, 
and Sky-Rite Stationery’'s 
lightness makes it economical. 
Brilliant White, crackly—use 
it for Peace and War- mail 

Sold at oll Better Stores 
Dealers—write for Catalog 

Distributors Coast to Coast 
AGENCY PAPER CO. 
~ New York 13, N. Y. 
PD ractores 
ew Yor 

— Chicago 





NEW YORK 
lel idle 4 


74 Varick St. >. 4 


Phone 


WA 5-1671 
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MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 
‘a = 
BCD, 
‘ ~74 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 
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The quality line with consumer appeal 


and substantial profit for the dealer 


@ DRAFTING KITS DRAFTING TABLES 
@ PROTRACTORS STRAIGHT EDGES 
@ TRACING PAPERS SANDPAPER PENCIL POINTERS 


@ LETTERING GUIDES INK-OUT 

@ ERASING SHIELDS ADHESIVES 

@ T-SQUARES TYPEWRITER CLEANERS 
@ TRIANGLES TYPEWRITER OIL 


@ TYPEWRITER KITS 


Prices and delivery dates on the above items 
will be gladly given upon request. 
WRITE FOR NEW CATALOG 


CARDINELL CORPORATION 


MONTCLAIR NEW JERSEY, U. S. A. 
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BEFORE 


REVIVO 


BURNS MFG. CO. . 








(Unretouched Photo) 


THE FOUNTAIN OF YOUTH FOR RUBBER PLATENS 


Quickly renews all rubber platens. Restores resilience, removes pits and indentations, 
softens surface. Platens are easily treated with Revivo by any typist to look and 
operate like new. Revivo also cleans type and renovates erasers. It is harmless to 
fingernails and clothing. Packed complete with all accessories for doing the entire 
job, in 50c and $1 sizes. 

DEALERS Order a dozen of each for initial sales to important users. We'll send 
you full particulars and prepare you for big business with this valuable and profitable 


1517 Central Ave. . 


AFTER 


FAR ROCKAWAY, N. Y. 








KEEP 


fr1No 


WORKING FOR 
MORE OUTPUT 
PER TYPIST 





Busy with War work, we still 
supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 
DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 


When You're Asked 
for ,@» FACTS 














CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten." A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 


























HEADQUARTERS 
for fine leather 


UPHOLSTERY 


EHRLICH UPHOLSTERY WORKS 
520 West 42nd St. ry New York, N. Y. 
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A NEW (@€Gevonsra) QUALITY PRODUCT 


Vee Smart: 
Win ty 
FILE STENCILS 


















Be sure to look in- 
to this systematic 
and protective fil- 
tig method ; sures 
utmost safety for 


stencils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times 


Send today for 
descriptive folder. 


Technygraph C. 


TECHNY, ILLINOIS 
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ae HONOR ROLLS 


Individual letter or 
embossed name strip 
style. For large or 


small capacities. 


Send for 
illustrated folder. 


ACME 


37 E. 12th St., New York 








Something to Remember 


When Quality is a Factor 
Dealers Sell 


BOYCO FILING EQUIPMENT 


Manufactured by 


BOYNTON & COMPANY 


1725-45 N. Bosworth Ave., Chicago 22, IIlinois 


Creators of High Grade Wood Products for Over Sixty Years 














NEATYPE 


TYPEWRITER 
TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 
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DAYTON STENCIL 
WORKS CO. *cric"™ 


GRIPTITE | \ 
BANDS . y 


The Permanent Successor ‘ 


to Rubber Bands 


GRIPTITE Bands are a definite need in 
every office. 

They are easily applied; quickly removed 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 





They are manufactured in 14 lengths— 
6"" to 54" long. 
They can be used over and over again. 


ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER. N. Y. 


Order from your Stationer or 
write direct for sample 
and prices 
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Vis Name his Pachage 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 











MAGIC FLOW 


An Excellent 
Duplicating Ink 













Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 


















Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 
3633 S. Racine Ave. Chicago, U. S. A. 
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Speed Key Mfg. Co. 


GET INFORMATION NOW 


MASTER SPEED KEYS 
NON-RUBBER : : : 


Enormous pent-up demand is growing daily. Reconversion to civilian goods manu- 
facture opens the way for the gradual lifting of former restrictions on size of or- 
ders. More Master Speed Keys—the non-rubber, Spring Cushion, typewriter keys 
—should be available in the near future. Now is the time to act—add this fine 
selling product to your line. Get your name on record as a prospective Master 
Speed Key distributor to the offices in your territery. 


333 Columbus Place 


SPRING CUSHION 


Brooklyn 33, N. Y. 








ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 











Manufactured by 


I. D. COTTERMAN 


4535 N. Ravenswood Ave. 





CHICAGO 








SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genulne Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 


Commonwealth Publishing Company 
508 South Dearborn St. © Chicago 5, Ill. 


Have You 


a Friend—o. business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 
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Pp er products: 


“Wireless” Non-Skid Easel stenographic Note 
Books—‘“‘Dictatype’”’ Boxed Typewriter Papers 
—Manifold Papers and second sheets—‘“‘Spot- 
seald” Adding Machine and Teletype Rolls— 
Scratch Pads—Clip Boards, etc., etc. 


Paper Specialists to the Stationer 


ROCKWELL-BARNES COMPANY 


35 East Wacker Drive, Chicago 1, Illinois 




















* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


* THE HANGER WITH THE TWIST 


Well-known since 1900 for every 
pin-up or hang-up need. Two top 
quality products that bring repeat 
sales and satisfied customers. 


MOORE PUSH-PIN COMPANY: Since 1900 / 
113-25 Berkley Street, Phila. 44, Pa. 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 











Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 





183 













at good is a*10.00 raise 
... If it then costs you *12.00 more to live? 


URE WE ALL want a raise . . . but 
S raises today are bad medicine. Bad 
medicine for you. Bad medicine for every- 
body else. And here’s why... 

Suppose you do get a raise... anda 
lot of others get one, too. What happens? 
The cost of manufacturing goes up. Nat- 
urally your boss has to add this increase 
in cost to the price he asks the retailer. 
And the retailer, in turn, raises his price 
to the consumer... that’s YOU. 

Multiply these hundreds of items that 
everybody has to pay more for by the 
thousands of other workers who want 
raises .. . and by the thousands of busi- 
ness men and farmers who want more 
money for their products... result... 
you and all the others need another raise 
to make ends meet. 

And so it goes . . . wages and prices 
chase each other up and up... until 
prices get so high that your dollar isn’t 
worth a dollar any more. 


So what good 1s a raise if your living 


costs go up even faster? And there’s so 
little you can buy today anyway... 
with most factories in war production. 


Of course it’s hard to give up the lux- 
uries of life... and even harder to give 
up some of the necessities. But this 1s 
War! And when you think of the sacri- 
fices our fighting men are making... 
many of them giving up their lives for us 
. .. no sacrifice we can make should be 
too great. 


So if you want to be able to enjoy the 
good things of life in the peaceful days to 
come ... if you want to speed victory 
and thus save the lives of thousands of 
fighting men .. . start doing these seven 
things now... 


1. Buy only what you need. Take care 
of what you have. Avoid waste. 


2. Don’t try to profit from the war. 
Don’t ask more than you absolutely must 
for what you have to sell . . . whether it’s 
goods or your own /abor you're selling. 


3. Pay no more than ceiling prices. Buy 
rationed goods only by exchanging stamps. 
Otherwise, you’re helping the black-mar- 
ket criminals, hurting yourself and all 
other good Americans. 


4. Pay taxes willingly. They’re the 
cheapest way of paying for the war. 


5. Pay off your old debts—all of them. 
Don’t make new ones. 


6. If you haven't a savings account, 
start one. If you have an account, put 
money in it—regularly. Put money in life 
insurance, too. 


7. Buy and hoid War Bonds. Don’t stop 
at 10%. Remember—Hitler stops at 
nothing! 


HELP 


Use it up... Wear it out. us 


Make it do...Or do without. KEEP 


A United States War message prepared by the War Advertising Council; approved by the Office of War Information; and contributed by the 
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Magazine Publishers of America 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 




















To F. W. BRIDGES LTD. 
Proprietors THE BRITISH STATIONERY EXPORTER, 
34, Bridge Street, HEREFORD, ENGLAND 


the BRITISH STATIONERY EXPORTER. 


I ac vcnsanel idea taentencademmmeteres 


Date ..... 





(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 


a a ae a eee 
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HONOR ROLL 
x PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a _ bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field. 
And we give you every co-operation 
on orders of all types. 


Send for illustrated literature. 


UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 


FOR SALE 


DUPLICATING STENCILS 











(Unmounted) 


WE SPECIALIZE IN THE MANUFACTURE 
OF UNMOUNTED STENCILS. 


SAMPLES AND PRICES ON REQUEST. 


NATIONAL SPECIALTIES CO. 


INGLESIDE, ILLINOIS 











KEEP EM TYPING 


The War Production Board has greatly restricted the sale of typewriters 
and other indispensable office machines. Every means must be taken to 
keep existing machines, especially the type and platens, in the best possi- 
ble condition. 



















You can help your custom- 
ers in protecting their 
machines by selling them 
the SPEED-MO TYPE 
CLEANER with the auto- 
matic finger tip control 
which saves fluid and pre- 
vents evaporation. There 
is no dirt; no daubing or 
spattering. Fluid is al- 
ways clean. 


WRITE TODAY FOR CATALOG 
NO. 141 AND FULL DETAILS: 


RIVET-O MFG. CO. 
96 Jason Street 
ORANGE, MASS. 





SORRY —No Typewriters Now! Soon, 


we hope. 


BUT — e do have better ribbons and 


carbons—at better prices. 


REGALRITE Carbon Papers 
REGALRITE typewriter Ribbon. 
REGALRITE Adding Machine Ribbon. 
REGALRITE Bookkeeping Machine Ribbon 


Samples and particulars will convinee you. 


And you should try STEN-O-FREN; it renews platens 
and cleans type, amazingly! 


REGAL TYPEWRITER COMPANY 


RPORATED 


200 Hudson Street, New York 13, N. Y. 
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IN war hospitals today “‘Stader splints,” which join 
broken bones by internal fixation, enable patients 
to be up and about a few days after the bone has 
been set. Royal is proud to announce that it was 
selected to plate the durable “Royalchrome”’ finish 
on these “Stader splints.”” That smooth, thick, dur- 
able chromium coating assures freedom from rust 
and corrosion. 
While busy with our important war efforts, Royal 
is looking ahead to serving you “tomorrow” with 
the same Royalchrome plating that has proved so 
durable in the past. Also, the new simplified and | 
streamlined Royal line will be characterized by its {U | 
traditional high quality. The “know- ~~ | 
how” experience gained through war \ ~\ \ | 
production work will be evidenced by \ hs isoeniee mor es 
| ~~] 


greater durability and up-to-the-min- 


i =. cee ——— oe 
ute styling. —| a L Ui// } 
The Royal Metal Mfg. Co., 175 N. eat LL — ; “| 
Michigan Ave., Chicago 1, IIl. | J | Gi rd 
Y ‘F 


The 
Metal Furniture Since 97 Jo LINE OF TOMORROW 
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Royal Steel Folding Chairs e ¢ Royal Housewares 


DISTINCTIVE FURNITURE 
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‘GELATIN«NoSPIRIT LD 


The outstanding quality of HEYER'S Complete 
Line of Supplies for Gelatin and Spirit Type 
Duplicators is responsible for the major success 
and ever increasing demand for this fast, inex- 
pensive and flexible method of printing. 


Thousands of operators in offices, schools, 
churches, clubs, stores and restaurants have 


proved HEYER Quality—not only in HEYER 


HEKTOGRAPHS and Roll or Film Duplicators, 
but also in HEYER Supplies. 


And regardless of the machines they operate 
—Heyer, Ditto, Vivid, Standard or others, they 
insist on HEYER HEKTOGRAPH Inks, Carbon 
Paper, Pencils and Ribbons and HEYER Spirit 
Fluid and Spirit Carbon, knowing that they con- 
tain the secret of producing master copies which 


insure perfect DUPLICATION. 


Recommend HEYER PRODUCTS—They build sales and GOOD-WILL. 


Heyer 


ALWAYS 


Chualtty 


SATISFIES 












now uses 4,800! 


me 














istings, a New York bank has pur- 
hased 150 Underwood Sundstrands. 








the many uses a large electrical 
manufacturing company finds for its 
450 Underwood Sundstrands. 





One of the world’s largest motor car 

manufacturers uses 500 Underwood 

Sundstrands in its accounting depart 
ment and in its general offices. 


tk are handled by a 
neat packer with a battery of 400 


nderwood Sundstrands. 


Starting with a few Underwood 
Sundstrands, one large grocery ¢ hain 


For its batch sheet and transit letter 


Expense distribution is just one of 


































Figure on an Underwood Sundstrand/ 


Faster, easier figuring saves precious _ the work sheets and don’t have to help 
minutes every hour. the fingers “pick and choose” from a 
When you figure on an Underwood multiplicity of keys, there is no back- 
Sundstrand you're figuring on a and-forth headswing to cause fatigue. 
machine that pays for itself as you figure. A call to vour Underwood Sundstrand 
Basic principle of the Underwood representative will bring you, without 
Sundstrand is its simple method of 10- obligation, interesting information on 
key “touch operation.” With all fi- this time-saving adding-figuring 
gure keys under the fingertips of one machine. 
hand, operators: can quickly entain Underwood Sundstrand Adding-Figuring 
speeds they never thought possible. Machines are available subject to War Produc- 
And because their eyes are kept on tion Board authorization. 





Save the Seconds and You Save the Day =_ 
Our factory at Bridgeport, 


Underwood Elliott Fisher Company cv-: 0,200 


One Park Avenue, New York 16, N. f Army-Navy “*E,”’ awarded for the 


production of precision instru 
Makers of Underwood Typewriters, Accounting Machines, Adding- ments calling for skill and crafts 


Figuring Machines and Supplies. manship of the highest order... 








